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ncontrolled Price 

‘Competition Injures 
Public, Says Johnson 
Royal - Liverpool Executive Sees 


| Greater Selectivity of Risks 
: and Restricted Markets 


‘ALKS TO GENERAL BROKERS 













Replying to McHugh Accusations 
He Holds History Makes Rating 
Bodies ‘‘Public Necessity” 










Strong exception to many statements 
egarding competition in fire insurance 

ade by Donald P. McHugh, counsel 
or the U. S. Senate Sub-Committee on 
Anti-Trust and Monopoly, at the Chi- 
ago convention of the National Asso- 
tiation of Insurance Agents, was taken 
by H. Clay Johnson, executive vice presi- 
Hent of the Royal-Globe Insurance 

roup, in addressing the 34th annual din- 
er of the General Brokers Association 
of New York at the Statler Hilton Hotel 
on Tuesday. 

Mr. Johnson told the several hundred 
brokers, company representatives and 
Inthers present that excessive and uncon- 
frolled price competition in fire insur- 
ance, as advocated by some, would elimi- 


ate marginal business units, frighten 
Away new investment capital and “in- 
france capacity will become a critical 
problem. This in turn will exert crip- 
pling effect on other branches of the 
economy by hindering business ventures 
ering protection against financial 
sks. 



















| Foresees Further Federal Intrusion 





As to the final outcome of insistence 
pon open competition, Mr. Johnson de- 
lared that there “will be further govern- 
ent intrusion into the insurance busi- 
ess because just as nature abhors an 
atmospheric vacuum so also does our 
political system abhor an economic 
acuum. Personally, I know of no bet- 
er way to invite the government, state 
ot Federal, to intrude in our business 
han by allowing the superselectivity of 
isks, engendered by a headlong dash of 
So-called ‘free and open competition’ to 
teate a vacuum in the insurance mar- 
et and leave unfulfilled a public need 
or adequate insurance coverage. 

The sad thing is that those now ad- 
Ocating uncontrolled competition in the 
isiness will suffer along with the rest 
i government takes over as a last 

rt. 

“Mr. McHugh and some of his sup- 
Porters would have us believe that the 
Ply question is one of economic prog- 


(Continued on Page 26) 
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Cecil North President 
Of Metropolitan Life; 
F. W. Ecker Chairman 


Harry C. Hagerty, Financial Vice 
President, Elected to New Post 
of Vice Chairman 


ECKER IS CHIEF EXECUTIVE 


New President Started With Com- 
pany as Agent While Student at 
Harvard Business School 


INSURANCE 














Frederic W. Ecker, president, has been 
elected chairman of the board of Metro- 
politan Life, it was announced Wednes- 
day at the company’s home office in 
New York City. 


executive officer. 


He continues as chief 
At 


Harry C. Hagerty, financial vice presi- 
dent, was elected vice chairman of the 
board, and Cecil J. North, executive vice 
president, was elected president of the 
company. All three appointments are 
effective November 1. 

The posts of chairman of the board 
and vice chairman are newly created. 
Following the death, in May, 1957, of 
Leroy A. Lincoln, who was then chair- 
man, this position was abolished by the 
directors and has now been recreated. 


F. W. Ecker’s Career 


Mr. Ecker has been associated with 
Metropolitan since 1925, when he joined 
the company as assistant treasurer. [In 
1931, he was appointed treasurer, and in 
1936, was advanced to vice president and 
made a member of the board of direc- 
tors. In 1951, he was elected executive 
vice president and has served as presi- 
dent of the company since 1953. 

Mr. Ecker’s service with the company 
was interrupted by World War IT when, 
in January, 1942, he resigned his vice 
presidency and directorship to go into 
government service. He returned to 
Metropolitan in July, 1944, when he was 
again made a director and elected finan- 
cial vice president. 

Mr. Ecker is a former president and 
currently a director of Institute of Life 
Insurance; ‘he is a director of Chase 
Manhattan Bank; a member of the 
executive committee of American Life 
Convention; and a trustee of China 
Medical Board of New York, National 
Safety Council, and S. S. Huebner Foun- 
dation. He is a trustee of his church: 
chairman of the board of directors of 
Children’s Village of Dobbs Ferry, N. Y., 
and a member of the Joint Administra- 
tive Board of New York Hospital-Cor- 
nell Medical Center. A_ native of 
Brooklyn, Mr. Ecker was educated at 
Pomfret School and received his A.B. 
from Harvard with the Class of 1918. 
He served overseas in World War I 


(Continued on Page 8) 


the same time, 
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203 of our full-time representatives, or | in 9, are 1959 


Million Dollar Round Table Members. 


14 of our full-time representatives have qualified as 
Million Dollar Round Table Members for 15 years 
or longer, or | in 10 of the 135 men with this 
outstanding record of achievement. 


272 of our full-time representatives, or | in 7, are Char- 
tered Life Underwriters. 


646 of our full-time representatives, or | in 3, received the 


1959 National Quality Award. 
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MASSACHUSETTS MUTUAL HAS: 
1 in 13 of all 1959 MDRT Members 
1 in 22 of all active CLUs 


1 in 22 of all agents receiving the 
1959 NQA 


IN 1958 


our seventh consecutive all-time high year .. . 


More than a billion dollars of Massachusetts Mutual life 
insurance was sold. 


Men in their first and second years with us accounted for 
26% of our sales volume. 


The 662 men with our company five years or longer earned 
$13,088 per man, with one in six earning over $20,000. 


Our 100 leading salesmen earned an average of $30,357. 


Massachusetts Mutual 
LIFE INSURANCE COMPANY 


ORGANIZED 18S! SPRINGFIELD, MASSACHUSETTS 
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| Chicago—Devoted to the fundamental 
alues of life insurance advertising the 
sth annual meeting of the Life Insur- 
nce ‘Advertisers Association was _ held 
ere this week at the Drake Hotel, theme 
f which was “The Public Be Served.” 
A highlight of all LAA annual meet- 
ings are the member company exhibits 
eaturing the most esthetically designed 
and successfully used sales promotion 
material prepared during the preceding 
rear by member companies. The compa- 
nies submit entries in 15 categories, rang- 
ng from pocket calendars to national 


dvertising. Awards of excellence are 
= by a board of 
iv 





20 judges for the 
inning entries, 


Entries Total 438 


> Exhibit Chairman Anita Hoecker, New 
Work Life, announced that this year’s 
exhibit had 438 entries with 104 compa- 
cnies competing. Reflecting the interna- 
Hional character of the LAA exhibits 
dhis year, in addition to those from 48 
‘siates and Canada, entries were received 
4rom Asahi Mutual Life, Tokyo, Japan; 
f pempsence Belge D’Assurances Gener- 
‘les, Brussels, Belgium, and the Philip- 
Hine American Life of Manila. Australia 
‘was represented by entries from the 
Austrahan Mutual Provident ‘Society, 
“Sydney; Colonial Mutual Life Assurance 
"Society Limited, ‘Melbourne, and State 
Government Insurance Office, Brisbane. 
“The judges included representatives of the 
(printing industry, direct mail specialists, 
(Jiome office personnel, and life insurance 
ppeents. 

Newly elected eo a of LAA is 
BRobert S. Kieffer, CLU, Metropolitan 
B ife, New York. He succeeds Edwin P. 
Leader, Bankers Life, Des Moines. 
F New members of the executive com- 
}mittee announced by Morgan S. Crock- 
‘ford, chairman of the nominating com- 
iittee, are: For two year terms: Edwin 
P. Leader, advertising manager for 
| Bankers Life of Iowa; Donald E. Lynch, 
Mirector of public relations for Mutual 
‘Benefit Life; William A. Neville, assist- 
pant secretary for Great West Life; Rob- 
‘ert L. Fontaine, director of advertising 
‘for Continental Assurance; Robert B. 
Lancaster, assistant secretary of Life of 


















Virginia. 
' For one year terms: Kenneth K. 
| Wunsch, manager of advertising and 


“public relations, Northwestern National; 
‘Clarence E. Bishop, sales promotion and 
advertising manager, Protective Life; 
Robert A. Adams, director of advertising 
sand sales promotion for Provident Mu- 
tual; Frank Culp, director of sales pro- 
jmotion and training, West Coast Life. 

Announcement was made by Mr. Kief- 
fer that the 1960 annual meeting will be 
held at the Essex House in New York, 
next September 21-22-23. 


Policyholder Relations Seminar 


-Policyholder Relations” was the theme 
of a seminar held on the closing after- 
noon of the three-day meeting. Spon- 
sored by the educational committee of 
AA, the seminar was under the direc- 
tion ‘of Royden C. Berger, director of 
advertising, Connecticut Mutual Life. 
he seminar featured two panels, the 
frst of which was devoted to the general 
area of “What Can Be Done to Improve 
pand Increase Home Office-Policyowner 








Ontacts?” It was moderated by A. 
yiemann, second vice president, New 
or 


J. H. Warner, director, advertising de- 
partment, Aetna Life, led the second 
Panel in discussing * ‘How Can We Help 





obert S. Kieffer Succeeds Edwin P. Leader As President; 
438 Company Exhibits on Display; “The Public 
Be Served” Is Theme of Meeting 


By Ottver J. Jongs 


and Encourage Agents to Build Closer 
Policyowner Relations?” Basis of the 
seminar was a questionnaire sent to each 
member of LAA. Panelists reported on 
the wide range of policyowner relations 
projects now being carried out by mem- 
ber life insurance companies, including 
policyowner reaction to general company 
correspondence. 
Sales Promotion Book 
“Sales Promotion for Life Insurance 
Companies,” believed to be the first book 
of its kind ever published in the life 
insurance business, was introduced at 
the meeting. Consisting of 12 chapters, 
the book has been authored by recog- 
nized leaders in the life insurance busi- 
ness and specialists in sales promotion, 
and covers all aspects and uses of this 
specialized field. It is a project of the 
sales promotion research committee of 
LAA and is edited by Albert N. Beard- 
shear of American United Life. 
Introduction of this book represents 
completion of a unique three part pro- 
gram initiated and financed by LAA. In 
1957, “Life Insurance Advertising” was 
eters by the advertising committee, 
Edwin Leader, LAA president, explained. 
Last year, “Public Relations for Life 
Insurance Companies” was published by 
the public relations committee. This third 
book completes coverage of the three 


basic areas of LAA interests: advertis- 
ing, public relations, and sales promo- 
tion. Two years in preparation, the 


volume was planned by the !1957-58 sales 
promotion committee under the direction 
of Frank T. Culp, Jr. It was brought to 
final form under the 1958-59 committee. 

The volume is priced at $2.00 for a 
single copy and at $1.50 per copy in lots 
of ten or more. 


Tremendous Strides Made 


Mr. Leader, in his presidential address, 
told the group that the life insurance 
business has made tremendous strides 
in broadening the ways it is prepared to 
serve the public. “As life insurance ad- 
vertising men,” he said, “we have, in 
dollars being expended along these lines, 
been giving better interpretation and 
dissemination to information about our 
business than ever before.” Mr. Leader 
noted that the technical side of the busi- 
ness has been busily engaged in develop- 
ing new and/or improved ways to meet 
the wants and needs of the insurance 
buying public. “We believe,” he said, 
“that our progress in developing these 
improved services and making them 
available on a voluntary basis is the best 
way of meeting these wants and needs. 
It puts the burden of telling the story 
in terms of the potential buyers’ wants 
aud needs squarely up to us if we are to 
serve the public in a timely and adequate 
way.” Also, Mr. Leader remarked, hav- 
ing a service-inspired product available 
is valueless in this business unless the 
public knows and understands how life 
insurance can serve them. 


“Best of the Round Tables” Panel 


Anothe: round table presented was the 
“Best of the Round Tables,” with Ken- 
neth K. Wunsch, director of public rela- 
tions and advertising, Northwestern Na- 
tional, as moderator. (Featured on this 
panel were Robert F. DeLay, president, 
Direct Mail Advertising Association, 
Inc.; Harold Styers, vice president in 
charge of agencies, Home Security Life; 
and Wilburn L. Page, director of public 
relations and agency secretary, Great 
American Reserve. An innovation at 

(Continued on Page 12) 


Life Insurance Advertisers Assn. Annual Meeting 
LAA Annual Meeting in Chicago 


Life Advertising Award Winners 


Chicago—Life Insurance Advertising Association members submitted 438 entries 
from 104 companies for display and judging at the annual meeting in Chicago, Octo- 
ber 26-28. judges representing advertising art and copy, public relations, direct mail, 
home office personnel, and insurance field representatives evaluated the ‘displays and 
honored 56 companies with Awards of Excellence. 

An additional feature of this year’s exhibits was a selection on Audio-Visual mate- 
rials. Although this initial showing was non-competitive, it is expected to become a 


regular category for future competitions. 


Companies submitting material for judging are divided into three groups based 


on the amount of Ordinary insurancé in force. Group A is over $800,000,000. 


Group 


B is $200,000,000 to $800,000,000 ; Group C is less than $200,000,000. 
Judges of this year’s materials were: Donald ‘F. Barnes, vice president, Institute 
of Life Insurance; Lewis W. S. Chapman, CLU, director of company relations, Life 


Insurance Agency Management Assn.; 


Howard Chase, Howard Chase Associates; 
Robert F. DeLay, president, Direct Mail Advertising Assn.; 


Louis Engle, Merrill 


Lynch, Pierce, Fenner & Smith; Eugene M. Ettenberg, manager, The Gallery Press; 
J. F. Follmann, Jr., director of information and research, Health Insurance ‘Assn. of 


America; Aaron A. Janis, OLU, Equitable 
1957 past president, Life Insurance Advertisers Assn.; 


nedy, CLU, 


Life Assurance Society; Henry ‘M. Ken- 
Harry N. Kuesel, 


consulting manager, Phoenix Mutual Life; Jerry P. Olds, assistant director of pro- 
motion ‘& Advertising, Institute of Life Insurance; George J. Poris, vice president, 


Sullivan, Stauffer, Colwell & Bayles; 
surance Advertisers Assn. ; 


Samons, CLU, The Samons-Press Agency, ‘Guardian Life; 


H. A. Richmond, 1950 past president, Life In- 
Kermit Rolland, Kermit Rolland & Associates; 


Bernard 
Loren Stone, vice presi- 


dent, Compton Advertising; A. H. Thiemann, (1955 past ‘president, Life Insurance 


Advertisers Assn. ; 


R. Whelan, Whelan-Frankford Agency, Berkshire Life; 


John J. Tunmore, general agent, Provident Mutual Life; 


Lyman 
Gerald H. Young, CLU, 


manager, Midtown Ordinary Agency, The Prudential. 


Key to Classification of Exhibit Material 


Newspapers Addressed to Agents. 

9. Employe Relations. 

10. National Printed Advertising. 

11. Local or Regional Printed 
Advertising. 

12. Insurance Journal Advertising. 

13. Public Relations. 

14. Group Coverage. 

15. Personal Accident and Health. 


Award Winners 


1. Material to Motivate Agents. 

2. Sales Aids. 

3. Prestige and Good-Will Builders. 

4. Recruiting Material. 

5: Direct Mail. 

6. Annual Reports and Policyholder 

Material. 

7. (Brokerage Material. 

8. Company Field Magazines or 
Company Classification 
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Leader Tells How LAA Members Serve 


Chicago—Retiring LAA President Ed- 
win P. Leader, who is advertising man- 


ager of Bankers Life of Des Moines, ad-- 


dressed the opening session of the an- 
nual meeting, telling how LAA members 
serve the public in their various public 
relations work. 

“The life insurance business has made 
tremendous strides in broadening the 
ways it is prepared to serve the public,” 
said Mr. Leader. “As life insurance ad- 
vertising, public relations and sales pro- 
motion men, we have, in my opinion and 
certainly in ‘dollars being expended along 
these lines, been giving better inter- 
pretation and dissemination to informa- 


tion about our business than ever before. 
However, we must recognize that we 
still are not getting the job done when a 
respected advertising publication can 
assert, as one did within the last month: 
‘There is no class of advertising that is 
as vague and obscure and general as 
that of insurance.’ 

“You may disagree with that statement 
and, incidentally, point out that it does 
not say ‘life insurance.’ Nevertheless, we 
will all have to agree that we must do 
better if we are to measure up to our 
particular responsibility and let ‘The 
Public Be Served’ by our descriptions to 

(Continued on Page 12) 
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LAA Annual Meeting |THE LEE NASHEM AGENCY — SALES 
The Major League Agency 
(Mutual Benefit Life Insurance Co. PROMOTION 
e e : ee e bs a 
Kieffer LAA President; Advertising Aids Newark, N. J.) WRITER 
Other Officers Named Insurance Companies TO BROKERS Shi 
wae a x We pay 55% -+ nine 5's vested on H 
J. L. BRIGGS IS VICE PRESIDENT JAMES R. WILLIAMS TELLS LAA Ordinary Life! Excellent opportunity for versatile man 
Extremely high immediate cash with minimum of 3 years experience, 
George H. Kelley, Seore Secretary; New Treas- Health Insurance Institute Vice Presi- values on about 20 different types Work entails writing booklets, flyers, 
urer is Stanley M. Richman; S. Al- dent Says Recent Advertising Has of contracts. publicity, house organ, trade advertis. 
berta Stutsman, Editor Won New Friends for Insurance One year incontestable—not two. ing, annual reports etc. for a prominent : 
COME IN AND SEE US! life insurance company headquartered Chic 
Chicago—Robert S. Kieffer, assistant Recent advertising efforts of life in- in ef Hot City. Production experi. | Adver 
vice president for Metropolitan Life, was surance companies are playing an impor- . ence & ability important. oe 
elected president of the Life Advertisers tant role in the crusade for ever better LEE NASHEM AGENCY’ Starting salary $6,000 per year than « 
Association at the 26th annual meeting methods of financing thealth care costs, 110 East 42nd Street plus a strong benefits program having 
of the association held here at the Drake said James R. Williams, vice president New York 17, N. Y re knowl 
HoHtel this week. Mr. Kieffer succeeds of the Health Insurance Institute. BOX #2743 at 
Ww ’ 
=< SATsHe ~ Se ¥ aA 
a — ee atthe — a den surge in growth, said Mr. Williams, The Eastern Underwriter, 93 Nassau Street, | ments 
ing © _the te nsurance vertisers “one of our public relations problems New York 38, N. Y. Slicht 
Asociation, held this week at Drake has been that of proper identification.” aid ji 
Hotel, Chicago. The association is an He disclosed that a recent survey a 
organization of public relations and ad- showed people had a favorable attitude x , life ac 
vertising executives of the life insurance toward health insurance, but that there Dr, R.G. Nichols Discusses he dec 
: was some question of the depth of their F wot 
business. ; understanding and knowledge of it. Communications Efficienc ry 
Pointing out that there was relatively “It is on this point,” Mr. Williams Chicago—By far the most effectiy Rink : 
little advertising of a health insurance nang By eat a dr gi et method by which executives can ty) erly d 
, aes we pa “1Y3- . th : ; é : 
a0 years ago, Mr. Williams de programs of all insurance companies can ideas | of subordinates is sympathet ee. 
os ’ play a decisive role in creating a greater listening in the many day-to-day if) 5. 1 
In the past 12 months I have noticed public recognition that quality and mean- formal contacts within and outside th jn prc 
an increasing number of really thand- — ae acces ocean well work place, Dr. Ralph G. Nichols, Unf port 1 
: ‘ Laan . established it . : : r ts 
ni re by en i about He said the insurance industry has Versity of Minnesota, said at the annud) De, 
eir own accic ent and_ sickness PTO- been able to “spread a great deal of meeting of LAA being held here thi davify 
grams, This is most helpful to the busi- enlightenment by pooling (its) resources week. “It is no exaggeration,” Dj more 
ness as an institution and to the indi- for — programs pgs ye or Nichols said, “to declare that the prof or pe 
vidual company.” . ype activities of the indi- ductivity of any organization is limite course 
He ona at was. his En represen Mr. Williams stressed that the institu. by the efficiency of its communicating itera 
that life insurance companies and cas- tional efforts can only be supplementary system. It is a cautious understatemey) modify 
ualty companies have a hidden plus in to the activities of the individual com- to point out that for most managemer} stil] m 
\ their advertising programs which the — — pate) si eee eas ae personnel, between 70 and 90% of every - te 
: . 1elp to create and maintain the = : TP industt 
health insurance business could use. titudes, but the senior partner in the work day is devoted to the four verti ticular 
ROBERT S. KIEFFER Because of the relative newness of the effort is the individual company and its communicative skills of listening, real munica 
O . health insurance business, and its sud- - performance record.” ing, writing and speaking. Increased pry) cific si 
ficiency in this area is a major fact Slichte 
Edwin P. -Leader, advertising manager of in simplifying the work of management} salesm 
Bankers Life of Iowa, to the presidency. git ——s™ Seige aia _ about 
a . ing /habits,” which he said have beh survey 
Other officers elected baton John L. isolated in many diverse studies. Thef technic 
Briggs, director of public relations and -_ follow herewith Mr. | 
advertising for Southland Life, vice rep resSsSive 1. Don’t call the subject uninteresting genera 
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onmant “— the vice president ~ charge for something usable, worthwhile. he wan 
of marketing at New York Life, secre- 2. Don’t criticise the speaker’s deliven}, even th 
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Mr. Kieffer received his M.B.A. de- 5. Don’t try to make an outline of the way 
gree from Harvard Business School, fol- everything you hear. superm 
lowing which he entered the advertising 6. Don’t fake attention. Listening i on the 
department of Proctor and Gamble. He not relaxed and restful, it’s hard worf evidenc 
has been associated with Metropolitan Attention is a collection of tensions. [| that w 
Life since 1936 7. Don’t’ create or tolerate distraction} questio 
8. Don’t avoid or ignore difficult of to the 
expository passages. Accept it as achal} can, an 
oe 3 lenge if you would become an experf effect < 
Trend Toward Individualism enced listener, ame comm 
e on’t trip over emotion-laden °} ger, be 
Urged by A. C. Chevins personally prejudicial words and things, 
Chicago—Anthony C. Chevins, senior thrown out of tune with the speaker} the eff 
vice president, director of the creative 16. Don’t let your swifter mental pry other f 
department, Cunningham & Walsh, Inc., cess outrun the necessarily much slowe} means { 
in his talk here this week on “How To oral exposition. Keep abreast by met the con 
Be Creative in Spite of It All,” feels tally recapitulating, analyzing the su what hi 
that a trend should be started toward porting evidence for the points mad More t 
“more individualism, more lone thinking, 5 U N L | F F trying to guess the next point. Liste) wants r 
more me-ism. We should encourage between the lines for hidden meaning portant 
people to be old fashioned and have the Learn to progress longitudinally with t™) travaga. 
courage of their convictions and to stand H speaker, not tangentially. Sains tl 
up and fight for what they think is a@ progressive company taking 
right.” e Cure th 
Those who not only talk about it but i ¢ outlay f 
really want to be creative have to learn 4s P Luncheon, Shopping Tour at the 
“how to. think alone and like it,” he said. a progressive industry. A d for Womem tt she 
“To often we get so impressed by all rranged for omey way.” 
a “way “anes get 0 carried away by Chicago—A women’s oper at 
all the directions and restrictions that 4 ASS C CO Y OF C D shopping tour was arranged on the 8 Comp 
we forget to add the creative touch. This SUN LIF URAN E MPAN ANA A ond day of the annual LAA meetili of life j 
can lead to a dismal display of canned here. Chartered busses left shortly » said tha 
cliches that follow beautifully the party Active in the United States since 1895 fore noon for Silver Parlor, Old sales ef 
line of research but fail to make a single chard, Skokie, I#l., and returned du Savings- 
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Slichter Sees Life Insurance As 
Basic Structure of All Investments 


Chicago—The members of the Life 
Advertisers Association, in the perform- 
ance of their duties are charged more 
than any other segment of the business 
having other functional specialties, with 
knowing “what your listeners are like, 
what they think about, and what they 
want, and of understanding these ele- 
ments not in any abstract or academic 
sense but colloquially,” Donald C. 
Slichter, president, Northwestern Mutual, 
said in his talk here before the LAA 
annual meeting. The business of the 
life advertiser is one of communication, 


» he declared, “however I don’t think that 


it would be proper to refer to you as 
the voice of the ‘business because I 
think we might agree no one more prop- 
erly deserves that designation than the 
agent who is in constant direct com- 
munication with the public on a face-to- 
face basis. And whatever your talents 
in providing tactical or strategic sup- 
port through the written word, good 
agents can operate without ghost writers. 
Rather, shall we say, do you amplify, 


) clarify, and expedite—in general, make 
' more effective the agent in his business 


or persuasion. More than that, of 
course, you perform certain very definite 
and very important creative functions in 
generating ideas for sales purposes or in 
modifying or improving old ones. And 
still more you sometimes speak in gen- 
eral terms for the institution, either the 
industry as a whole or your own par- 
ticular company, whereas the agent com- 
municates man-to-man in terms of spe- 
cific situations.” The life advertiser, Mr. 
Slichter feels should be a liaison with 
salesmen in the field and should know 
about the customers through observation, 
survey analysis and other specialized 
techniques. 

Mr. Slichter asked and discussed three 
general questions. His first question: 
“Have we over-emphasized the idea that 
we must give the buyer what he thinks 
he wants?” Replying to this he said that 
even the uninitiated these days know the 
extent to which giving the buyer what he 
wants has become the foundation of 
modern merchandising. “If he seems to 
want fins on his automobiles,” Mr. 
Slichter said, “give him fins until he can 
no longer get them in his garage. In our 
business, as I think most of us might 


agree, an effort to convince us all that 


the wave of the future lay in one-stop or 
supermarket insurance buying was based 
on the magnification of rather tenuous 
evidence that hordes of buyers wanted it 
that way. I am not for the moment 
questioning this touchstone as it relates 
to the sales of tangible goods. Others 
can, and do raise questions about the 
effect on our civilization of the lowest 
common denominator of desire for big- 
ger, better or more colorful material 
things. Let us admit, without evaluating, 
the effectiveness of this doctrine in all 
other fields, and ask ourselves what it 
means to us in life insurance. What does 
the consumer want? You should know 
what he wants because we want it too. 
More than ever in history probably he 
wants many things that are quite unim- 
portant and reflect a passing and ex- 
travagant fancy. He wants large capital 
Sains that in fact can only come from 
taking speculative risks in order to se- 
cure these things, he makes a minimum 
outlay for real family security and wants 
at the same time the easy conscience 
ae not go with doing it the easy 
Protection Features 

Commenting on the protection features 
of life insurance contracts, Mr. Slichter 
said that they are receiving either more 
sales effort or sales response than the 
Savings-investment features. “As an in- 
ustry,” he said, “we have pushed hard 
Or the easier sale. We have done a 


fairly good job of convincing people they 
should provide indemnity for their fam- 
ilies, but we have done only a mediocre 
job in persuading people to save money 





and direct their savings into the best ail- 
around medium there is: life insurance. 

“Perhaps you are content with large 
volume sales whether it’s Term or Group. 
I am not, for the very simple and blunt 
reason 'that I believe that the life con- 
tract that combines both protection and 
savings investment is so important to 
the individual, and to our overall econ- 
omy too, that its sale is worthy of our 
best thinking and energetic action. To 
persuade an individual to embark upon 


a sensible, sure and adequate personal 
financial program ‘that will safeguard his 
family against financial disaster and him- 
self against poverty and dependence, is 
truly a great and rewarding achieve- 
ment. Difficult, yes, of course, because 
all important accomplishments require 
superior talent and skill, and it takes 
real selling ability to persuade people to 
channel some of their personal income 
away from satisfying and pleasant spend- 
(Continued on Page 12) 





This was Wall Street...when Selig Kling 


became Guardian’s First Policyholder 


On July 17, 1860, the day after The GUARDIAN opened 
its first office at 90 Broadway, corner Wall (the corner 
building on the left side of the illustration), Selig Kling, 
“segar merchant” of 284 Gates Avenue, Brooklyn, pur- 
chased GuaRDIAN Policy No. 1 for $3,000. 


In 1863, for an additional premium of $15, Mr. Kling’s 
policy was amended to permit him to take a voyage to 
Cuba. This was a liberal dispensation for those days, since 
rigid restrictions banned summer travel to even our own 
Southland, such was the fear of tropical fever. 


Mr. Kling died on September 5, 1872, and his wife 
Rosalie duly collected $3,636.36, representing the full 
amount of the policy, plus accumulated dividends. Mr. 
Kling had paid in a total of only $1,157.52. 


Since 1860, The GuARDIAN has extended its protection 
to hundreds of thousands of policyholders—distinguished 


people in every walk of iife, but especially to that vast 
segment of the population who, like Mr. Kling, never get 
their names in the newspapers. This service includes life 
insurance benefits at reasonable rates to many with physical 
impairments and hazardous occupations. 


Now in our one hundredth year of service to American 
families, we are offering the most attractive policies in 
our history. One of these contracts is our “Preferred Risk 
60” which offers (1) substantial protection while the chil- 
dren are growing up; (2) accumulation of high cash values 
for emergencies and opportunities; (3) an end to paying 
premiums after age 60; and (4) another source of retire- 
ment income for later years. 


Have a talk with your local GuarpIAN representative 
or broker. Find out how you can benefit from GUARDIAN’s 
century of experience in serving American families. 


The GUARDIAN Life Insurance Company OF AMERICA 


A Mutual Company ®¢ Established 1860 


50 UNION SQUARE, NEW YORK 3,N.Y, 


The first of a series of ads in NEW YORK TIMES SUNDAY MAGAZINE, NEWSWEEK, TIME, } 
and the SATURDAY EVENING POST, marking GUARDIAN’S Centennial in 1960 

















‘Gerald Rosner 


TAX-WISE HANDLING of life insur- 
ance proceeds is one of the first require- 
ments in setting up sound irrevocable 
trusts for your clients, and in the con- 
servation of their estates. Let us help 
you with our complete technical facil- 
ities and our many years of seasoned 
experience. 


GERALD ROSNER, Agency Supervisor 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 
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Manager in Garden City 
For State Mutual Life 





WILLIAM A. BRUNO, JR. 


William A. Bruno, Jr., has been pro- 
moted to manager of the Garden City, 
New York agency of State Mutual Life 
of America. Since 1958 he has been as- 
sistant general agent in State Mutual’s 
New York City agency under the direc- 
tion of Louis A. Cerf, Jr., and there com- 
piled an outstanding record in sales 
management. 

A veteran of the Navy Air Force, Mr. 
Bruno attended Adelphi College before 
entering the life insurance business in 
1955. He is vice president of the Admiral 
Farragut Academy Alumni Association 
and has held several offices in the Nassau 
County American Legion. A Republican 
committeeman, he is past president of the 
Nassau County Republican Recruits and 
of the Abraham Lincoln National Repub- 


lican Club. 





Springfield Life New 
Affiliate of Group 


UP TO $10 MILLION AUTHORIZED 
Springfield Fire & Marine Launches 
Non-Par Company; Also Owns 
Monarch Life 





Springfield, Mass—The stockholders 
of Springfield Fire & Marine Insurance 
Co, approved the recommendation of the 
directors to form a new subsidiary life 





insurance company, it was announced 
following a special meeting. 
The new company, which will be 


known as Springfield Life Insurance Co., 
will round out the insurance facilities of 
the Springfield-Monarch Insurance Com- 
panies by offering a non-participating 
life policy. Monarch Life is currently 
not able to write non-participating 
insurance because of a prohibition in the 
Massachusetts law against the same com- 
pany writing both on a participating and 
non-participating basis. 

Springfield Life Insurance Co. will be 
a Vermont corporation, with a ‘+home 
office in Brattleboro, but its executive 
and administrative operations will be 
conducted from the home office of the 
Springfield-Monarch Companies, Spring- 
field, Mass. 

The action by the stockholders author- 
ized Springfield Fire & Marine Insur- 
ance Co. to contribute up to $10,000,000 
as capital or surplus to the new com- 
pany. It was explained that at present 
it is planned to contribute $1,000,000 to 
the new company, half of which will be 
capital and the other half of which will 
be paid-in surplus. It is anticipated that 
the new company will complete incor- 
poration procedures in Vermont early in 
November and will be issuing policies 
before the end of the year. 





Northwestern Mutual Making 
Investments at 5.41% Rate 


In the first nine months of 1959, as 
reported by President Donald C. Slichter. 
Northwestern Mutual Life made new 
investments totaling more than $284 mil- 
lion—nearly 60% of this in mortgage 
loan and real estate acquisitions for 
residential and commercial properties 
and the remainder in securites. 

Total investments of the company on 
September 30 included $2.3 billion in 
security holdings and $1.5 billion in mort- 
gage loans and real estate. 

Interest rate being obtained on 1959 
new investments was 5.41%, the highest 
in more than two decades. 

NML’s insurance in force reached $9.75 
billion on September 30, up 5.8% in 12 
months. The number of policies in force 
rose to 1,651,000. The average size of 
new policies sold in the first nine months 
was $11,144. The average size of all pol- 
icies in force stood at over $5,900 on 
September 30. 


Harding Heads Canadian 
Home Office Underwriters 


H. Elroy Harding was elected president 
of Canadian Home Office Life Under- 
writers Association, which held its semi- 
annual meeting at the King Edward 
Sheraton Hotel, October 19. Mr. Harding 
is underwriting secretary, North Amer- 
ican Life, Toronto. He succeeds Wallace 
R. Nelson, manager, underwriting divi- 
sion of the Canadian head office of The 
Prudential of America, Toronto. 

Margaret Agar, Manufacturers Life, 
Toronto was elected secretary, succeed- 
ing Helen Ingles, Confederation Life 
Association, Toronto. 

Latest trends in life insurance under- 
writing were discussed at the meeting, 
which was attended by 166 representa- 
tives of 52 Canadian and U. S. companies 
operating in Canada. 


Mutual Trust Gen’! Agents 
Hold Meeting in Chicago 


The home office of Mutual Trust Life 
in Chicago was the scene recently of 
the annual meeting of the company’s 
General Agents Association. This group 
gather together each year to discuss 
specific agency management problems 
and to ‘hear noted speakers from various 
industries. 

This year a new president of the asso- 
ciation was elected, Carl Homann of 
Madison, Wis. Outgoing President Ber- 
nard Bergen of New York was the 
chairman for this two-day meeting. 

Several speakers highlighted the ses- 
sions. Stuart A. Monroe, general agent 
in Chicago with Mutual Benefit, spoke 
of the important facets in agency man- 
agement with emphasis on the need for 
constant contact between the general 
agent and his men. Also on the first morn- 
ing program was Robert W. Osler, vice 
president in charge of the life and A. & 
S. publications of the Rough Notes Com- 
pany. 

Luncheon speaker on the first day was 
Dr. John Furbay, presently affiliated 
with TWA as director of the cultural 
and educational program. 

Featured during the afternoon session 
was Lester O. Schriver, managing direc- 
tor of NALU. Mr. Schriver exhorted his 
audience to remember that the general 
agent must learn to give as much of 
himself and his time as possible to his 
men. The general agent must point the 
way to life underwriting as a career— 
“Selling for Immortality.” 

Climax of this association meeting at 
the second day luncheon was the pres- 
entation of a scroll to Raymond Olson, 
Mutual Trust president, on behalf of the 
general agents. Bernard Bergen made 
the presentation and noted especially the 
outstanding spirit of cooperation between 
the home office and the field force. 


HONOR FOR ERIC JOEL 
Eric Joel, of Santa Ana. Calif.. agency 
manager for the Franklin Life of Spring- 
field, Ill, has been cited as the firm’s 
“General Agent of the Month” for 
October. 























MASSACHUSETTS INDEMNITY 
and LIFE INSURANCE COMPANY 


BOSTON 
Specialists in Quality Disability Insurance 


ee 


THE CHEAPEST POLICY? 


When you buy for price, you can never be sure. Our aim is to provide 
protection that is capable of doing the job for which it was purchased. 


LOYAL ATKINSON 


Thomas E. Atkinson, Associate General Agent 


60 East 42nd Street 


General Agent 


New York 17, N. Y. 
MU 7-5212 
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CHOICE 

LIFE—A & H OPENINGS 

East—Life Med. Director $20,000 
East—Life Finance Officer 16,000 
W. Coast—Pension Actuary 15,000 
East—A&H Adm. Mor. 12,000 
South—Gen. Agcy-Life Mgr. 10,000 
M. West—Group Senior Undr. 7,500 


Openings available all areas of the 
country LIFE—A. & H.—FIRE—CAS- 
UALTY. Write for "HOW WE OPER. 
ATE". No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 




















Chairman of Board of 
N. Y. C. Association 






BERNARD S. BERGEN 


Stanley R. Wayne, president of The 
Life Underwriters’ Association of 
City of New York has announced that 
the board of directors of the association 
have elected Bernard S. Bergen, general 
agent, Mutual Trust Life, as chairman 
of the board of directors for the admin- 
istrative year 1959-60. 

The new chairman heads the board of 
the largest local association in the coun- 
try affiliated with the New York State 


ers. The New York City Association and 
its five branches currently have in excess 
of 3,100 members and have set a goal 0! 
3,500 members by the end of 1960. 


Mr. Bergen is also currently serving 
as a member of the 1959 board of di- | 
rectors of The Life Managers’ Associa- | 
tion of Greater New York and in 1958 § 


the f 














served as a director and chairman of that F 


organization’s planning committee. 





Washington Nat’! Seminar 

Washington National Ins. Co., Evams- 
ton, Ill., held the latest in its series 0! 
agency management seminars in Higi: 
land Park, Ill. The purpose of the semr 
nar was to present new techniques 1 
the selecting and training of career ul 
derwriters for the company. € 
under the direction of Bruce McNichols 





5 





director of field training, the partic § 
| Johnson, 


pants in this latest seminar were new! 


appointed general agents and agency St § 


pervisors. 









» Sions 
Association of Life Underwriters and the | 
National Association of Life Underwrit- [ 
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Northwestern Mut. Director 





ROBERT E. DINEEN 


Robert E, Dineen, a vice president of 
Northwestern Mutual Life since 1950 
and New York Superintendent of Insur- 
ance, 1943-50, has been elected a direc- 
tor of the company. Also elected a 
director was Harold F. Falk, president of 
Falk Corp., Milwaukee. 





WESTERN LIFE CONFERENCE 





Over 50 Life Executive and Key Per- 
sonnel Administrators Meet in 
Berkeley, California 
The Western Life Insurance Confer- 
ence for Placement Officers brought to- 
gether at the Hotel Claremont, Berkeley, 
Calif, October 18 through 20, 55 life 
insurance executives and key personnel 
administrators from 29 sponsoring com- 
panies, all prominently active in the 
west, and the placement officers from 48 
universities and colleges in eight west- 

ern states. 
The idea of the placement officers’ con- 
ference originated with the joint com- 


' mittee on careers for college students. 

_ This committee is made up of repre- 
sentatives 
' Insurance, Life Insurance Agency Man- 


from the Institute of Life 
agers Association, Life Office Manage- 
ment Association, and General Agents 
and Managers Conference. 

Patterned after similar meetings suc- 
cessfully staged in the New England area 
in 1957 and in the mid-west last year, 
the Western Conference has as its ob- 
jective the achievement of closer under- 
standing between school and industry 
concerning careers in life insurance for 
college graduates. Approached from the 
viewpoint of the college placement offi- 


cers and their relationship to the life 


insurance industry as a whole, the pro- 
gram was built around workshop ses- 
sions designed to encourage personal 
contacts and individual participation. In 
this favorable climate, conferees ex- 
plored the opportunities for the graduate 
in both the sales and administrative 


' functions of the life insurance business, 
| as well as current social and economic 
_ trends in the industry. 


Chairman of the conference was T. S. 
Burnett, president, Pacific Mutual Life, 


| who made the initial address and iden- 


tified the meeting’s theme, “Career Op- 


- portunities in Life Insurance for the Col- 


lege Graduate.” Other = speakers and 
their subjects included: S. Petersen, 
President, Standard Oil i California, 

ounseling for Careers in Life Insur- 


ance”; Dr, Eugene W. Dils, director of 


placement, University of Oregon, “Re- 
cruiting the College Graduate”; Horace 

Brower, president, Occidental Life 
“Administrative Oppor- 
tunities in Life Insurance”; Robert E. 
Murphy, president, California-Western 
States Life, “Sales and Sales Manage- 
Toh Holgar_ J. 
i nson, president, Institute of Life 
surance, “Current Social and Economic 
tends in Life Insurance.” 


Buys Adjoining Buildings 

General American Life 
Company has purchased two buildings 
adjoining its home office building in St. 
Louis, one to be remodeled for use ‘by a 
tenant and by the insurance company, 
and one to be razed for additional park- 
ing. 

Purchase of the two properties, to- 
gether with remodeling costs on the 
building, which will be used for office 
and storage space, will involve more than 


$1,000,000. 


Insurance 





Prudential Reduces Group 
Pension Plan Rates 10% 


A reduction of up to 10% in purchase 
rates for new Group pension plans was 
announced by Carrol M. Shanks, presi- 
dent of The Prudential. 

Simultaneously, the company _ an- 
nounced it will increase its guaranteed 
interest rate to 4% on some of its new 
pension contracts. The 4% rate will be 
paid during the first five years and noi 
less than 334% during the succeeding 
five years. Previously, the interest rate 
was 3% for the first four years and 234% 





Liberalizations have also been 


thereafter. 
made in contract provisions. 

The reductions were made possible by 
the 1959 federal tax revisions, which re- 
duced income tax on pension fund re- 


serves, and by higher investment yields. 





Federal Discount Rate 4% 


Federal Life announces that a dis- 
count of 4% would be allowed on all 
premiums paid in advance beginning No- 
vember 1. 

The previous rate, which was 
counted on advance premiums, was 24%. 


dis- 














Gives the Policyowner 


The 





F. F. O. A. 








Future Freedom Of Action 














dict or guess his future needs? 


future flexibility. 








low cost protection. 
| At the start, 


years... 


appealingly low. 


decide. 


Waiver of Premium is included 
without specific extra charge in all 
standard policy issues. 











The Manhattan Life’s New Adjustable Whole 
Life Policy has built-in guaranteed 
It’s the modern 
policy to meet modern conditions. 

Add a Manhattan Life Rider to 
this outstanding new plan and the 
flexibility increases, along with the 


there’s a reduced 
premium for the first two policy 
just one of many appealing 
| features. Then, when the premium 
| increases slightly, dividends, as de- 
| clared, may be used, if desired, to 
reduce the premium, so that chances are the net 
premium (premium minus dividend) will remain 


Limited Payment Life Option 
After the policy has been in force five years, the 
policyowner may decide he’d like to have a Limited 
Payment Policy, which after a certain number of 
years will be paid-up with no more premium pay- 
ments. He may have just that by paying a little 
more premium. He has five years in which to 


Retirement Income Option 
When he is 55 or more years old, and the policy 


THe MANHATTAN LIFE 





Our 2nd 





of New Blin. 


Home Office: 111 West 57th Street, New York 19, N. Y. 


The Adjustable Whole Life Policy is available in 
most of the States in which the Company operates. 





Manhattan 
Life’s New 
Adjustable Whole Life Policy 


In this fast-changing world isn’t it harder than ever 
for a policyowner to tell what his most important 
future insurance need will be? Why ask him to pre- 


has been in force at least ten years, he may, if he 
wishes, surrender the policy and receive a monthly 
life income. 

At the same time, he may, if he wishes, arrange 
to provide 


Additional Life Income 
Suppose he’d like more monthly life 
income than provided by surrender- 
ing the policy. He may have it by 
paying The Manhattan Life in one 
sum an amount to 
monthly life income to $10 per 
$1,000 of insurance on the Insured’s 
life alone or $7.50 per $1,000 of 
insurance on the Insured’s and one 
other life, with monthly income con- 
tinuing to the last survivor — an ideal 
arrangement for husband and wife! 


It’s Participating 
Dividends, as declared, may be used to reduce the 
premium, left to accumulate at interest, to purchase 
additional paid-up insurance, or paid in cash. 


Ask The Man From Manhattan 

About These Features... 
Wide choice of Settlement Options, not just one or 
two. @ Depending upon amount of policy and age of 
applicant, policy may be issued on non-medical 
basis, that is without a medical examination. Ask 
for complete information. @ Issued to women and 
they are eligible for Waiver of Premium Benefit on 
same basis as men. 


Sub-Standard Issues Considered to 
1,000% Mortality whether the Applicant 





increase the 


is a man or a woman. 
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Cecil North President 


(Continued from Page 1) 


as a first lieutenant of infantry, and was 
awarded the Distinguished Service Cross 
and the French Croix de Guerre. 


H. C. Hagerty’s Career 


Harry C. Hagerty, a nationally known 
authority on investments, joined Metro- 
politan as statistician in the investment 
department in 1917, He was made as- 
sistant treasurer in 1931 and five years 
later was advanced to treasurer. In 
1944, he became vice president and treas- 
urer. In 1951, he was advanced to 
financial vice president and in that year 
was also elected to the board of direc- 
tors, 

Mr. Hagerty is regarded as an out- 
standing authority on investinent matters 
who has not hesitated to pioneer in new 
areas where fundamentally sound in- 
vestments were available. Under his 
direction Metropolitan has been among 
the earliest corporation inv estors in such 
fields as natural gas, oi] and gas pipe- 
lines, tankers, chemical companies, com- 
panies processing low-grade iron ore, 
and the application of atomic energy to 
civilian use. 

Mr. Hagerty was born in Rochester, 
N. Y., and served overseas during World 
War I. He is a director of First Na- 
tional City Bank of New York, Radio 
Corporation of America, National Broad- 
casting Company, Rochester Gas & Elec- 
tric Corp., and Erie Railroad Co. and is 
a trustee of East River Savings Bank. 

An outstanding Catholic layman, Mr 
Hagerty has been the recipient of nu- 
merous honors. He was appointed Pri- 
vate Chamberlain by Pope Pius XII. He 
is a trustee of University of Notre Dame 
and other Catholic colleges. 


Cecil J. North’s Career 


Cecil J. North started his Metropolitan 
career as an agent in 1920 while still a 
student at Harvard Business School. His 
rise in the organization was rapid. He 
was promoted successively to assistant 
manager, then manager and served for 
five years in Canada as manager of the 
company’s Ottawa and Verdun (Mont- 
real) district offices. 

In 1929, he was made superintendent 
of agencies in charge of the Central ter- 


ritory. In 1935, he was transferred in a 
similar capacity to the New England 
territory. In 1937 he was appointed third 


vice president and was given supervision 
of the training of the company’s field 
representatives. In 1941, he was ad- 
vanced to second vice president and 
placed in charge of the company’s field 
organization, and three years later was 
made vice president. 

From 1941 until his election as execu- 
tive vice president in 1958, he directed 
Metropolitan’s field organization which 
currently approximates 38,000 persons 
and 800 district offices in the United 
States and Canada. He was made a di- 
rector of Metropolitan on January 1, 
1958. 

Mr. North was born in Kansas City, 
Mo. He received his education in New 
York schools, at Harvard College, where 
he received his B.S. degree cum laude in 
three years, and at Harvard University’s 
Graduate School of Business Adminis- 
tration. 

Mr. North is a former president and 
director of Life Insurance Agency Man- 
agement Association; is a trustee of 
American College of Life Underwriters; 
and serves on important committees 
functioning in the life insurance field. 





Mountain States Merger 

Albuquerque, N. M. Merger of 
Mountain States Life, Colorado Springs, 
with Rocky Mountain Life here was an- 
nounced Oct. 19 by H. Wayne Franklin, 
president of the Albuquerque company. 
Directors and stockholders of both com- 
panies have approved the merger, he 
said. 

W. P. Willson, president of Mountain 
States, will become vice president of the 
enlarged Rocky Mountain company. The 
company will maintain an agency office 
in Colorado Springs. 


N. Y. State Ass’n Meeting 
In Binghamton, Nov. 13 


Further details of the forthcoming fall 
meeting of the New York State Associa- 
tion of Life Underwriters have been 
announced. The meeting will be held at 
the Sheraton Inn, in Binghamton on 
November 13. The general committee of 
the Association will convene the day 
before to consider and receive financial 
and policy reports. 

Harold R. Fleck, agent for Equitable 
of Iowa at Albany, secretary-treasurer of 
the association, stated that among the 


topics to be considered in the workshop 
sessions at the meeting are: the 1960 
Federal and State Legislative program; 
unincorporated business tax problems; 
changes in the State Life Underwriters’ 
Constitution and various liaison activities. 
In addition, the workshops which are set 
up on a regional basis will review the 
coming year’s program of the local asso- 
ciations and consider them for the $50. 
Best Program Award recently announced 


by_the State ‘Association. 
‘President Harry K. Gutmann, CLU, 
will deliver his report at the luncheon, 


which is open to all delegates and life 
underwriter guests. 





in writing. 








NEW YORK GROUP FRANCHISE WANTED 


One of my clients, who is a general agent for a company writing 
individual policies only, is interested in acquiring a franchise for 
group insurance. Please direct all responses to the undersigned 


DANIEL S. BERMAN, Attorney 
350 BROADWAY, N. Y. 13 








50 Years for Interstate L.WA. 


Interstate Life & Accident, celebrating 
its golden anniversary in 1959, is cur- 
rently spotlighting this fact with an out- 
door advertising program in the 11 
southern states in which the company 
operates. Approximately 500 billboards 
are appearing in 120 markets, President 
H. Clay Evans Johnson announced. Inter- 
state Life and its wholly owned subsidi- 
ary, Interstate Fire, serve the southeast 
through 81 district offices with an aggre- 
gate personnel of over 2,400. Midway 
through the company ’s 50th anniversary 
year, life insurance in force passed the 
half billion dollar mark—a goal set for 
the end of the celebration year. 














Announcing — 


$280 Million in Force in 6 Years of Active Operation. 


GENERAL AGENTS WANTED . 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


Our Three Newest Money Making Plans: 


FAMILY GROUP ECONOMY PLAN 


Maximum Protection—Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1,000. 
All Children and New Arrivals—$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 


2. 


INCREASING PROTECTION PREFERRED 


WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 









































Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 7,558 20 years $2,558 
Policy Death Paid- Cash Paid- Cash 
Year Benefit up or Death up or 
End Insurance Loan Benefit Insurance Loan 
1 105,009 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 330,300 284,900 156,356 286,200 244,400 161,422 

















ALL GUARANTEES 


(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 


$5,000 or More; 


(d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 


anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 


Premium without Evidence of Insurability 


: (g) Guaranteed Reduced Premium 


in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 
in Illinois — New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 28 Other States 


Write or wire: LEO SEXTON, Senior Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 
600 Brickell Ave., Miami 32, Fia. 


JAMES G. RANNI, 


PRESIDENT 


Manager in Puerto Rico ; 
For Equitable Society) 


oa 
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RAFAEL J, RALDIRIS 


As announced briefly in The Eastern 
Underwriter last week, Equitable Life 
Assurance Society extended its services 
to Puerto Rico, established a headquar- 
ters for the Commonwealth in Santurce 
and appointed Rafael J. Raldiris as man- 
ager. Announcement was made at the 
Caribe Hilton Hotel during a luncheon 
attended by 100 persons. Among them 
were leading Puerto Rican businessmen, 
representatives of the Commonwealth | 
Government and Equitable officials, 

The company’s entrance into Puerto 
Rico is part of its 100th anniversary ex- 
pansion program. Equitable spokesmen 
attributed the action to the Common- 
wealth’s rapid economic growth and its 
low mortality rate. 

Representing Equitable at the lunch- 
eon were Senior Vice President Melville 
P. Kickenson and Vice President D. D 
Edmunds, CLU, both from the home 
office in New York; Wright L. Pearson, 
manager of the company’s Miami agency, | 
and Mr, Raldiris. The Puerto Rican 
headquarters will be affiliated with the 
Miami agency. 

Mr. Raldiris received his elementary 
education in Ponce and at New York 
Military Academy, Cornwall-on-Hudsor, 
and was graduated in 1944 from West- 
minster School, Simsbury, Conn. He 
atterided Bowdoin College in Brunswick, 
Me., and received a bachelor of scienct F 
degree i in 1950 from Rider College, Tret- 
ton, N. He has also completed ¢f 
number of insurance courses, including 
studies sponsored by the Insurance Sof 
ciety of New York. 








Liberalizes Check Plan 


General American Life has announcté > 
procedural liberalizations on its Fre 
Authorized Check Plan which make pos 
sible the issue of alternate and addition? 
policies on PAC. Alternate policies cat 
be issued on PAC permitting the agel'® 
to secure the first month’s premium and 
the PAC authorization card on delivery) 
Additional policies will be available F 
PAC in all cases—whether the origiay 
policy is on a cash with application "Ff 


on a COD basis. 
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The Wonderful World...of your 6 to 8-year-old child 


It’s a busy, wonderful world for children 6 
to 8... and it will become more so as they 
“graduate” from home and begin to live on 
their own as primary graders. 


The transition from home to school... 


filled as it is with new friends, new chal- 
lenges... brings some of the most delightful 
moments of childhood. 


Yet, the wider world which the 6 to 8- 


year-old child enters isn’t always a smooth 
one . . . and the guidance, sympathy and 
reassurance of ““moms” and “‘dads”’ can be 
just as vital as when your child was only 
a toddler. 


Those early years at school, for instance, 


are often difficult. A child may become 
shy, timid, or worried even at the thought 
of going to a strange place. Such behavior 
is a signal to give reassurance . . . rather 


°Metropolitan Life 


INSURANCE COMPANY 


A MUTUAL COMPANY 
1 MADISON AVENUE, NEW YORK 10, N.Y. 


than pushing or prodding. With the right 
support, both at home and in school, 
youngsters usually make a good adjust- 
ment and gain in courage and confidence. 


It’s most important for parents to show 
enthusiastic interest in a youngster’s school 
work. Take time to listen, to praise and to 
encourage—children thrive on it. 


Even though your youngster may be the 
picture of health, don’t neglect those safe- 
guards that mean so much to healthy 
physical and emotional growth. . . especial- 
ly regular medical and dental check-ups. 


Be sure to ask your child’s physician 
about any “booster” shots that may be 
needed to renew protection against polio, 
tetanus, diphtheria and other diseases. 


Since your youngster will be away from 


you more and more, re-emphasize the im- 
portance of safety. Be sure to show your 
child where he should cross the street, and 
emphasize crossing only with the green 
light. Teach him to ride his bike safely. Ex- 
plain why he should wash cuts and scratches 
promptly and apply sterile bandages. 


Should your youngster have special dif- 
ficulties with any of his studies, an exam- 
ination should be made of the eyes and 
ears. Defects which can be corrected are 
often the cause of low grades and ultimate 
dislike of school. 


Would you like to know more about how 
you can help your youngster grow, develop, 
and learn? Then, send for Metropolitan’s 
new booklet called “6 to 8 —Years of 
Discovery.” 





This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in publications with a total circulation 
in excess of 45,000,000 including Saturday Eve- 
ning Post, Ladies’ Home Journal, Good House- 
keeping, Redbook, Reader’s Digest, National 
Geographic, U.S. News, Look. 
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Common Stocks Less 
Sound for Pensions 


THAN FIXED INCOME SECURITIES 


D. N. Warters and W. M. Rae, Bankers 
Life Co., Present Paper Before 
Society of Actuaries 


Common stocks do not fit into the 
operation of a pension fund as well as 
fixed income securities, according to 
Dennis N. Warters, president, and Wil- 
liam M. Rae, second vice president and 
actuary of Bankers Life Co., Des Moines, 
writing jointly in a paper released to its 
membership by the Society of Actuaries 
for discussion at its annual meeting 
November 9, at ‘Whilte Sulphur Springs. 

Since 1942, over 50,000 qualified re- 
tirement plans have come into being, and 
the total accumulated funds in all such 
plans have increased from $3,000,000,000 
to $37,000,000,000, according to ‘Messrs. 
Warters and Rae. Practically all of 
these plans provide benefits in fixed dol- 
lar amounts. While the funds were once 
almost entirely invested in fixed income 
securities, since the war the picture has 
changed because of the rapid growth of 
pension plans, the long-continued rise 
in common stock prices and the desire 
to hedge against further depreciation of 
the dollar. 

“The hidden risks involved in connec- 
tion with the need for liquidity of pen- 
sion funds, are overlooked by those who 
urge that a substantial part of each pen- 
sion fund be invested in common stocks,” 
the paper said. 

The cash flow problem is one of the 
major risks involved with pension funds, 
but one that has received little atten- 
tion, because of the optimum conditions 
existing since the war, with most of the 
pension plans less than 20 years old. 


Different Conditions in Depression 


“Under optimum conditions, there is 
usually no cash flow problem during the 
first two decades or so, the paper says, 
“but the cash problem arises at a much 
earlier date in the event of a serious re- 
cession, if employment declines, if auto- 
mation is introduced, if the business 
fails to prosper or if the firm merges or 
terminates. 

The serious losses that can be in- 
curred by pension funds when assets 
must be liquidated were illustrated in 
the paper by a series of examples of the 
effect of various conditions on a hypo- 
thetical pension fund. In the case of 
decline in employment, even under the 
optimistic conditions outlined, a serious 
cash drain was indicated after a few 
years. 

Another example, citing a termination 
of a plan after 20 years, with subsequent 
earnings at half the normal rate of 4% 
yearly, showed a huge loss accumulated 
over the ensuing years, meaning that 
the pensioners would not have gotten the 
amount of benefits they were expecting 
There is a continuous run of mergers 
and terminations, it was said, far more 
than people realize. 

It was pointed out by the authors that, 
unfortunately, adverse conditions are apt 
to come in pairs. For example, when 
earnings of a fund are depressed, the 
firm may need to cut its contributions 
at the same time and any necessary 
liquidation of securities must be made 
at a loss. 

“Pension payments are an inflexible 
payroll and the pension fund must be 
considered a living fund,” the paper says. 
“Like all living things it has day-to-day 
needs which cannot be postponed with- 
out disastrous results.” 

Another major consideration in pen- 
sion planning was said to be the conflict 
of interest between employer and pen- 
sioner, which complicates the investment 
problem. 

“Prospective pensioners want to feel 
sure of their benefits,” the paper con- 
tinues. “The buyer wants to know his 
liabilities now and over the years to 
come. A pension plan should provide 
security to employes and build good will 
toward management.” 

Common stocks were said to be inade- 
quate for pension fund needs for many 


Guaranteed Insurability Benefit 


Underwriting the guaranteed insurabil- 
ity benefit was dealt with at length in 
an informative paper by Robert R. Gal- 
lagher, associate actuary of North Amer- 
ican Reassurance Co., before the In- 
stitute of Home Office Underwriters at 
St. Louis this week. At the close of his 
paper Mr. Gallagher discussed some 
practical underwriting questions as fol- 
lows: 

“When should you allow the addition 
of the rider? The usual rule is to allow 
this only at issue of the parent policy 
and often this is construed to include 
that you will allow adding it subject to 
satisfactory evidence at conversion of a 
term policy on an attained age basis. 
Some companies allow adding it after 
issue of the parent policy providing 
suitable evidence is provided at low cost 
to the company. Practical considera- 
tions such as selection expense, anti- 
selection, contract and administrative 
problems govern an individual company’s 
rules here. 

“May the option be continued on pol- 
icies converted from term insurance? 
If the option was originally attached to 
a term policy it is usually provided that 
on conversion the option shall be can- 
celled. On an attained age conversion 
were this not so, and if attained age pre- 
miums were charged on the converted 
policy and also attained age premiums 
on the option, the option premiums 
would be insufficient unless the term 
premiums and/or the option premiums 
prior to the conversion date con- 
templated this feature. For practical 
reasons then, it is usually provided that 
on conversion the option must be termin- 
ated. However, on an original age con- 
version or on attained age conversion 
where the original age premium is con- 
tinued for the option, theoretically you 
might continue the option on the con- 
verted policy. However, because of ad- 
ministrative complications it seems best 
to prohibit continuation of the rider 
on all types of term conversions, 

“How about third party insurance? 
As there is no reason to expect insurable 
interest will be present for the increased 
amount when options become due, it is 
usually provided that the option rider 
will not be issued where the policy is 
owned by someone other than the in- 
sured except in the case of juvenile in- 
surance. Even with juvenile insurance 
it is sometimes provided that an insur- 
able interest in the insured must exist 
when an option is effected. Even for 
other third party insurance you could 
issue the rider providing a provision is 
included which says that for the optional 
insurance to become effective there must 
be an insurable interest existing at the 
option date. 

“Should opting to term policies be 
allowed? If your premiums don’t reflect 
this possibility don’t do it. Typically in 
determining premiums for the option 
it is assumed that the opted policy shall 
be on an ordinary life plan or on one 
with higher premiums. Risk amounts on 
the opted policy therefore are assumed 
to decrease at least as fast as those on 
an ordinary life plan with continuous 
premiums. If then, opting to long term 
policies is to be allow ed, as risk amounts 
on the term policy would be greater than 
charged for, a higher premium for the 
guaranteed insurability rider seems 








other reasons, including unfavorable 
values at unfavorable times, unpredict- 
ability of income, the historical record 
of comparative yields of stock and bonds 
over the years. It was indicated by illus- 
trations that in the decade prior to 
World War II funds using common stock 
investments might not have been able to 
meet cash requirements in all years. 
Discussing the impact of mass psychol- 
ogy on common stock prices, the ques- 
tion was asked, “Is it possible that we 
may be overly optimistic today ?” 


necessary. The same _ considerations 
would apply if opting to short term re- 
newable and/or convertible policies is 
allowed. With the typical premium as- 
sumptions, about the only opting to term 
plans that could theoretically be accom- 
modated, would be an option to a non 
renewable non-convertible five or per- 
haps ten year policy.” 





Cecil Carroll Confident 
Of Weekly Premium Future 


Cecil B.Carroll, vice president and di- 
rector of agencies for Independent Life 
and Accident of Jacksonville, told the 
Institute of Home Office Life Under- 
writers that he is confident of the future 
ot Weekly Premium Life Insurance. 

“While in 1958 we saw a slight decline 
in the total amount of ‘Weekly Premium 
Insurance in force in the United States,” 
said Mr. Carroll, “I have no fear for the 
future of this business. It is felt that the 
1958 decrease and the declining percent- 
age gains in Industrial policy ownership 
stem in part from the continuing in- 
crease in the average family income, en- 
abling broader purchases of larger pack- 
ages. Perhaps the introduction of the 
family plan, increased interest in Month- 
ly Debit Ordinary, the continued increase 
in the cost of living, made inroads in 
our growth. Another factor, I feel, is the 
emphasis being placed by our companies 
cn volume. It seems that most of us 
have a chronic case of ‘volumitis.’” We 
are so anxious for volume that more and 
more emphasis is being placed upon 
group insurance, term insurance, or credit 
life, rather than on basic plans. We have 
seen the number of lives required to 
qualify for group life decline from 25 to 
15, and now in some instances 5. My one 
concern is the apparent prey ml in 
these matters, but despite these things, it 
is my humble opinion that there will 
always be a market for our product, and 
it behooves all of us, regardless of our 
interest in this business, whether we are 
a home office underwriter or a life under- 
writer, to safeguard the welfare of our 
millions of policy owners and dedicate 
ourselves to the task of promoting the 
continued growth of life insurance in 
small packages.” 





Reeder’s Philosophy 
Of Underwriting Risks 


Dr. Clifton L. Reeder, vice president 
and medical director of Continental As- 
surance, gave his philosophy of under- 
writing before the Institute of Home 
Office Underwriters in St. Louis this 
week. He said: 

“As Home Office underwriters, 
tors, and acceptors of risk, we 
three primary obligations : 

“1. To give our agents the best possible 
selection and the best possible service 
so as to help them be good salesmen of 
our products. 

“2. To give the buyers of our products 
every consideration in evaluating them. 
Exhaust every means within reason to 
properly appraise a risk. If we develop 
adverse information we should inform 
the attending physician so that proper 
health treatment may be instituted. 

“3. To see that the company makes a 
profit on the business we select. 

“The philosophy is simple. Living up 
to it is difficult. Insurance is a great 
institution and it is up to us to do our 
share in keeping our part of it great.” 


selec- 
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Life of Va. Director 


J. Harvie Wilkinson Jr., president of 
State-Planters Bank of Commerce and 
Trusts at Richmond, Va., has been 
elected to the board of directors of Life 
Insurance Company of Virginia. An- 
nouncement was made recently by 
Charles A. Taylor, president of the com- 
pany, at Richmond. 
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Attention General Agents 
and Managers 





Training Supervisor and Personal Pro- i 
C. L. U. Fully qualified in iB 


ducer, 
programing, estate planning and pen- 
sions. Top references. Metropolitan 


New York preferred. Available after 
November first. Reply to Box 2731, 
The Eastern Underwriter, 93 Nassau 
Street, New York 38. 
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Middle Atlantic Actuaries | 


Mark 25th Anniversary 


The Middle Atlantic Actuarial Club, | 
one of the largest organizations of its § 
kind in the country, recently celebrated § i 
its silver anniversary. On that date | 
according to Club President DeLos HG 
Christian, Life Insurance Co. of Virginia, § 
club members held an all-day — 
and banquet in Washington, D. C., where 
the group was organized 25 years ago.— 
At that time, membership numbered 237 
with representatives of 13 different life i 
insurance companies and one State In- a 
surance Department in the chartering) 
group. The first president was Stanford | 
Z. Rothschild, who has since become the! 
president of Sun Life of America. It is) 
interesting to note that Charles if 
Taylor, who served as head of the club 
in 1936, has also moved up to the presi- 
dency of his company—Life Insurance) 
Company of Virginia. Ei 

Today the Club has a membership of} 
111, including industry and government! 
personnel from Maryland, Virginia | 
North Carolina and the District of Co- F 
lumbia. 

Highlights of the silver anniversary 
Celebration included a tour of the new) 
home office building of the Equitable} 
Life of Washington, D. C., and a recep-f 
tion and banquet at the Mayflower! 
Hotel. ; 

Chairman of the silver anniversary 
committee was Lloyd K. Crippen, vice? 
president and actuary of Acacia Mutual 









Life. Other committee members wer! 
Ralph E. Edwards, Baltimore Life; 


Robert C. Bailey, Equitable Life, Wash- 
ington, D. C.; James M. Woolery, Oc-F 
cidental Life of Raleigh, N. C.; Samuel 
C. Tatum, Jefferson Standard Life; Gene 
C. Moore, Bowles, Andrews and Towne, 
actuaries and insurance consultants, and 
(Charles A. Taylor and DeLos H 
Christian of the Life Insurance Co. of 
Virginia. 





Record September Sales 
September purchases of life insurance 
amounted to $5,353,000,000, the largest 
September total on record and up GG 
from the total a year ago. Aggregate? 
purchases for the first nine months of 
1959 were $49,569,000,000, up 2% froma) 
year ago. These figures are reported by> 
the Life Insurance Agency Management 
Association, Hartford. 

Purchases of Ordinary life insuranceit 
September were $3, 932,000,000, down 1% 
from September a year ago. The num) 
ber of Ordinary policies bought in Sep-f 
tember was 660,000 compared with 6830) 
the year before. _ 

Industrial life insurance bought ™f 
September amounted to $558,000,000, : 
decrease of 7% from the correspondins) 
month last year. : 

New Group life insurance amounted to) 
$863,000,000 in September, a rise of 44% 
from September a year ago. These fig g 
ures represent new Groups set up only 
and not additions under Group insul) 
ance contracts already in force. 

In the first nine months of this yeat 
Ordinary en insurance bought account 
for $37,360,000,000, an increase of 7% 
over last year. Industrial life insurantt® 
purchases represented $5, 139,000,000 0 
this year’s nine- -month total, down I%§ 
from last year’s total, while new Group 
life insurance amounted to $7,070,000,00,)5 
a decrease of 18% from the first ml" 
months of last year. 
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Proposals on Request. 27) Check-0-Matic . <> 


In order to relieve our field force of the time- | Monthly budget premium payment plan 
consuming and costly chore of calculating and pre- available. Makes premium payments automatic. 
paring certain types of proposals,the home office is 
taking over the job for a nominal charge. 


Under this plan the home office will prepare indi- 


vidually tabulated Split-Dollar and Premium Fi- Lowe if Fe ma le Pp re m j um Ra te S 


nanced proposals based on predetermined column 





heads, at any applicable age, for any multiple of 
$1,000 face amount. on Most Pla ns 
Right different types of proposals are available on Cash values and dividends are the same as for 
O.L., Life to 65 and 10-Pay Life. : policies issued to men, even though the premiums 
are less. 





Gradation of Premiums Buy-Sell, Split $ and Program- 
ming Sales FilMS 4 teader in the field of 


by size of policy — Quantity Discount Factors 


using the policy fee method applicable to all plans. | audio-visual sales presentations, National Life 
Rates per thousand decrease as the amount of has available two prize-winning sound slide- 
insurance increases. films in full color. ‘‘A Tale of Three Businesses” 


tells the story of what could happen to a business 


NE in the absence of, = huy-el) agueeniat : “Xe 
Most Wanted Man in America” sets the stage 


for a Split-Dollar sale. ‘A Man of Property” 
Low Net Cost deals with the 5 basic needs. All three are proved 
: sales makers. 
@ Generally Reduced Premiums 


@ Reduced Premiums on Level Term Riders RES Re om 
@ Reduced P i ADB : ae 
naman Tax Sheltered Annuities 


The following table shows the effect of grading 


by size and our low net cost: A plan to create pensions for employees of cer- 
z tain non-profit organizations using tax-free 
Comparison of Net Costs and Net Payments per $1,000 dollars. Unusual sales kit available. 


009 $15,000 $25,000 


PLAN AGE Tem PIG ICY ct CY ges 
LIFE 
Insured Insurability 


MALE 35 netpaits, $204.69 $195.36 $193.49 


Pr dco 26.69 17.36 15.49 
20 yr. This rider provides for the purchase of addi- 
“ 348.65 344.92 ° 2 ® - : 
net payts. matics tional insurance without further evidence of in- 


20 yr. surability at policy anniversaries nearest in- 
-2.68  —21.35  —25.08 c y anniver: 
ve sured’s ages 25, 28, 31, 34, 37, 40. 


Dividend Term Option 


Pension and Profit-Sharing Plans | Using dividend deposits to purchase one-year 


term insurance, this provision is designed pri- 
marily to provide additional insurance for the 
amount of cash value. 


P51.000 24.57 23.64 23.45 


National Life’s Annuity Builder Contract and 
Yearly Renewable Term Plan (guaranteed issue 
available in most cases) offers an entirely new 


concept, representing a far-reaching forward step Dividends referred to in this advertisement are 
in the entire field of Pension and Profit-Sharing based on our current scale. They are neither guar- 
Plans. Its flexibility and adaptability make it antees nor estimates, but are for illustrative pur- 
ideally suited to be tailored to special requirements. poses only and are subject to increases or decreases. 


National Life Insurance Company 


MONTPELIER . VERMONT 
FOUNDED 1850 ° PURELY MUTUAL 
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Slichter At LAA 


(Continued from Page 5) 


ing on tangibles and services. Our in- 
dustry has always required selling ability 
of the highest order. It requires per- 
suasive talents that stem first from 
strong and sincere convictions and sec- 
ond from knowledge and technical com- 
petence.’ 

Mr. Slichter’s second question, an in- 
vestment question: “Have we sold out 
to the other fellow’s propaganda?” In 
answer to this he said that he doesn’t 
think anybody has y et solved the problems 
of presenting life insurance as an in- 
vestment. “There have been some great 
contributions,” he said, “but we are still 
lacking a method of telling the life in- 
surance investment story in a simple, 
effective and popular way that will do 
real justice to its merits. One problem 
is that life insurance is not an investment 





SLICHTER 


DONALD C. 


in the generally understood sense of that 
word, yet we are always forced to make 
our comparisons in the generally under- 
stood terms. And when we go to the 
artificial device of ‘trying to divide a life 
insurance policy into component parts, 
such as the risk and investment ele- 
ments, we don’t tell the story either, be- 
cause, unlike bonds or stocks, the whole 
of life insurance is so much greater than 
the sum of its parts. What we have is 
a hybrid something or other providing 
for multi-lateral realization of a man’s 
greatest asset, the investment of his 
family, of his friends, of society, and of 
his own life’s endeavors in himself. You 
know the elements better than I do: 
guaranteed results, always-available cash 
value, strong diversification, prompt pro- 
fessional reinvestment of interest and 
dividend income, variety of nonforfeiture 
provisions, accumulation benefits, unique 
mathematics of interest income com- 
pounded at good rates. An impres- 
sive list. Is it good sales copy? I am 
afraid not. Which of you is going to 
solve this problem?” 
The Basic Structure 
Mr. Slichter said that he can’t see any 
reason why life insurance is only mildly 
and infrequently mentioned when invest- 
ment results are discussed either by 
professionals or by the millions of 
peopie who save. “Of course the stock 
market and mutual funds and other 
forms of investment,” he said, “will from 
time to time attract attention, and divert 
action upon the par of some. Any ex- 
perienced financial counselor recognizes 
here is a time and place for investments 
of this character, however, we know that 
nine out of every ten bread- -winning male 
adults need our kind of investment pro- 
gram first, and need a program built up 
to an amount that adequately protects 
and soundly indemnifies current and pro- 
spective income. Our product, life in- 
surance, should form both the foundation 
and basic structure of practically all in- 
dividual investment programs. Other in- 


Insurance, 


vestment superstructures can be later 
erected upon our structure, but this 
should not be done until the life insur- 
ance program has been firmly estab- 
lished.” 

Mr. Slichter’s third question: “Do we 
speak loud enough in the market place 
at the institutional level?” Replying, he 
said, “this question is a lot easier to ask 
than to answer. The tax bill? We were 
too busy arguing among ourselves. In- 
flation? The Institute program has been 
a notable one. Publicly and privately 
most of us have gotten on the record in 
one way or another, but I suppose all of 
us wonder whether we have adequately 
dramatized the stake in stable prices 
of our hundreds of thousands of present 
and prospective beneficiaries. Frankly, 
I cannot answer this question as it re- 
lates ‘to inflation. Again, I am asking 
you. 

“But let me carry these general ques- 
tions a bit further, leading to another 
area of broad national policy. How manv 
of our policyholders are aware of and 
have any understanding of the highly 
important debate ‘that has been going 
on in Washington during the past three 
months? Although this controversy con- 
cerns indirectly every American and di- 
rectly every owner of a life insurance 
policy, it has received little public ex- 
planation in prominent newspaper cov- 
erage. Indeed, the stock market has 
gathered more headlines in this past 
three month period than the debate I 
speak of. And our own industry has 
been singularly silent in ‘this discussion; 
we have been quite uncommunicative 
with both the public and our own policy- 
holders. 

“I refer to the controversy that has 
been going on in Congress over the 
President’s request to remove the stat- 
utory interest rate ceiling on Savings 
Bonds which is 3.26% and on long term 
U. S. Treasury Bonds which is 4%4%. The 
ceiling rates were uncompetitive and the 
Treasury was blocked by these restric- 
tive rates from carrying out orderly debt 
financing operations.” 

Concluding Mr. Slichter said that Or- 
dinary life insurance has strong invest- 
ment merit and “we can with enthusiasm 
and conscience push its sales to the 
public. We must also improve both the 
public’s and Congress’s understanding of 
the savings function and of who the 
country’s savers are. Here indeed is a 
never-ending problem in communication 
and public relations. 

“We need ideas; we need sane and 
sincere programs; we need your enthu- 
siastic help to bring understanding to a 
complex problem but which in its es- 
sence is quite simple. We need to gain 
for the saver a better appreciation of his 
efforts and the value savings constitute 
to the standard of living of the entire 
country. What a lasting contribution we 
could make to progress and social well- 
being if we would in the next few years 
make important progress in gaining 
stronger and wider recognition of the 
importance of ‘the saver. This is worth- 
while activity for you as professionals in 
the art of communication and persuasion 
and for us who so strongly believe in 
the basic values of life insurance.” 


LAA Meeting 


(Continued from Page 3) 





this year’s meeting, this panel presented 
the top ideas gathered from each of the 
association’s four regional meetings. 

Speaker at the opening day luncheon 
was Dr. Kenneth McFarland, educational 
consultant for General Motors Corp. Dr. 
McFarland, who had for his topic ‘3- 
Dimensional Confidence,” was named 
America’s number one speaker according 
to a survey some years back, and in 1957 
was named America’s Outstanding Sales- 
man. 

One of the social highlights of this 
year’s meeting was a visit to the Stock 
Yard Inn, where a steak dinner was 
served. LAA representatives and their 
wives were picked up at the headquarters 
hotel and transported to the Inn in 
chartered busses. 


E. P. Leader Talk 


(Continued from Page 3) 


them of all the wonderful new and old 
ways we are prepared to serve them. 
“We are truly a varied group here, 
varied in age, experience, fields of ac- 
tivity and degrees of responsibility. We 
do have in common at least one thing: 
some responsibility for interpreting our 
business to some publics. On that basis, 
we are down to fundamentals. No ‘pro’ 
can be an outstanding success in sports 


EDWIN P. LEADER 


and not be faithful in his performance 
of the fundamentals. No more so can we 
be in our business. 


“The technical side of our business has 
been busily engaged in developing new 
and/or improved ways to meet the 
wants and needs of the insurance buying 
public. We believe, all of us I’m sure, 
that our progress in ‘developing these im- 
proved services and making them avail- 
able on a voluntary basis is the best of 
meeting these wants and needs. It puts 
the burden of telling the story in terms 
of the potential buyers’ wants and needs 
squarely up to us if we are to serve the 
public in a timely and adequate way. 
Having a service- inspired product avail- 
able is valueless in our business unless 
the public knows and understands how 
our products can serve them. We have 
a real responsibility to inform and _ in- 
terest the public if our field organiza- 
tions are to have maximum effectiveness 
in implementing the application of the 

available services to meet the public’s 
wants and needs.” 


Massachusetts Mutual Has 
Raised Disability Limits 

Massachusetts Mutual Life has _ in- 
creased its maximum limits for disability 
income to certain age groups. Its new 
maximum limit for standard male risks 
rated age 21 through 45 is a disability 
income of $500 per month which re- 
quires a life insurance policy of at least 
$50,000; for standard male risks rated 
age 46 through 50, a disability income 
of $400 per month on a policy of at least 
$40,000; and for standard male _ risks 
rated age 51 through 55, a disability in- 
come of $250 per month on a policy of 
at least $25,000. (Previous maximum 
amounts were $400 per month disability 
income with $40,000 of life insurance 
from ages 21 through 50 and $250 income 
per month with $25,000 of life insurance 
from ages 51 through 55. 

The company also raised its participa- 
tion limit from a total line of coverage 
providing $750 per month disability in- 
come to a total line of coverage provid- 
ing $800 of monthly disability income. 
The participation limit is the amount of 
total coverage from all companies in 





Made 2nd Vice President 
Of Home Life, New York 





Pach Bros, 
CHARLES A. TURNER 


Charles A. Turner has been named a 
second vice president of Home Life of 
New York, it is announced by President 
William P. Worthington. 

Mr. Turner directs Home Life’s public 
relations, advertising and sales promo- 
tion activities, and is 


opment division. Among the division's 
functions are the development of the 
company’s field recruiting and _ sales 
training programs as well as the con- 
tinuing evaluation and improvement oj 
its marketing methods. 

Mr. Turner joined Home Life in 195) 
and shortly afterward was named man- 
ager of field service. In 1954 he was 
appointed an officer of the company, with 


the title of director of public relations§ 


and, in 1956, was advanced to assistant § 
to the president- public relations. 
Prior to joining Home Life, Mr. Tur 
ner was associated with the ‘Greenwich 
Savings Bank of New York, where he 
was in charge of advertising and _ public 
relations. Mr. Turner is a 


relations committee and 
the exhibits committee 
vertisers Association. 





Alaska Leads Country in 


Ordinary Sales Increase 
Alaska led the country in percentage 
increase in Ordinary life insurance sales 
in September. Idaho and Nevada wert 
second and third, according to the Lite 
Insurance Agency Management Associa- 
tion which. has analyzed September sales 
by states. Countrywide, Ordinary busi- 
ness declined 1% in September compared 
with September 1958, while Alaska sales 
gained 36%. 
were up 18% and in Nevada 14%. 
For the first nine months of the year, 
with national Ordinary sales up 6% {rom 
the year before, Arizona led with an 
increase of rie with Mississippi in sec: 
ond place. up 18% from the correspond- 
ing period of last year. 





which the Massachusetts Mutual 
participate. 
The company said it will not normally § 


grant disability income in cases where 


also head of its? 
recently formed sales research and devel- f 


member of | 

New York Chamber of Commerce public} 
has served onf 

of the Life Ad-§ 


In Idaho, September sales § 


: 


will J 


the total line of coverage exceeds 50% § 


of the earned income. Some exceptions} 
may be made in cases of college seniors 
or graduate students as well as interns 
and resident physicians. Generally speak- 
ing, Massachusetts Mutual will partici 
pate in disability income coverage of not§ 
more than $100 per month in the case of 
a college senior or graduate student. In 
the case of an intern or resident physt- 
cian, it will participate in disability 1 
come coverage up to and including $25 
per month in favorable cases. 
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Named Vice President and 


Associate General Counsel 


JOHN F. HOLT 


John Fox Holt has been named vice 
president and associate general counsel 
of Republic National Life of Dallas, ac- 
cording to Barry L. Oakes, administra- 
tive vice president and general counsel. 

Mr. Holt was born in Dallas and at- 
tended public schools there. He re- 
ceived his B.A. degree from the Univer- 
sity of Texas ae an LL.B. degree from 
Southern Methodist University. 

Following graduation he served as an 
assistant district attorney of Dallas 
County, and later entered private prac- 
tice as a member of a prominent law firm 
specializing in insurance law. He is a 
member of the Dallas and American Bar 
Associations and the State Bar of Texas. 
During World War II he served in the 
Navy as an aviation officer. 

Mr. Holt will assume his new duties 
in the legal division of Republican Na- 
tional Life on November 1. 





Equitable Society Names 
Eleven Unit Managers 


Announcement has been made of the 
appointment of 11 unit managers by 
Equitable Society. The appointees, their 
headquarters and agency affiliations are: 

James M. Meyer, New York (R. L. 
Wenzlaff, New York); Se illiam W. Par- 
rott, Hempstead, N. (E. J. Debus, 
Hempstead) ; ences R. Fulton, Jr., 
White Plz ins, N. Y. (D.‘D. Kuehn, White 


Plains) ; Donald C. Semesky, Baltimore 
(J. L. Smith, Baltimore); Richard L. 
Brunette, Chicago (L. G. Owens, Chi- 
cago); Bert M. Peterson, Mt. Pleasant, 
Mich. (W. J. Hohn, Saginaw, Mich.) ; 
John C. Hawley, Detroit (C. L. Lund- 
gren, Detroit); Harold H. Siewerdsen, 
“seg (F. J. Lynch, Omaha); John J. 
Holt, Sacramento (R. '‘D. Metcalf, Sacra- 


Cameron P. \Ninekirk, Berkeley, 
Voll, Oakland), and Frank 
Westwood, Calif. (F. R. 
Angeles). 


mento) ; 
Calif. (B. F. 
B. ‘McGrath, 
Shamel, Los 





Leo J. Warwick Dead 


Leo J. Warwick, prominent New Jer- 
sey attorney and for many years general 
counsel for the Progressive Life of Red 
Bank, died October 19 at the age of 71. 

Mr. Warwick was fhe senior partner 
of the law firm of Warwick & Warwick, 
a former judge of the Monmouth County 
District Court, a former Long Branch 
police magistrate, State representative of 
the Long Branch Housing Authority, and 
a former city solicitor. He was a gradu- 
ate of New York Law School, a member 


of the Monmouth County, New Jersey 
and American ‘Bar Association. 
Surviving are his wife, Mrs. A. Mar- 


jorie Mullen Warwick; a son, W. Robert 
Warwick, Monmouth County traffic co- 
ordinator and partner in the law firm. 





OCCIDENTAL GROUP CHANGES 


J. E. Nickell Heads Long Beach Branch; 
R. L. Young, W. E. West 


Receive Promotions 





Occidental Life of California has 
opened a new Group office in Long 
Beach, Cal., according to Vice-President 


H. D. Eagle. Mr. Eagle has also an- 
nounced several promotions and trans- 
fers in Occidental’s Group sales and 
service field force. 

The new Long Beach office will be 
under the management of assistant re- 
gional Group manager Jack E. Nickell, 
who was formerly with the Los Angeles 
office of Clayton T. Mills, and has been 
with Occidental since 1956. He was pro- 
moted to assistant regional manager in 
April of this year. 

Robert L. Young, formerly of Newark, 
and William F. West of Fresno received 
promotions. 

Mr. Young has been named regional 
Group manager and has been transferred 
from the Newark Group office to head 
the San Diego Group office. A native of 
Ohio, Mr. Young graduated from the 
University of Dayton, and has ‘been with 
Occidental since 1953. 

Mr. West, of the Fresno Group office, 
was promoted to assistant regional Group 
manager. He joined Occidental in Sac- 
ramento in 1956, and was transferred to 
Fresno later the same year. 

Alden R. Kottke has been transferred 
from the agency division to the Group 
sales and service division, and has been 
appointed Group sales representative. He 
is assigned to the new Long Beach office. 

Sanford G. Price and Gerald C. Rich- 
ardson have been appointed Group serv- 
ice representatives and assigned to the 
San Francisco and Los Angeles Group 
service offices, respectively. 

Lorne E. Cade was appointed Group 
sales trainee and has been assigned to 
the Toronto Group office. 

Eric Stelter, Group sales trainee, has 
been transferred from the home office 
training circuit to one of the Los Angeles 
Group offices. 

Robert George was transferred from 
the Group underwriting and operations 
division to the group sales and service 
division. He was appointed Group sales 
representative and temporarily assigned 
to the home office training circuit. 





J. S. RIPANDELLI RESIGNS 





Leaves Florida Department To Open 
His Own Office As Consulting 
Actuary in Tallahassee 

John S. Ripandelli, chief examiner and 
actuary of the Florida Insurance De- 
partment, ‘has resigned from the Depart- 
ment in order to open his own office as 
consulting actuary in Tallahassee. 
_Mr. Ripandelli, a graduate of Columbia 
Universitv and an Armv veteran of 
World War II, served with the firm of 
Miles M. Dawson, consulting actuaries 
and the Jefferson Standard’s actuarial 
denartment before joining the staff of 
J. Edwin Larson, Florida Insurance Com- 
missioner, six years ago. 




















ACTUARY 











Th 

Medium size company in Midwest with $20 million Group . 1 

Term and A & S premium income interested in employing actuary aaa 

with experience in Group Paid-Up Life Insurance to create new gene 

ae ; : 4 be | 

division. Essential that this man have a grasp of the admin. Colle 

istrative procedures necessary for efficient operation in such a ing 

. . . . ° ‘ nj 

line. Will accept an Associate or near Associate (if experience we 

warrants) provided individual can attain Fellowship in a zeason- an 

able period of time. Conn 

: : : : Smit 

An attractive salary and job status will be fitted to the in- aa 

dividual’s qualifications. The future offers solid job satisfaction oe 
: nae ee . e 

and financial fulfillment. All inquiries handled on confidential whict 

basis. Write to Box 2739, The Eastern Underwriter, 93 Nassau ect 
mn 

Street, New York 38, N. Y. more 
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Bronx Life Underwriters Heads Portland Agency |) °° 4" 

fectiv 


Hold First Fall Meeting 


The first educational meeting of the 
fall season of the Bronx Branch of Life 
Underwriters Association of New York 
was held on Thursday, October 22 in the 
Go'd Room of Hotel Concourse Plaza, 
Bronx, it was announced by ‘Branch- 
President Philip Kalbfeld. 

Two speakers were featured including 
G. Hoyle Wright, chairman of the super- 
intendents of agencies of Metropolitan 
Life. Mr. Wright's subject was “Selling 
Life Insurance.” In addition to being 
chairman of the superintendents of agen- 
cies of his company, he is also superin- 
tendent of agencies for the New York 
metropolitan territory. He has had wide 
experience as a sales manager for his 
company in Lockport, Peekskill and Mt. 
Vernon, New York. Following Mr. 
Wright was Arthur A. Walsh, executive 
secretary of the Bronx C hamber of Com- 
merce who discussed “The Participation 
of Life Underwriters in Civic Affairs.” 





Colonial Names Kovolski 


Phila. Group Supervisor 
The appointment of M. Philip Kovolski 
as regional Group supervisor in Phila- 
delphia for Colonial Life was announced 
by William C. Brown, vice president and 
actuary. Mr. Kovolski will maintain 
offices with Chubb & Son in Philadelphia 
at the Public Ledger Building and will 
work primarily with agents and brokers 
associated with that organization. 

B.S. graduate of University of Du- 
buque, he began his insurance career in 
1954 as a Group insurance claims and 
service representative with the Phila- 
delphia office of the Zurich Insurance Co. 
In 1957, he became a Group supervisor 
with State Mutual Life. 








EMIL PANGAL 


Emil Will #8. Happy fo Se You 


AT HIS FINE RESTAURANTS 
23 PARK =, 
Near Ann St., N. 
Phone: WOrth’ 23514 


Diners Club, American Express, Hilton 


Private Room for Special Luncheon and Dinner Parties 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 


Carte Blanche 
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RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 
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RODGERS H. COOK y The tc 
284 cc 
: . 45 sta 

Rodgers H. Cook, formerly co- genta three 
agent with Charles L. Slane in the Slang) _ The 
Cook Agency, has been named sole 3 
eral agent in Portland, Ore. for Linco Life ‘4 
National Life according to an announe H. R. 
ment by Henry W. Persons, vice preg oe X 
dent and director of agencies. Me Te} 
Slane plans to return to the Orient whet ington 
he lived for several years before movi) ingue, 











to Portland ten years ago. The agent 
will be known as R. H. Cook & Assoif 
ates and will remain at 1200 S. W. Mo: B 
— Dale 
\ graduate of Michigan State Unive Group 
sity, Mr. Cook served in the Navy Group 
fore joining Lincoln National as an age} Moines 
in Oakland in 1954. Three years late! Berthiz 
after establishing an outstanding reco}} Portlar 
in sales and service, he was named to: A na 
supervisory post in the Ulrich- Johns was gt 
Agency in Oakland. He held that pot He has 
tion prior to moving to Portland earl ance ey 
this year. He is a member of the Por 
land Life Underwriters Association, 0* 
gon Life Managers and General Agetl Occ 
Association and Portland Chapter of th Pag 
Navy League. tekach 
ornia. 
: tom P 
Manager Life Dept. resente 
Olin Faircloth of Los Angeles has bed com 
appointed manager of the life depat 
ment of Fidelity Interstate Life of Philgg [——— 
delphia, President Harry T. Dozor 2 Ol 
nounced. Mr. ‘Faircloth has been maty 
ager of the life service department M 


3eneficial Standard Life for the past 10 
years. He joined Beneficial Standard 


1952 


member of the’ Los Angeles Actuaté 
Club. 






He 1s 





as an actuarial assistant. 
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New York Managers to Hear 
Horace R. Smith, November 5 


The fall educational luncheon meeting 
of The Life Managers’ Association of 


sip Greater New York, Inc., under the chair- 
lary manship of David B. Fluegelman, CLU, 
new general agent, Connecticut Mutual, will 
be held November 5, at 12 noon, in 
nin- College Hall of the Hotel Astor, accord- 
ha ing to an announcement by President 
Benjamin D. Salinger, CLU, general 
nce agent, Mutual Benefit. : 
:on- Guest speaker will be Horace R. Smith, 


CLU, assistant agency vice president, 
Connecticut Mutual Life, Hartford. Mr. 
. Smith’s address, “Evaluating for Des- 
in- tiny,” will supply the answers to these 
all-important questions facing the agency 
head today: Would you like to find out 
which of your men are going to survive 
and which will fail? Would you like to 
know which of your men should have 
more of your attention and which less? 
Would you like to know which men need 
help on what problems and what you can 
> do to provide that help? Would you like 
n » to know how well selected your men are? 
-Ncy § And would you like to know how ef- 
fective you are as a trainer? 


tion 
tial 
sau 





Herlich Sales Director at 
Chicago for Columbian 


Jack S. Herlich, formerly with United 

States Life, has been appointed regional 

sales director for Columbian National 

be Life at Chicago. Columbian National 

Life is a member of the Hartford Fire 
Group. 

Mr. Herlich joined United States Life 
in 1954 as training director, later served 
as assistant superintendent of agencies 
© for New England. and in 1958 transferred 

to Chicago as midwestern superintendent 

of agencies for U. S. Life. He also has 

served as an assistant professor at U. S. 
‘Merchant Marine Academy and taught 
‘salesmanship at City College of New 
/York. He is a past president of New 
‘York Association of Life Insurance 
‘Training Directors. 













Five Companies Join ALC 


Five companies were admitted to mem- 
bership in American Life Convention. 
The total membership of the ALC is now 
284 companies. They are domiciled in 
45 states, the District of Columbia and 
three provinces of Canada. 

The five new member companies are: 
| Lincoln Mutual Life & Casualty. Fargo. 

N. D.. C. C. Koltes, president; National 
’ Life Assurance Co. of Canada,Toronto, 
nnount?) H. R. Lawson, president; Old Security 
ce prey. Life, Kansas City, J. Frank Hudson, pres- 
ident; Union National Life, Baton Rouge, 
T. C. McCullough, president: and Wash- 
> ington Life, Lafayette, La., D. Roy Dom- 
e movi) ingue, president. 
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e agent 
x Associ 
w. Met Baker at Portland, Ore. 
_— Dale L. Baker has been appointed 
- Unive Group representative in the Portland 


Navy b4? Group office of Bankers Life Co., Des 





an agt!]’ Moines. He will be associated with Phil 
irs lat) Berthiaume, regional Group manager in 
g recog? Portland. 

ned to! A native of Eugene, Oregon, Mr. Baker 
-Johnst§ was graduated from Pacific University. 
hat po He has had several vears of Group insur- 
d earl ance experience in Oregon. 

he Por 

ion, Ore 

| Age? OCCIDENTAL BROKERAGE MGR. 

or of ti . Theodore M. Held has been appointed 


tokerage manager in the Cincinnati 
branch office of Occidental Life of Cali- 
fornia. Mr, Held moved to Occidental 
from Prudential, which company he rep- 
t. | Ttesented in Columbus in 1952-53, and in 








has bet Incinnati since the first of this year. 
depati 

saa) 2 

zo 4) | O'TOOLE ASSOCIATES 
en - 1 

| | Management Goneltnts te 
we nswrance Companies 
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Agents Career Conference 

Life Insurance Co. of North America’s 
first career conference was held at the 
Shelburne Hotel, Atlantic City, October 
7 through 10. 

The conference was conducted by the 
life company’s training division, under 
Herbert T. Greene, CLU, director of 
training and Charles Koppen, training 
supervisor. Twenty-four career life 
agents from the Philadelphia, Newark 
and Pittsburgh areas attended these 
training sessions. 

Edmund L. Zalinski, CLU, executive 
vice president and Rex Anderson, mar- 
keting vice president, spoke at the open- 


Appointed at Wilkes-Barre 


Thomas M. Duddy has been appointed 
general agent for Maine Fidelity Life 
in Wilkes-Barre. Graduate of University 
of Pennsylvania, Mr. Duddy had exper- 
ience as an engineer with the ‘Pennsyl- 
vania Department of Forest and Waters 
and later with the War Department. He 
entered insurance with John Hancock, 
more recently represented The Pruden- 
tial in the Wilkes-Barre area. 





ing of the conference. Leland T. Wag- 
goner, CLU, sales vice president, spoke 
to the agents at the closing banquet. 





All Life Companies 
are similar in many 
respects. They all have 

policy contracts, rate books, 


proposal forms . . . assets, liabilities, 
. and a field force. 


a home office . . 






But in one important way they differ. Life Companies, like 
people, have personalities. They have beliefs and philosophies. 


Here at Union Mutual, it is our philosophy to buzld our field 
men not “push them.” Through the best sales tools and careful 
training, guidance and supervision, we help our field men to 
become better salesmen. With consideration and understanding, 
we build them, both in stature and income, to where they are 
happy members of their community — a credit both to themselves 
and to the name of Union Mutual. 
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UNION MUTUAL 


Life Insurance Company of Portland, Maine 


Offering All Forms of LIFE 








Canadian Head Office — Montreal, P, Q. @ America's Eighth Oldest Life Insurance Company 
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Colonial Names Viscardi 


Director of Training 
Appointment of Francis N. Viscardi 
as director of training for the combina- 
tion agencies department of Colonial 
Life was announced by Richard D. Nel- 
son, executive vice president. 

Mr. Viscardi began this life insurance 
career as an agent in Colonial’s Man- 
hattan Branch office in 1946, con- 
sistent producer, he qualified for Co- 
lonial’s honor production club during 
his first year in the business. In 1947, 
he was promoted to field manager where 
his staff always led the branch in new 
business and consistently qualified for 
the company’s annual business confer- 
ences for 12 years. He was appointed a 
field management consultant at the home 
office in 1958. While at the home office. 
he aided in the’ establishment of 
Colonial’s Field Managers Training 
Course which was inaugurated last Jan- 
uary. 

Prior to going with the Colonial, he 
served in the Army in World War II 
in the European Theatre. He received 
a commission as second lieutenant at the 
end of hostilities. When the Korean 
Conflict broke out, he returned to active 
service as a first lieutenant and later was 
promoted to captain. While in Korea, 
he received a citation for meritorious 
service. 





Appoints Two Specialists 

Mutual Of New York has advanced 
two assistant agency managers to spe- 
cialists on the home office sales staff. 
They are Rollin D. Koester, of Toledo, 
and Jerome A. Urbik of Chicago (Claw- 
son). The appointments are effective 
November 1. 

Mr. Koester joined MONY as a field 
representative for the Toledo agency in 
1950. after several years of sales work in 
other lines. He qualified three times for 
the company’s National Field Club, and 
was promoted in 1955 to assistant agency 
mennger. 

Mr. Urbik has been with MONY for 
four years. and has been assistant man- 
aver of the Chicago (Clawson) agency 
since 1957. He also has earned member- 
ship in MONY’s National Field Club. He 
holds a B.A. degree from St. Paul’s Sem- 
inary in Minnesota. 





Elect Beason President 

Edward E. Beason, CLU, Birmingham, 
Ala., has been elected president of John 
Hancock General Agents Association. 

Mr. Beason began his insurance ca- 
reer when 18 while a junior at Howard 
University. He was part-time agent for 
John Hancock through his senior year. 
He is a past president of John Hancock 
Chapter of CLU, Birmingham Life Un- 
derwriters Association, General Agents 
and Managers Association and CLU 

chapter. 

Other officers elected: William Hoyer, 
Columbus, Ohio, first vice president; 
William Grace, New Orleans, second vice 
president; Harold Pratt, New York City, 
treasurer; and Ray J. Havert, Los An- 
geles, secretary. 





SARASOTA GENERAL AGENT 

Robert C. Bourque has been appointed 
general agent in Sarasota, Florida for 
Occidental Life of California. Mr. 
Bourque leaves Peninsular Life as staff 
manager to accept his new appointment. 
He had represented Peninsular in Sara- 
sota and Fort Myers since 1956. 


FRANKLIN LIFE LEADER .. 
Lynn W. Perkins, Roswell, N. M., spe- 
cial representative for Franklin Life of 
Springfield, Ill., led all of the company’s 
agents in September sales with a re- 
ported volume of $1,100,000. 








HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
INDIANAPOLIS OMAHA 
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Equitable, Iowa, Field 
In 3-Day Conference 





PLAN FOR 100TH ANNIVERSARY 





President Windsor Sets Objectives; Nine 
Months Business Gained 13.6%; 
September at Record 





Detailed discussions of a comprehen- 
sive program for the attainment of man- 
power and production of objectives dur- 
ing the next eight years, culminating in 
the 100th anniversary of the company in 
1967, highlighted a three-day conference 
of Equitable Life of Iowa general agents 
in Des Moines this week. 

James H. Windsor, president, in his 
opening address, set the theme of the 
meeting in a broad analysis of the vari- 
ous areas of company progress. He con- 
gratulated the general agents on their 
leadership which, through September, 
resulted in a first-nine-months new paid 
production gain of 13.6% over the corre- 
sponding period in 1958. He noted, also, 
inat September production of $18,130,294, 
marked the company’s 13th consecutive 
gain month. 

Blueprinting specific areas for progres- 
stve improvement, J. Richard Ward, vice 
president and director of agencies, in- 
troduced an eight-year projection of 
manpower and production goals, the at- 
tainment of which would put each 
agency “on the high road to greater 
agency profits.” Concentration on four 
principal areas —increased recruiting, 
improved retention of manpower, in- 
creased number of sales per agent, and 
larger average sized policy sold—would 
bring 1967 production up to more than 
twice the current level. 

Continuing the overall theme, the bal- 
ance of the three-day meeting was de- 
voted to discussions conducted by other 
home office officials and general agents 
on the methods to be employed in the 
accomplishment of the eight-year objec- 
tives. 

Prior to the general meeting, the Gen- 
eral Agents Advisory Council met at 
the home office to discuss with home 
office officials mutual field and manage- 
ment problems. Now in its 2lst year, 
the council is composed of seven gen- 
eral agents. Those serving during 1959- 
60 are: H. W. Ehrsam, Portland; R. A. 
Elder. Williamsport; H. A. Hedges, Kan- 
sas City; C. T. Johnson, CLU, Grand 
Rapids; F. L. McCormick, CLU, Des 
Moines; J. E. Rice, Philadelphia; and 
H. O. Smart, Detroit. 





Northwestern Mutual’s 
Assets Over Four Billion 


The four billion dollar mark in assets 
has been reached by Northwestern Mu- 
tual Life, Milwaukee—almost exactly 100 
years from the time that its first death 
claims had to be met by borrowing $1,500 
on its president’s personal note. Acceler- 
ation in growth of assets since the early 
*30’s is also dramatically illustrated by 
the new mark. 

NML, ranked thirteenth in assets 
among all U. S. business enterprises and 
sixth among U. S. life firms by United 
Press International and Fortune surveys 
this year, was chartered in 1857. Its first 
billion in assets was reached 77 years 
years later, in 1934; the second billion 12 
vears later, in 1946; and the third billion 
7 years later, in 1953. 

It was on November 2, 1859, that the 
company faced its first death claims. 
Two policyowners had been killed when 
a Wisconsin excursion train hit a cow 
and was derailed. The death claims 
totaled $3,500, which was far more than 
the assets of the infant company. The 
officers borrowed $1,500 on the personal 
note of the president, Samuel S. Daggett, 
to meet the claims promptly. This was 
the company’s first and last such crisis. 
Now, 100 years later and with its assets 
at the four billion dollar mark, North- 
western Mutual Life is paying its policy- 
owners and beneficiaries the equivalent 
of the original $3,500 every one and a half 
minutes of every working day—a total of 
more than one million dollars every 
working day. 





Insurance Teachers Meet 
In Washington, Dec. 28-29 


The preliminary program for the an- 
nual meeting of the American Associa- 
tion of University Teachers of Insurance, 
Washington Hotel, Washington, D. C., 
Dec. 28-29, has been released by Dr. 
Davis W. Gregg, president, American 
College, program chairman. 

The Dec. 28 session will open with the 
traditional CLU-CPCU breakfast, to be 
followed by a morning session on “Cur- 
rent Developments and Problems in In- 
surance.” Subjects to be covered are 
health insurance, social insurance, prop- 
erty, and life. 

The noon luncheon, with Dr. Dan 
McGill, University of Pennsylvania, as- 
sociation president, as chairman, will be 
devoted to “Social Insurance: A Pros- 
pective View.” 

A workshop will be the feature of Mon- 
day afternoon. Subject will be “The 
Place of Insurance in the Collegiate Cur- 
riculum.” Half of the afternoon will be 
devoted to four discussions groups, which 
will then meet together at 4:45 P.M. for 
reports from each group and a summary. 

Tuesday morning will have two ses- 
sions: 9:00-10:15 A.M.: “Testing Tech- 
niques: an Analysis and Demonstra- 
tion”; 10:30-12715, “Seminar on Insur- 
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ASSISTANT TO DIRECTOR OF GROUP SALES | 


Home Office career position with Company located in New York 
City metropolitan area. Opportunity to engage in all aspects of 
service, development and administration of group sales. Candidates 
must have minimum of 2 years’ experience in sales and service as 
Group Field Representative or Home Office Group Representative. 
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What Discerning Life Companies 
Look For In A Reinsurer 


There is no single reason why our clients have chosen 
North American Re. Many of them appreciate that we are 
in the business of reinsurance exclusively. Many cite 
advantages to them of our head office location in New York 
City, even as others rely heavily on the services of our 
strategically situated regional offices. All like the custom- 
crafted approach our expert staff brings to their sales, 
underwriting, administration and other problems, and the 
fact that our top consultants are called upon when our 
clients’ problems warrant it. Then there's the variety of 
contracts and pooling arrangements available which give 
ceding companies real flexibility in their underwriting. 


Whatever their reasons for reinsuring with North American 
Re, our hundreds of life company clients, large and small, 
have made this the largest exclusive reinsurer of life, 
accident and sickness, and group insurance. Whatever 
reasons for your company reinsuring with North American 
Re, we invite you to consult the office indicated below 
that is most convenient to you. 


NORTH AMERICAN 


161 East 42nd Street, New York 17, New York 
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Submit complete resume and starting salary requirements, . 
REPLY TO BOX 2730 = Bl 
The Eastern Underwriter, 93-99 Nassau Street, N. Y. 38 4 * 
John J 
ance Research.” Speaker at the Tuesday HOWARD MOFFAT’S NEW Post? Xew Y 
luncheon will be Dr. J. Edward Hedges, ciation 
Indiana University, “CREF—an Evalua- Former V.P. of National Life of Canaq)) "°t0'S 
tion After Seven Years.” Joins Malcolm Teare Agency in | The 
Tuesday afternoon will be occupied en- Florida as Agency Director terial 
tirely by the annual business meeting. Hutchit 
} seems — 
yieW PO! 
General Agent at St. Paul waity 
William A. Lundquist, CLU, has been creases 
appointed general agent at St. Paul for the vit 
Central Life of Des Moines. underw 
Mr. Lundquist formerly was assistant » will se 
superintendent of agencies in charge of 5 planati: 
the eastern region with the Lutheran tiscal f 
Brotherhood. He has been an agent and impact 
field supervisor for that company in Red- that g 
wood Falls and Minneapolis, and has time 0: 
been in life insurance business seven sure be 
years. He will supervise 55 counties in 
Minnesota. dite 
a smal 
variant 
were 3 
and a 
statisti 
I have 
an ex. 
Dr 
or. | 
A. HOWARD MOFFAT bee 
search 
ciation 
A. ‘Howard Moffat, of Toronto, former!” rectors 
vice president and _ superintendent crash I 
agencies of the National Life Assurance} icoge 
of Canada, has joined the H. Malcolm erat 
Teare Agency which represents they pn Di 
American National of Galveston, Tex} fanaa < 
for the state of Florida with offices in) abies 
West Palm Beach, Miami, Jacksonville) jor Mh 
Sarasota and Orlando. D eteteras 
The agency plans to make further ex) 2h <a 
pansion in the state under the super) wiekt , 
vision of (Mr. Moffat who has been apy yo in. 
pointed director of agencies. i wat 
Well known in insurance circles i) lish : 
both United States and Canada, Mp No & 2 
Moffat has a background of 20 years > oF g 
experience in life insurance. From 198) “R cr 
to 1950 he served the Canada Life, re- F ect 
signing as head office agency supervisor) re 
to join the National Life Assurance 1p ;‘ - 
April, 1950, as superintendent of agen-| <a ; 
cies. He was promoted to director ff jor ev 
agencies in 1952 and later to vice presi (OF Test 
dent. For many years he has been active Pick ie 
in the Canadian Home Office Life Under- 4 URS 
writers Association as well as the Life seid 
Insurance Agency Management Ass0- i €rosi 
ciation. . ae bs 
vide tl 
* pasa > | work, 
Field Training Supervisor have b 
For Life of Virginia} Patient 
Talmadge P. DeShazo, a field training Tous 
supervisor for Life Insurance Company surance 
of Virginia, has been named manager 0! Dieuaid 
its Jacksonville, Fla. district, office, "@ gran ; 
was announced recently by Charles A Drograr 
Taylor, president of the company. present 
Mr. DeShazo, a veteran of Worll® yoo' 
War II, was formerly responsible fo R jin4 
combination agency training procedures There 
in seven Georgia and three Florida citi @ iveen | 
REASSURANCE COMPANY He joined the company in 1951 as ae of gres 
agent in its Lynchburg, Va. district of- denti 
fice. In 1953 he was advanced to ass0- sohlie . 
Regional Offices ciate manager and transferred to the® i “ 
OE oe coda Gallic s teen Gainesville, Ga. district office. Hee which 
ain reet, allas 1, Texas a o: 2 te . 5 
400 Montgomery St., San Francisco 4, Calif. es Fanaa Hs adogrd the Na- a 
Reinsurance Exclusively tional Amman Life Underwriter Pr 
and has completed a one-year traimin 
ACCIDENT & SICKNESS e GROUP course’conducted by the Life Under: The 
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, The effects on future underwriting of 

IM some of the results of the Body Build 

and Blood Pressure Study of the Society 

8 of Actuaries, were pointed out by Dr. 

7 a ohn J. Hutchinson, medical director of 

POST New York Life, at the meeting of Asso- 
ciation of Life Insurance Medical Di- 



















rectors in New York last week. 
» “There is a tremendous wealth of ma- 
terial made available here,’ said Dr. 
Hutchinson, “but above all one feature 
seems to be substantiated from every 
viewpoint: there is a sharp rise in mor- 
tality experience with even small in- 
creases in blood pressure. Because of 
the vital bearing this has on our future 
underwriting, probably each one of us 
will seek to account for logical ex- 
planations of what are indisputable sta- 
tiscal facts. You will note instantly the 
impact on underwriting if I tell you in 
that group of men 30-39 years old at 
time of issue with recorded blood pres- 
sure between 138 — 147 produced a mor- 
88 — 92 
tality experience of 200%. This is not 
a small experience nor is its chance 
variant; in this particular group there 
were 320 policies terminated by death 
and a figure of this size is accepted as 
statistically reliable. For this example, 
I have not picked out an exception nor 
an exaggerated illustration to create 








Effects of Underwriting of Body 
Build Study Told by Mr. Hutchinson 


alarm; rather this example is typical of 
the findings demonstrated over and over 
again in this extensive evaluation. 

“From the medical point of view we 
would anticipate a deferred excess mor- 
tality experience in those men found at 
issue to have only slight to moderate in- 
crease in blood pressure. Our concept 
of the effect to these nominal increases 
in biood pressure, pressures in the range 
138— 147 , would prompt us to predict 
88— 99 
that many years would be required be- 
fore we could measure a significant in- 
crease of cardiovascular deaths when 
compared to a normotensive group. Such 
is not the case; generally speaking, the 
greatest mortality ratios are in the ear- 
lier (1-5-year) durations, but throughout 
all durations the mortality ratios remain 
well above the standard levels. 

“Tt will come as no surprise that the 
causes of death recorded in connection 
with the increased mortality ratios of 
this particular study show marked in- 
creases in the cardiovascular-renal dis- 
eases. Diabetes is listed here as a cause 
of death more frequently than is en- 
countered in causes of death listing for 
general mortality studies. With increas- 
ing degrees of elevation of blood pres- 
sure there is a steeper rise in the death 
rate from cerbro-vascular disease than 
from any other cause.” 










Dr. Francis R. Dieuaide, scientific di- 
) rector of the Life Insurance Medical Re- 
» search Fund, speaking ‘before the Asso- 
© ciation of Life Insurance Medical Di- 
rectors in New York last week, opposed 
» crash programs in medical research. 
> “Today there is talk in some quarters 
' about the need for ‘crash programs’ 
) against cancer, coronary disease, etc.,” 
© said Dr. Dieuaide. “These proposals are 
_ based on misunderstanding. Knowledge 
of these diseases simply is not adequate 
for the formulation of sensible crash 
| They would offer no prom- 
ise, except that of being expensive. The 
' worst feature of such proposals would 
be the tying up of capable investigators 
who, left to themselves, might accom- 


a 


ai plish something of far greater value. 
years J No first-rate investigator wants any part 
m 1938 of a crash program. 

fe rem . Recent years have seen the unfolding 
ervisorp), Of @ great wealth of new knowledge of 
nce iif. the cardiovascular system and its dis- 
agen-— Ses. Great strides have been made in 
tor of the development of new techniques, both 
pres |) 'T research and for treatment, including 
activep, Surgical operations. Important new 
Under) @uxs have been introduced. We still 


e Life 40 not understand the causes of arterio- 
sclerosis or of the common cases of 
hypertension. Yet, a host of pertinent 
facts have been accumulated which pro- 
vide the bases for promising further 
. work, Furthermore, great improvements 

have been made in the management of 








ginta patients with _coronary occlusion and 
‘aining © those with serious hypertension. : 

mpany Touching on the work of the Life In- 
ger of surance Medical] Research Fund, Dr. 
cat leuaide said: “In practice this pro- 
Jes Ap, 84m is closely interwoven with other 
Programs, as is thoroughly desirable. At 
World Present, this fund receives $1.2 million a 
le for = in contributions. This year the 
edures und received a legacy of over $71,000. 
cities ere is no trace of any contact be- 
as af tween the donor, who was not a person 
‘ct of F great wealth, and the fund. Evi- 
asso @ “ently the donor was attracted by some 
o the public notice of the fund and considered 
re be Worthy of this gift. Fund grants, 
1985 which are widely distributed, have aided 
e Nag ‘Search on practically all important 
riters, (@ ‘diovascular problems. Applications 
aining “7 SO numerous that a large proportion 





ave to be declined. : 
he question is sometimes asked, ‘Is 








Dr. Dieuaide Against Crash Programs 


not too much money now available for 
medical research?’ It is clear that 
greater total support is needed. Our re- 
search institutions are already unable to 





Colonial Studio 


DR. ENNION S. WILLIAMS 


Dr. Ennion S. Williams, vice president 
and medical director of Life Insurance 
Co. of Virginia, was elected president of 
the Association of Life Insurance Medi- 
cal Directors of America at its annual 
meeting in New York last week. Dr. 





attract and hold bright individuals who 
are needed as investigators. In 1958 a 
group of consultants to the Federal Gov- 
ernment estimated that adequate support 
of medical research in 1970 would require 
about one billion dollars, three times the 
sum available in 1957. They emphasized 
their conclusion that for the best ad- 
vantage of research half of this total 
should come from private sources.” 





Minimum policy $5,000 








SPECIAL INCOME 
FOR LIFE POLICY 


combines maximum protection 
with flexible retirement benefits 


Insurance coverage to age 65, then choice of three options: 


(1) Income for life (120 months certain and continuous) of 
$5.00 per $1,000 face amount for men; $4.45 for women. 


(2) Paid-up life policy for face amount, plus $58.23 per 
$1,000 in cash. No evidence of insurability required. Full 
range of optional modes of settlement applicable to cash 
values on paid-up life policy. 

(3) Cash for $812 per $1,000 face amount. Payable in one 
sum or under full range of optional modes of settlement. 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 


The 
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Our agency 
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Williams succeeds Dr. Henry B. Kirk- 
land, chief medical director of The Pru- 
dential. 

Dr. James R. Gudger, medical director 
of Mutual Of New York, was named 
president-elect. Elected as vice president 
was Dr. G. R. Collyer, medical director 
of the London Life, London, Ont, Dr. 
Royal S. Schaaf, assistant medical direc- 
tor of The Prudential, was re-elected 
secretary, and Dr. Albert L. Larson, chief 
medical director of The Travelers, was 
elected treasurer. Dr. Whitman M. 
Reynolds, director of medical selection 
of Equitable Society, was re-elected edi- 
tor of the transactions of the associa- 
tion, 





Air Passenger Fatalities 
Growing, Says Defense Aide 


Although the rate of accidents as 
against number of miles flown and the 
morbidity rate per passenger have de- 
creased steadily, more people were killed 
and injured in 1955 than the average for 
the preceding 20-year period, Dr. Frank 
B. Barry, assistant secretary for defense, 
told the medical directors’ meeting in 
New York last week. 

“With the demand to go ever faster 
and with our commercial planes carrying 
larger numbers, the fatality rate per acci- 
dent has increased considerably, so that 
today the chance of surviving an acci- 
dent in a modern plane is far less than it 
was formerly and infinitely less than it 
is when other means of travel are used,” 
said Mr. Berry. “With the advent of 
the new jet transports the injury and 
fatality rate in one serious accident will 
exceed even our present rate, particu- 
larly when we consider the normal flying 
capacity of 118 persons or the tourist 
class well over 200.” 





Walter E. Mast Retiring 


Walter E. Mast, manager of the Los 
Angeles branch of Continental Assur- 
ance, is retiring October 31 after 40 
years in the insurance business. 

He began his insurance career in 1919 
in Canton, Ohio, with The Travelers. His 
33-year association with Continental As- 
surance began in 1926 when he became 
life department manager of California 
Agencies, Inc., at that time the com- 
pany’s general agents for the entire state 
of California. 

Two years after Continental Assur- 
ance’s Pacific -Coast Department was 
established in 1948, he was named man- 
ager of the Los Angeles branch. Under 
his supervision the Los Angeles branch 
became one of the top producing units 
on the West Coast, servicing more than 
400 brokers. In 1958, the branch headed 
the Pacific Coast Department in Ordi- 
nary life production. 
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New Prudential Women’s 


Policy at Reduced Rates 

A new life insurance policy designed 
specifically for women and featuring re- 
duced premium rates in accordance with 


their longer life spans has been an- 
nounced by The Prudential. 

Premium rates for this Women’s 
Whole Life Policy will be an average 
of 5% lower than for a comparable policy 
for men. The average life expectancy in 
the United States for a female at birth is 
some six years greater than for a male, 
72.6 years as opposed to 66.4. The policy 
will be written on women aged 15 to 66 
for amounts of $5,000 and over. 





Heads New Hancock Dept. 


The election of Albert E. Prouty to 
second vice president in charge of a 
newly-created department of printing 
and purchasing was announced by Byron 
K. Elliott, president of John Hancock 
Mutual Life. A veteran of 30 years with 
John Hancock, Mr. Prouty has been 
comptroller of district agencies since 
1954. 

The new department, which will con- 
sist of some 200 members of the home 
office services, planning, accounting and 
auditing and advertising departments 
who have been previously involved in the 
production of John Hancock printed ma- 
terial, will begin operation on the third 
floor of the Berkeley Building on Mon- 
day, November 2. 

Under Mr. Prouty, the new depart- 
ment will serve to coordinate all printing 
matters between company departments 
and outside sources. 


Books on Mutual Funds 


What You Should Know About Mu- 
tual Funds is the title of a new book 
just published by Life Insurance Agency 
Management Association. 

Designed to give the life insurance 
agent an impartial picture of the facts 
about this type of investment and how to 
cope intelligently with it, the book ap- 


peared as a “dividend” book with the 
October Manager’s Handbook and _ is 
available separately through LIAMA 
Written by Staff Editor James L. 
Howard, Jr., and based on research by 
Program Director Leonard W. Fergu- 


son, Ph.D., this book outlines the various 
kinds of ‘mutual funds or investment 
companies, describes the investment _pol- 
icies of mutual funds, and gives a brief 
history of mutual funds from _ 1860 
through the 1929 depression to the pres- 
ent. 





Republic National Opens 
New Office in California 


A regional office for Republic National 
Life to serve California has been estab- 
lished at 3175 West Sixth Street, Los 
Angeles, according to Clarence J. Skel- 
ton, senior vice president and coordinator 
of. production planning. 

Hal W. Bradford, general agency 
superintendent; and Dale L. Howe, re- 
gional Group manager, who will be in 
charge of the company’s operation in 
the Greater Los-Angeles area, will direct 
the activities of their respective sales 
operations from this office. 

The new Republic National Life Head- 
quarters was the scene of a_ brokerage 
seminar held October 19-23, with Edward 
R. Nadalin, assistant vice president and 
director of brokerage; John F. Daniels, 
vice president, underwriting division ; 
conducting the four day meeting. 





Director of Life of Va. 


J. Harvie Wilkinson Jr., president of 
State-Planters Bank of Commerce & 
Trusts, has been named to the board of 
the Life Insurance Company of Virginia. 





Made Associate Controller 

William A. Motsch, formerly a super- 
visor with the accountancy firm of Ernst 
& Ernst, has been made associate con- 
troller with Commonwealth Life of Louis- 
ville. 


Southwestern Life 


Capital $10 Million 

Directors of Southwestern Life have 
voted to recommend an increase in the 
company’s capital stock from $7,500,000 
to $10,000,000. It increases outstanding 
shares from 750,000 to 2,000,000. shares. 

Robert H. Stewart, III, senior vice 
president, First National Bank in Dal- 
las, and Howard T. Tellepsen, president, 
Tellepsen Construction Co. in Houston, 
are the newly elected directors. 

Mr. Stewart. also a director of Repub- 
lic Insurance Co., Allied Finance Co. and 
Dallas Transit Co., is active in many 
Dallas civic and welfare organizations. 
Mr. Tellepsen, who heads the construc- 
tion firm founded by his father in 1913, 
is a director of Southwestern Bell Tele- 
phone Co., a director of four banks, 
chairman of United Fund of Houston 
and a former president of the Houston 
Chamber of Commerce. 





New York Life Changes 


New York Life will open five new 
general offices and move four others to 
new headquarters in the next two 
months, announced ‘Raymond C. John- 
son, vice president in charge of market- 
ing. This brings the company’s total of 
new and relocated general offices to 142 
since 1953. 

The new offices are in Yakima, Wash. ; 
Clifton, N. J.; Mt. Vernon, N. Y.; New 
Orleans, La. (Tulane general office), and 
Minneapolis, Minn. (Nicollet general 
office). 

Offices to be relocated are in Winni- 
peg, Manitoba; New Orleans (New Or- 
leans general office) ; Youngstown, Ohio, 
and Savannah, Ga. 





Sells Policy for Million 


Life Insurance Co. of North America 
announces the sale of its first million 
dollar policy on a single life. The agency 
which sold the policy was Hutchinson- 
Rivinus & Co., Philadelphia, working in 
a with the life company’s Phil- 
adelphia_ service office, managed by 
Henry L. Wilson. 





MASS. MUTUAL DISTRICT MGR. 

Appointment of Jacob E. Way as dis- 
trict manager in Waukegan, IIl., was 
announced by Ear] C. Jordan, general 
agent for Massachusetts Mutual in Chi- 
cago. Mr. Way has been with the com- 
pany since 1949, before which he at- 
tended Stanford University and the Uni- 
versity of Chicago. He served in the 
Army as a first lieutenant during World 


War II. 








“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 
Continental Assurance Company 


32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 











A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company and Pension Problems 
11 West 42nd St., New York 36 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











Indianapolis Life’s Rate 
Book Has Major Changes 


A number of major changes in rate 
structure and several liberalizations for 
policyholders have been placed in effect 
by Indianapolis Life. Major changes in 
the completely new rate book which was 
distributed to the field force are: Grading 
of premiums by policy size, Lower pre- 
miums for women, Lower rates for older 
ages, Higher early cash values for most 
policies, Introduction of a new line of 
non-cancellable accident and_ sickness 
policies. 

The new rate book includes more 
liberal accidental death benefits such as 
the extension to age 70 on new policies. 
Larger amounts of accidental death cov- 
erage are available than in the past. 





Hawaii Commissioner Named 

Raymond Y. C. Ho has been named 
Insurance Commissioner of Hawaii suc- 
ceeding Kam Tai Lee who had served 
since 1953. 


Made Agency Secretary 

D. Fred Powell, who has been a sales- 
man in Eastern Indiana for Indianapolis 
Life for the past two years, is moving in- 
to the company’s home office as agency 
secretary, according to ‘Agency Vice 
President Arnold Berg. Mr. Powell has 
been a member of the Russell Farmer 
agency of Indianapolis Life with head- 
quarters in Union City. 














INDUSTRIAL 
ACTUARY 








Our new Home Office is located near but not 
in a large midwestern city. A near-by university 
adds to the attraction of our location. 
ments, a recent death and the vastly increased 
utilization of actuarial talent in all lines of busi- 
ness have led to this attractive opening. 


If you have experience in the actuarial as- 
pects of INDUSTRIAL INSURANCE and are a 
Fellow or Near-Fellow, you may be just the man 
we are seeking. 


As a multiple line company with one and one- 
half billion dollars in force, we need a man who 
will become the Industrial Actuary, responsible 
for the actuarial management of 500 million 
dollars of industrial business. If you interested 
in joining a steadily expanding organization with 
an excellent future, do not let lack of experience 
in certain phases of the Industrial business deter 
you from answering this ad. 


Retire- 








Your starting salary, based on experience, 
should be attractive and recognition of demon- 
strated ability will be quick and concrete. If 
you have the ability, one year can bring you to 
the top level in our organization. Replies are 
confidential so please give us full facts about 
yourself and your qualifications. Write to Box 
2735, The Eastern Underwriter, 93 Nassau Street, 
New York 38, N. Y. 











BUSINESS INSURANCE | 


How much can he pay for the life 
coverage he needs 
Age 35 $100,000 

@ Preferred Risk 


Whole Risk $2319.00 
®@ Modified 3 2124.00 
@ Preferred 

Risk Life 35000 
20-Year 1365.45 
Level Term 65000 
e@ 5-Year 
Renewable Term 843.00 


A policy for all of your prospects 
call us for brokerage service 


WILLIAM A. ARNOLD, Il 
General Agent 


161 William Street, New York 88, N.Y. 
Phone: WOrth 4-2367 
BROKERAGE BUSINESS INVITED 





MUTUALJ LIFE INSURANCE COMPANY 


BOSTON. MASSACHUSETTS 











Mortgage Guaranty Extends 


Service to Florida; Iowa 


Mortgage Guaranty Insurance Corp. of 
Milwaukee reports that its private mort- 
gage loan insurance service has been ex- 
tended to include the states of Iowa and 
Florida in recent weeks. MGIC is now 
licensed in 29 states, an increase of 14 
in the first nine months of 1959. 

The volume of applications for insured 
loans is up 160% for the first three 
quarters of (1959, and amounted to 
$71,795,386. The third quarter alone ac- 
counted for a volume of $34,283,052, up 
215% over the same period in 1958. 

Max _H. Karl, president, pointed out 
that, “MGIC’s increased business is due 
partly to expansion into new states, and 
partly to increased dissatisfaction of 
home buyers and home builders with the 
large discounts necessitated by ceiling 
interest rate controls imposed on govern- 
ment sponsored mortgage loan insurance 
and guarantees.” 

Mr. Karl further stated that “MGIC 
has only one purpose and that is to ren- 
der better service to the home buying 
public and to the home building industry 
than has been available in the past. An 
increase of 228% in the number of lend- 
ing institutions using the company’s pol- 
icies in the past nine months indicates 
that it is at least partially achieving its 
objective.” 

MGIC accepts property appraisals 
submitted by its approved lending insti- 
tutions, reviews a credit report on the 
borrower, and issues commitments for 
95% of applications the same day they 
are received. 





Detroit Cashiers Elect 


At the September meeting of the Life 
Agency Cashiers Association of Detroit, 
the following officers were elected: 
President, John J. Reeves, Manufacturers 
Life—Milligen agency; vice president, 
Anita DeGeorge, Connecticut General— 
Gryson agency; secretary, Charlotte R. 
Beardsley, Prudential — Gay agency; 
treasurer, W. Cunningham, Great- 
West Life. 





FRANKLIN REGIONAL MANAGER 
John R. Crosman has been named 


regional manager for the Franklin Life 7 


at Peoria, Ill. Mr. ‘Crosman joined the § 


Franklin in 1953 as special representative |) 


in ‘Chillicothe, Ill. He has been Frank- 
lin’s general agent at Peoria. since 1955. 





FRANKLIN NAMES LIVICK | 
Arthur C. Livick Jr., of Knoxville, 
Tenn., has been named executive director 
of sales for Virginia for Franklin Life. 
Mr. Livick will be located in Richmond. 
A graduate of William & Mary Col- 


lege, Mr. Livick was agency manager in | 


Knoxville for Mutual Of New York 


before joining Franklin. 
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Igastern Life Appoints 
Artrose Agency Gen. Agent 





— 








PIUR RCSENBERG 





Eastern Life of New York has ap- 
pointed Artrose Life Agency, Inc. as 
general agent, Murray April, director of 
agencies announced recently. 

Heading the agency is Arthur Rosen- 
berg, president of Kaye Agency, Inc., 
who has served general insurance brokers 
for over 21 years. Mr. Rosenberg stated 
that this subsidiary life agency now offers 
to brokers of Kaye Agency the facilities 
of its organization. 

The Artrose agency will conduct its 
business from the same office as Kaye 
Agency, Inc., 116 John Street, N. Y. 

Edward G. Sedlis has been appointed 
‘manager of the life department. He has 
Hbeen associated with a life insurance 
Pagency as brokerage supervisor and is 
"equipped for the servicing of brokerage 
F accounts. 








American Bankers Life 
Licensed in Wisconsin 
Prestige, distinction and ability are 


) keynotes for success, to quote James R. 
)Ranni, president and chairman of the 


b 


. @ board of American Bankers Life of Flor- 


Sida, in announcing that the company has 
‘been admitted to transact business in 
q the state of Wisconsin. Mr. Ranni also 
/ announced the appointment of Raymond 


j- | H. Collins as regional director for the 


» company. Shad 
> Mr. Collins, a life and qualifying mem- 


. ber of the Million Dollar Round Table, 


“ Ffounder of the Raylen Corp., long a 


» leader in the pension field as well as the 
F sale and service of all types of life in- 
© surance, will direct the company’s opera- 
‘tion in both Wisconsin and Minnesota, 
imaintaining offices in Milwaukee and 
| Minneapolis. Donald E,. Hamlin_ will 


‘ — serve as general agent in the Twin Cities 
> f) area as an associate of the Raylen Corp. 


Mr. Ranni reported that the com- 


— — pany’s operations extend from coast to 


}coast, being licensed in 35 states plus 


' ‘ the District of Columbia, and that busi- 
~ ness in force exceeds $280,000,000. 





' New Charleston Gen. Agent 
| George E. Frese, formerly of Akron, 
| Ohio, has been appointed general agent 
fot the Charleston, W. Va., agency of 

Mutual Benefit Life, of Newark, N. J 


‘ & succeeding John B. Hover, who left his 


/ Management duties in order to devote 
© Hus full time to his personal clients. Mr. 
i Frese. was formerly agency supervisor 
5 for Mutual Benefit in Akron. 

One of the company’s outstanding pro- 
ducers, Mr, Frese began his life insur- 
© ‘Nce career in 1949 as an agent, and con- 

Sistently earned membership in the 

Tesident’s Club, and for several years 
farned the National Quality Award. 








Wisconsin Names Director REINIS & REINIS 


The Wisconsin State Association of GENERAL AGENTS 


Life Underwriters has named Howard E Manhattan Life Insurance Co 


Norris, executive vice president of Wau- 











kesha Chamber of Commerce, to become 50 Court St., Brooklyn 1, N. Y. Phone: MAin 4-7951 

the first managing director of the asso- HERMAN REINIS JOSEPH REINIS 
ciation, Mr. Norris is a past state presi- 

dent of Wisconsin Junior Chamber of AGENCY EXPANSION LEADER NORFOLK GENERAL AGENT 
Commerce and a past vice president of William F. Oberholtzer, Reading, Pa., M. A. McGinnia Jr., has been appointed 


* PP ric wcgy scsi rankli ; teen ery 5 p 
U. S. Junior Chamber, He was named 28¢Mcy_ manager for Franklin Life of general agent for Sun Life of America 

: i = : Springfield, Ill, led all company man- in the Norfolk area. Office in the Kresge 
one of the five outstanding Wiscons:n agers in agency expansion during Sep- Building will operate as the Mak Insur- 
yong men for 1954. tember. ance Agency. 









STATE MUTUAL Announces 


A New Liberalization in 


GROUP RETIREMENT 
DEPOSIT ADMINISTRATION PLANS 


INTEREST GUARANTEE EXTENDED. 3% interest guaranteed on Deposit 
Administration funds extended from 5 years to 10 years on deposits 
made during the first 5 years. 234% interest guaranteed thereafter 
on these funds, with accumulated interest, until used to purchase 
retirement benefits. 


NEW LIBERAL PURCHASE RATES. Rates guaranteed on monies depos- 
ited during the first 5 contract years, together with the interest 
thereon, are based on the 1951 Group Annuity Rate Table, set back 
1 year for males and 6 years for females, with 3% interest for re- 
tirements during the first 10 contract years and 234% interest for 
retirements thereafter. In both cases, rates include a 5% loading. 





NEW FLEXIBLE CONTRACT CHARGES. New maximum contract 
charge of $750 is reduced by 1% of annual deposits over $25,000. 
There is no contract charge for any year in which the deposit is 
$100,000 or more. 


The State Mutual group representatives in 
your area are specialists in handling all 
types of employee welfare and benefit plans. 
For expert assistance pertaining to a group 
retirement plan, we urge you to get in touch 
with them directly, or to write our Home 
Office in Worcester. 
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Worcester, Massachusetts 
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NEW INFORMATION INSTITUTE 


The new and long awaited Insurance 
Information Institute for the property- 
liability branches of the insurance in- 
dustry is expected to be in operation 
within a few weeks, or months at most. 
The overall operating manager and mem- 
bers of the staff are yet to be named, 
but progress in selecting them is well 
advanced. Also awaited is news as to 
location of the general headquarters, pre- 
sumably in New York City. Roland H. 
Lange, president of I. I. I. and also vice 
president and assistant to the president 
of the Hartford Fire Insurance Group, 
explained at some length concepts and 


opportunities of the new Institute in 
an address made last week. 

This new public relations center for 
fire, casualty, marine, automobile and 


surety branches of insurance will have 
the following purposes, according to Mr. 
Lange: handle publicity on rating mat- 
ters, concentrate on building good will 
and public understanding of insurance, 
coordinate activities of regional and 
state insurance offices, refrain from 
lobbying activities, cooperate with other 
insurance organizations when such is 
the general interest, counsel with insur- 
ance management generally “to improve 
public understanding for and acceptance 
of the insurance business,” and serve as 
a clearing house of facts and figures. 

Why this program? Mr. Lange states 
that all too often the public attitude to- 
ward insurance differs, from an ethical 
standpoint, from its attitude toward other 
business endeavors. Mr. Lange observes 
that there is a “trend upon the part of 
some of the public toward acceptance of 
a double standard of morals whereby 
the normally honest person finds it not 
too anguishing to his conscience to be a 
party to securing a claim payment be- 
yond the proper amount due him or pay- 
ment not due him at all.” This moral 
laxity the I. I. I. will aim to correct, as 
also a lack of interest in fire, accident 
and theft prevention. The public knows 
that it pays for this laxity in the long 
run. 

Education of the public to a proper 
understanding of functions of insurance 
is a prime objective of I. I. I. This can 
be carried out by the new organization 


and likewise by the thousands of men 
and women engaged in insurance who 
come in contact daily with the public. 
This public consists not only of policy- 
holders themselves but those who teach 
insurance, those who regulate the busi- 
ness and those elected or appointed to 
enforce laws, insurance and otherwise. 
“Certainly,” states Mr. Lange, “those 
people need and deserve all the informa- 
tion and education we can place in their 
hands in order that they may carry out 
intelligently their important responsibil- 
ities.” 

In summing up objectives and hopes of 
I. I. I. Mr. Lange declared: “Insurance 
is a mighty symbol and fact which has 
been time-tried and catastrophe-tested. 
It is our privilege to present its honor- 
able story to all far and wide in keeping 
with the high calling and principals of 
our industry.” 

Full support from many organizations 
and many thousands of insurance com- 
pany personnel, agents and brokers will 
be required. This new program, so suc- 
cessfully developed over the years in 
the life insurance branch of insurance, 
warrants strong backing. The need for 
such an Institute has developed over the 
years. Now it been brought to 
reality. Its success depends in large 
measure upon wholehearted cooperation 
already pledged by those segments of 
insurance associated with formation of 
I. I. I. and also upon backing by others 
in property-liability insurance who stand 
to be direct beneficiaries of a broad 
public relations program. 


has 





Mel Allen, well-known sportscaster, 
has been elected a director on the board 
of American Investment Insurance Co. 


of Virginia. 
* x 


Bernard C. Stinner has been appointed 
insurance manager for The National 
Supply Co. at Pittsburgh. He will be 
responsible for the administration of 
all company insurance programs. Mr. 
Stinner started with the company in 
1955 as a member of its training pro- 
gram for college graduates. He has had 
several assignments in the accounting 
department, including a year at the 
Ridgewood ordnance plant as an ac- 
countant and statistician. 


























ARTHUR H. LANG 


The pictures of Arthur H. Lang and 
Daniel S. Sterling shown above, were 
transposed in The Eastern Underwriter 
of October 16. Mr. Lang, who is vice 
president in charge of New York City 
office of National Union of Pittsburgh, 


was formerly assistant United States 
manager of the Sun-Atlas-Royal Ex- 
change companies in New York. He 


entered insurance in the Charles Burke 
agency in Newark in 1932, going with 
the Royal Exchange a year later. 




















DANIEL S. STERLING 





Mr. Sterling is vice president 












writers. 


of the society, 
large insurance center at the 1964 World 
Fair. Mr. Sterling is also a partner o! 
ee Underwriters Agency, 
Hills, N 2 ¥. 











Alfred I. Jaffe will be the guest of 
honor at the dinner given by the Gen- 
eral Insurance Division of the Federa- 
tion of Jewish Philanthropies on Novem- 
ber 24 at the Hotel Astor. Mr. Jaffe, 
who is engaged in many philanthropic 
endeavors, lead the division’s 1958-59 
campaign. The tribute will be paid him 
for his many years of devoted service. 
Announcement of the dinner and desig- 
nation of the guest of honor was made 
by Charies H. Lempert, chairman of this 
year’s General Insurance campaign for 
Federation. 

kK ok x 


Arthur A. Porter, vice president and 
media director for J. Walter Thompson 
Company, has been named chairman of 
the advertising and publishing group of 
the United Hospital Fund’s 80th annual 
appeal in Manhattan and The Bronx. 
Appointment was announced by William 
P. Worthington, chairman of the busi- 
ness and professional division. Mr. 
Worthington is president of Home Life 
of New York. 

a a 


H. Bruce Palmer, president Mutual 
Benefit Life; H. Ladd Plumley, presi- 
dent State Mutual Life; and Murray A. 
Baldwin, vice president American Life 
and Casualty of Fargo, N. D. are all 
members of the important nominating 
committee of U. S. Chamber of Com- 
merce. 

ok * * 


Rolland F. Hatfield, manager of North- 
western National Life’s pension and tax 
department, is one of Minnesota’s dele- 
gates to the 1959 National Tax Asso- 
ciation Conference in Houston this week 
at the invitation of Governor Orville L. 
Freeman. Mr. Hatfield has also accepted 
the governor’s appointment as a public 
member of the state’s Department of 
Taxation Task Force, which held its 
first meeting October 28. Departmental 
task forces are a part of the Min- 
nesota Self Survey, a project originally 
set up in 1955 to improve the administra- 
tive operations of the state. 





CHARLES N. BARTON 


Charles N. Barton, president of they 


Charles B. Knight Agency, Inc., has beet 
named chairman of the Insurance Div- 
sion of the New 
Rheumatism Foundation for 1959-60. Mt 
Barton is leading the Foundation’s catt- 
paign in the insurance field for funds 10 
support the fight on arthritis, the nation’ 
most widespread chronic . disease atl 
No. 1 crippler. The foundation’s pro 
gram consists of support of researc! 


projects to find the cause and cure 0% 


the disease, services to patients throug! 
clinics, physical and vocational rehabil 
itation, 

patients, 
and the general public. 








of the 
Long Island Chapter of the Society o 

Chartered Property and Casualty Underfl 
He has been named chairman of, 


the World’s Fair Insurance Center Con. 
mittee, created by the board of director 
which aims to erect ; 
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A Great Press Conference 


What is regarded as one of the most 
successful press conferences held about 
insurance was that of Institute of Life 
Insurance (spokesman for life insurance) 
at its offices, 488 Madison Avenue, New 
York City. Taking place on Friday, Oc- 
tober 16, its objective was to brief the 
news field about the “Body Build and 
Blood Pressure” study made by Society 
of Actuaries in cooperation with Associa- 
tion of Life Insurance Medical Directors. 
This study lasted four years. Current 
chairman of the actuaries’ “committee on 
mortality under Ordinary life insurance 
and annuities” is Edward A. Lew, 
Metropolitan Life, vice chairman being 
Alton P. Morton, second vice president 
and associate actuary, The Prudential. 
Current chairman of mortality committee 
of the medical directors is Dr. John J. 
Hutchinson, medical director of New 
York Life. 

Mr. Lew was chief spokesman at the 
Institute’s press conference. News people 
attending were representatives of scien- 
tific and medical journals as well as 
editors and reporters of Newsweek, 
Time, New York Times, New York Her- 
ald Tribune and some other publica- 
tions. 

The subject of longevity and effect on 
tenure of life of such physical conditions 
as overweight, underweight and = 
blood pressure diseases is regarded al- 
ways as important news by daily papers 
and magazines. Newsmen at the Insti- 
tute’s conference soon began a barrage 
of questions to clarify details of the 
study of the actuaries and medical di- 
rectors, which was approximately 250 
pages of type, including many tables of 
figures and percentages. 

The release date for newspaper publi- 
cation was four days after the date of 
the press conference. The daily news- 
paper coverage was tremendous all 
through the United States and the news- 
papers are still running some facets of 
the study. This is being followed by 
articles in scientific, medical and insur- 
ance journals. At the conference Chair- 
man Lew, bombarded with questions by 
reporters, proved a gold mine of infor- 
mation. 

Incidentally, a long article on the sub- 
ject of the study was printed by The 
Wall Street Journal a day before other 
stories appeared. However, that pap.r 
was not “beating the gun,” as reporter 
Vinton McVicker, who had gotten wind 
of the study,.went into the street and 
did a remarkable exhibition of lez work 
in interviewing by personal visit or tele- 
Phone many home office managers of 
Selection of risks or medical division 
people. The article he turned out was 
one of the best human interest stories 
yet written in covering an -insurance 
development. 

Theme of McVicker’s article was that 
it is now possible for almost anybody to 
get life insurance despite the fact that 
he may be or has been suffering from a 
blood disease or some other ailment, 
often of a serious nature. There are ex- 
ceptions: too much overweight or un- 
derweight ; possessing questionable moral 




















or regarded by the life com- 


character ; 
panies as being over his head in debt 
with no chance of getting back on his 


feet financially; or has an affliction 
demonstrating he has not long to live. 


* * * 


New York’s Best Restaurants 


The writer is frequently asked what are 
the best restaurants in New York City— 
French, Italian, American, Spanish and 
other cuisines. The 50 leading restau- 
rants in New York which will meet any 
cuisine information requirements of vis- 
itors to the city will be found in the 
October issue of the magazine Holiday. 


* * * 


Whyte’s Half a Century 


Whenever 95% of the patrons of the 
ground floor of a New York restaurant 
are men it’s a tip-off that the food and 
the drinks are good. That’s the situa- 
tion in Whyte’s Restaurant at 145 Fulton 
Street on the edge of the insurance dis- 
trict and a few doors from Broadway. 

The restaurant is now celebrating its 
0th birthday. It started in the location 
it has occupied ever since when Edward 
Whyte, who came here from St. Louis 

‘ith his wife and four sons opened the 
joan to the public. Edward took over- 
all charge of the restaurant, his wife was 
superintendent of the kitchen and these 
were the functions at the restaurant di- 
rected by the sons: Frank, buyer of 
supplies; Neil, head of the office; Joe, 
in charge of the dining room; and Ed- 
ward, Jr., chief of the kitchen. 

Frank, the last of the Whytes, died in 
1943, since which time the present owner 
has been Ray Hopper, who began work- 
ing for the Whyte family two decades 
ago. Mr. Hopper came to the restaurant 
after being purchaser of food supplies 
for the Hamburg American and North 
German Lloyd lines which, between 
them, operated 15 ships which made 
New York a port of call or a principal 
port of embarkation. 

Insurance men form 20% of the pres- 
ent clientele. A number of the insur- 
ance organizations having luncheons or 
dinner at Whyte’s, includes National 
Bureau of Casualty Underwriters, which 
has as many as 150 at noon-hour affairs 

Another recurrent luncheon is that of 
New York alumni of Harvard School of 
Business Administration. 

When the Gourmet Club of New York 
gave a luncheon at Whyte’s this month 
the guest of honor was Roy W. How- 
ard, publisher of New York World Tele- 
gram and Sun, and the chief speaker 
was the newspaper humorist-caricaturist, 
Harry Herschfield. 

A Thursday luncheon at Whyte’s ‘has 
as its guests 100 stock brokers. It is an 
association of customers’ men from the 
financial district. 

A dinner of 200 is held by the 
comptrollers association. 

Occasionally, a jury’s panel comes for 
luncheon between sessions at the courts 
around Foley Square. Numerous judges, 
court officials and representatives of the 


bank 





Government agencies are among patrons 
of the restaurant. 

Oldest waiter, John Gauliotis, who has 
been on the job at Whyte’s since the 
restaurant opened, says that men still 
like the staple foods which King Henry 
VII preferred: roast beef, chops, corned 
beef, chicken and beef potpies and steak. 
Currently most are specialties of the 
house on a particular day of the week, 
although roast beef and chops are always 
on the bill. 

Emanuel Morris, 30 years’ with 
Whyte’s, was asked by the writer if it 
were ever hinted to a guest that he was 
occupying a table for what a waiter 
might think was too long a period. He 
was shocked. “We never tell a guest 
that we wouid prefer that he vacate a 
tib.e because somebody else is waiting 
for a seat.” : 

Whyte’s makes its own pastries, bread 
and ice cream. Most of the women who 
come to Whyte’s eat on the second floor, 
which is a large restaurant also. 

When Whyte’s began half a century 
ago, every restaurant, hotel bar and just 
plain saloon had a free lunch, some with 
food of great variety. Then the free 
lunch became only a memory. Whyte’s 
has continued to serve a free lunch in 
the bar, now largely consisting of ham, 
crackers and cheese. But now in late 
afternoon, as people in the insurance 
and financial district come into the on 
for a visit before taking the subway, o 
to eat dinner, the free lunch yn 
until the following day. 


> a. £ 


Selling Gargoyles in Newark 


The gargoyles on the wing of a home 
office building of The Prudential in New- 
ark (which building is being demolished 
and will be replaced by a modern struc- 
ture) are being offered for sale. Seller 
is the Cleveland Wrecking Co. of Cin- 
cinnati, which is handling demolition of 
the building. In all, there are four full 
gargoyles and 32 gargoyle faces offered 
for sale. 

This story has caught the fancy of the 
press and radio. United Press Interna- 
tional sent a story throughout the coun- 
try. New York Times will run a Sunday 
feature about it. Dorothy and Dick, 
radio commentators, made gargoyles the 
subject of a breakfast talk. 

Originally, a gargoyle was in reality a 
water spout, often terminating in a 
grotesque head of an animal or human 
with open mouth through which was pro- 
jected the carrying off of rainwater. The 
gargoyles were constructed on cornices 
projecting from the gutter of the roofs 
or upper reaches of a building, some- 
times of a cathedral. They were par- 
ticularly useful for protecting these 
roofs, mostly on churches or cathedrals, 
which would have been damaged if the 
rainwater were allowed to remain on the 
roofs. The term is applied more espe- 
cially to medieval work, but throughout 
all ages some means of throwing the 
water off the roofs, when not conveyed 
to gutters, has been adopted. In ancient 
Egypt there were gargoyles to eject the 
water used in the washing of sacred ves- 
sels which would seem to have been 
done on the flat roofs of the temples. 
In Greek tempies the water from the 
roof passed through the mouths of lions 
whose heads were carved or modeled in 
marble or terra-cotta on the cornices 
of buildings. At Pompeii large numbers 
of terra-cotta gargoyles have been 
found which were modeled in the shape 
of various animals, 


* * * 


Julian Carr Makes Change 


Julian Carr of the New York Bar has 
become associated with the firm of Wat- 
ters & Donovan, 161 William Street, New 
York. A graduate of Georgetown Col- 
lege, class of 42, he spent four years in 
the Navy, two of which were in subma- 
rine service. He is now a commander 
in the naval reserves. After the war, 
Mr. Carr entered Fordham Law School, 
graduating in class of 748. Before be- 
coming affiliated with Watters & Dono- 
van he was a member of legal depart- 
ment of the United Fruit Co. 


Death of James E. Baum 


James E. Baum, 71, former deputy 
manager of the American Bankers Asso- 
ciation in charge of its insurance and 
protective committee, died this month 
in Flower and Fifth Avenue Hospital 
from a heart ailment. 

Mr. Baum, who retired in 1955 from 
ABA active service, joined the associa- 
tion in 1924 as deputy manager in charge 
of the protective department and sec- 
retary of the insurance committee. A 
native of New York he attended Whar- 
ton School, University of Pennsylvania. 
Before he came with ABA he spent sev- 
eral years in the Far East as a travel- 
ing auditor for American firms and had 
later been associated with the Interna- 
tional Chamber of Commerce and the 
National Retail Dry Goods Association. 

In 1953 Mr. Baum was named by the 
Federal Reserve System in response to 
a request from the Central Bank in El 
Salvador to give advice on bank pro- 
tective measures. He spent two weeks 
with bankers in the city of San Salvador 
planning protective measures to be or- 
ganized among banks. 


* * * 


Most Noted Automobile Editor 


Hal Foust, automobile editor of Chi- 
cago Tribune, is the best known auto- 
mobile editor on a daily newspaper. He 
has held that post for 30 years. When 
he was appointed by the late Colonel 
Robert R. McCormick, his instruction 
was, “Write articles which will enhance 
the pleasure and utility of automobile 
ownerships.” Since then he has trav- 
eled a million miles in preparing such 
articles. 

“I write from the standpoint of the 
automobile customer and not the auto- 
mobile salesman,” he said to Editor and 
Publisher, which recently printed a page 
story about Foust. “Such an approach is 
diametrically opposite to most automo- 
bile editing. If not opposite, it is — 
tainly different,” he said to the E. and 
P. reporter. 

Nearly every year Foust tours from 
coast to coast in observing highway im- 
provements. Always he has made a 
point of emphasizing safety. His stories 
in the ’20s telling of stop-and-go driving 
while the radiator boiled and tempers 
wore thin on the two-way lane highways 
radiating out of Chicago helped the leg- 
islature see the need for wider roads 
and more frequent grade separations. 

“In 1937 Foust trailed Governor Henry 
Horner and members of the legislature 
to show they also exceeded the outmoded 
45 miles per hour speed limit on the open 
road. His stories helped change a law 
too often used in shake-downs of motor- 
ists driving safely at more than 45 miles. 
Also, in the ’30s he helped expose ticket 
fixing scandals.” 

Commenting on drivers, E. and P. 
quotes Foust as saying: “All safety en- 
gineers agree that the attitude of the 
guy behind the wheel is as important as 
the condition of the car as far as safe 
driving is concerned. It’s the difference 
between being drunk and being sober. 
A safe driver is courteous, considerate 
and unselfish in his driving manner, In 
racing events it’s the bully who crowds 
out his fellow drivers to win on the road. 
The ibully, as a race driver, is glorified. 
He picks up the money, gets the big 
headlines and is emulated by juvenile 
drivers.” 

Foust was graduated from a Chicago 
high school, worked on a large number 
of newspapers before joining staff of 
Houston (Texas) Press, where the was a 
police reporter, when he joined the staff 
of Chicago Tribune as a general assign- 
ment reporter. 

A war correspondent in World War 
II, he crossed the Rhine with a British 
parachute division ahead of General 
Montgomery’s British Second Army; 
witnessed campaigns in Czechoslovakia, 
and was with American forces during the 
last fighting in Europe. He also was a 
correspondent in Korea and Japan at a 
later date. 
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CPCU Conferment 
Meeting in New York 


DESIGNEES RECEIVE DIPLOMAS 





Leona Seldow Presides as President of 
N. Y. Chapter; Dr. Overman Presents 
Diplomas; Deputy Alford, Speaker 





and 
and 


More than 20 insurance men 
women from the New York area 
Long Island who successfully passed the 
difficult examinations for designation of 
Chartered Property Casualty Under- 
writer received such CPCU designations 
at a luncheon sponsored by the New York 
and Long Island Chapters of the So- 
ciety of Chartered Property and Cas- 
ualty Underwriters at the Hotel Astor 
on October 22. Leona Seldow, president 
of the New York Chapter, presided, with 
Dr. Edwin S. Overman, assistant dean, 
American Institute for Property and Lia- 
bility Underwriters, presenting the di- 
plomas to the successful candidates. W. 
Irving Plitt, vice president of the At- 
lantic Companies, gave the invocation. 

Chairman of the committee on ar- 
rangements for this affair, attended by 
more than 300 persons, was John W. 
Specht, and serving with him were Mel- 
vin A. Holmes, A. Leslie Leonard, Glenn 
D. Schwenker and Eugene A. Toale. 
Other officers of the New York Chapter 
are Henry A. Herman, first vice presi- 
dent; Mr. Holmes, second vice presi- 
dent; Robert W. Daum, secretary, and 
Mr. Schwenker, treasurer. Lawrence C. 
McCaffrey is president of the Long |s- 
land Chapter, with Daniel S. Sterling, 
vice president; Loren W. Smoyer, sec- 
retary, and Matthew Lenz, Jr., treas- 
urer, 

Names of Designees 


Designees for 1959 who received di- 
plomas were from New York Chapter: 

John J. Buda, American Reciprocal 
Insurers; Richard B. Cantrell, Pan 
American International Oil Company; 
Sidney E. Clark, Aetna Insurance Com- 
pany; John H. Conneely, Royal-Globe 
Insurance Group; William P. Dwyer, 
America Fore Loyalty Group; William 
L. Foster, Buffalo Insurance Company; 
Leonard P. Garry, Alexander and Alex- 
ander, Inc.; Joseph F. E. Higgins, Aetna 
Insurance Company; Irving Jacobs, City 
College of New York; William T. Lyons, 
C. I. T, Financial Corporation. 

Also John C. Morrison, American Re- 
ciprocal Insurers; Richard L. Parmett, 
Aetna Casualty & Surety Company; 
Margery Redfern, Alexander & Alexan- 
der, Inc.; Patrick J. Ryan, America Fore 
Loyalty Group; Alfred Schauer, 
broker; Harry G. Smith, Jr., Herbert L. 
Jamison & Company; Richard A. Smyth, 
Travelers Insurance Company; Richard 
— Wagoner, Jr., Standards Brands, 
nc. 

American Reciprocal Insurers, Actna 
Insurance Co., Alexander & Alexander, 
Inc., America Fore Loyalty Group and 
Travelers each had two designees. 

Long Island Chapter: Walter P. Gover, 
agent; Kenneth A. Hecken, The Trav- 
elers Insurance Company; Jay S. Rosen- 
thal, agent and broker; Carl Roth, 
Kleiner-Roth Company; Richard A. 
Westphal, F. J. Flynn Associates, Inc. 

Newell G. Alford, Jr., Deputy Super- 
intendent, New York Insurance Depart- 
ment, addressed the meeting on problems 
of dividends by licensed casualty insurers 
writing participating policies. He dis- 
cussed classification of risks and policy- 


holders for dividend purposes and cited 
safety group dividend plans, now in an 


experimental stage. One question is 
whether dividend payments should con- 
tinue to be regulated in the present 
way, or made more uniform, detailed or 
changed altogether, 


70 Agents Attend Fall 
School of Hartford Fire 


Seventy insurance agents from 27 
states and Canada are attending the first 
fall session of the Hartford Fire Insur- 
ance Company training center. The 
month-long intensive course of study 
covers all forms of fire, marine, casualty 
and accident and sickness insurance, 
fidelity and surety bonds, and home and 
community fire prevention methods. 

One husband and wife business “team,” 
Mr, and Mrs. Gillis Johnson of Okla- 


—<—<—— 


homa City, are among those attending 
the opening session * | the 1959-60 sea- 
son. Those attending the training cep. 
ter from the Eastern department are: 
Maine, O. William Robertson, Port. 
land; Maryland, Michael H. Yerman 
Baltimore; Massachusetts, Neil \ 
Blume, Lowell; New Hampshire, Lester 
B. Tobey, Hampton; New Jersey, Bruce 


Cromey, Cranford; Lewis E. Willis, 
Bridgeton; Joseph A. Hill, Harvey 
Cedars. : 


Also New York, Boyd B. Corliss, 
Ithaca; William C. McVaugh, Jr., Bing- 
hamton; Herbert H. Wright, New York 
City; R. Martin Hanafin, Endicott; 
Peter L. Parke, Buffalo; Pennsylvania, 
Thomas W. Davis, Factoryville. 
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THEN, FOLLOW-UP 





1. SECOND PICTURE ater the loss hos been 
adjusted or repoirs completed, get a second pictwre 
the scene, (Make sure you get another release.) 

























































Every loss can lead 


to new premiums for agents 
of The Home Insurance Company 
with this new fully integrated 


loss-claim kit. 
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State Agent Minter will continue to 
make this headquarters in the Raymond- 
Commerce Building, Newark. 

William H. Williams is advanced to 
state agent in charge of the Baltimore 
field office. The territory covers Mary- 
land, District of Columbia, Kent and 
Sussex counties, Delaware; Arlington 
and Fairfax counties in Virginia. Mr. 
Williams was graduated from the Whar- 
ton School of Accounting and joined the 
company in 1954. He was appointed spe- 
cial agent in 1956. He will continue to 
make his headquarters at 210 East Red- 
wood Street, Baltimore. 

Donald S. Woerner has been appointed 
state agent in charge of the north Kan- 


sas field. He received his Bachelor’s 
Degree in insurance at Indiana _Univer- 
sity and since graduation in 1950 has 
spent his entire business career in the 
underwriting and production of property 
and casualty insurance. He will make 
his headquarters in the company’s Kan- 
sas City, Mo., district office. 

Jack= LE. Stiegelmeier has been pro- 
moted to state agent in New Mexico. He 
is a graduate of Colorado College and 
the University of Colorado, and joined 
the company in 1955. After graduating 
from the home office field training pro- 
gram, he was transferred to Mountain 
States district office in Denver. He was 
appointed special agent in New Mexico 
in 1956. 





, 1959 

——. 

ending | PHOENIX STATE AGENTS NAMED 

Sea- 

'S Cen- F yinter Advanced in New Jersey and 
are: Williams at Baltimore; Woerner in 
Port- Kansas; Stiegelmeier i in N. Mex. 
i The Phoenix of Hartford Insurance 
Lester | Companies announce the promotion of 
Bruce William O. Minter, Jr., to state agent in 

A Mc. the Newark, N. J., district office. Mr. 

ps Minter was graduated from Trinity Col- 

Corliss, Flege and joined the company in 1951. 
 Bing- [after graduating from the home office 
York feld training program, he was appointed 
dicott; : F ae 
Avania. | special agent in Maine in 1954, and was 

’ Tiransferred to the Newark office in 1955. 
eo 

















Advertising 
release form. 


Direct mail 
letters. 


Radio 
Commercials. 


FHOME 


he Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 





Sample newspaper 
publicity story. 





New Home Kit tells “How to Do It” — 
pps out the procedure to follow—step by step. 


You can’t always prevent your customers from 
having losses—but here’s the next best thing. 
With the new Home “‘loss-claim” kit you can 


dramatize the need for insurance, demonstrate the 


value of your own services. It shows you how to 
use the spotlight of public interest to carry your 
selling message. See your Home fieldman or write 
to the Advertising Department of The Home 
Insurance Company for your kit. Keep it ready 
for the day when it can help turn losses into 


profits for you! 


Grusrance Company 


Property Protection since 1853 





Leaders at Luncheon of 
New York Agents Meeting 





Joseph F. Carlino, Speaker of the New 
York State Assembly, left, addressed the 
luncheon session of the down-state meet- 
ing of the New York State Association 
of Insurance Agents last week at Gar- 
den City, Long Island. On the right 
is Insurance Superintendent Thomas 
Thacher, who spoke at the afternoon 
session, ‘and in the center is George A. 
ikramer, Jr., regional vice president of 
the New York State Association and co- 
chairman of the convention committee. 





Crum & Forster Cos. Elect 
E. W. Church Vice President 


Edward W. Church, who first began 
his career at the New York office of 
Crum & Forster in 1923, has been 
elected a vice president of Crum & 
Forster, United States Fire and West- 
chester Fire. He has been manager of 
Crum & Forster’s Pacific department 
since January 1, 1958, and will continue 
in this capacity. 

Mr. Church went to the San Fran- 
cisco office in 1937 as general adjuster 
for the department. Prior to his ap- 
pointment as Pacific department man- 
ager, he served as agency superintendent 
and assistant manager. He has also 
been active in official capacities with 
various insurance organizations. 

During World War 11, Mr. Church 
served with the Air Force in the Euro- 
pean theatre. 





John O. Bain Heads 
Glens Falls Agents 


At a recent meeting of the Glens Falls 
Insurance Board of Glens Falls, N. Y., 
the following officers were elected for 
the coming year: President, John O. 
Bain, Adirondack Underwriters Agency ; 
vice president, Elizabeth Cooney, Cooney 
Agency; secretary, William P. Leonard, 
Spain Agency; treasurer, Harry Theo- 
bald, Loomis Agency; executive commit- 
tee, Daniel Shine, Shine Agency; War- 
ren Rouillard, Cool Agency, and Robert 
Duffy, Carson- Duffy Agency. 





Syracuse Women at 
Glens Falls Meeting 


Several members of the Syracuse 
Women’s Association took an active 
part in the mid-year meeting of the Fed- 
eration of New York Insurance Women’s 
Clubs’ gathering at the Queensbury 
Hotel in Glens Falls, N. Y., on October 
16-17. Syracuse President Luella Kempf 
was an official delegate as well as the 
vice president of the Syracuse club, 
Catherine Polimeni. 

Irene Dickinson represented the group 
as chairman of the organization and 
membership committee chairman, Doris 
Phelps gave a review of the president’s 
report. 

Others attending from the Syracuse 
club were: Helen Commins, Elsa Bailer, 
Gertrude Seymour, Frances Richards, 
Marguerite Fitzpatrick and Veronica 
Kavanaugh. 




















Insurance Information Institute; 


Its Concepts and [ts Opportunities 


By Rotanp H. Lance 
President of the I. I. I., Vice President, Hartford Fire Group 
Roland H. Lange, president of the newly formed Insurance Information Insti itute, 


which is expected to begin operations before the end of this year with headquarters in 
New York City, outlined in some detail the concepts and opportunites of I. I. I. in a talk 


made before the annual meeting of the Pacific Fire Rating Bureau on October 23. 


Mr. 


Lange is also assistant to the president, and vice president of the Hartford Fire Insurance 


Company Group. The I. 1.1. 2 


will soon announce selection of a ge neral manager and mem- 


bers of the operating staff. Mr. Lange’s address follows nearly in full : 


‘More than a year ago framers of the 
constitution of the Insurance Informa- 
tion Institute set down in words the 
spirit and discussions which had pre- 
ceded that meeting for more than a 
year. Voluminous though the records 
were of those committee sessions, the 
constitution and its accompanying report 
read simply. The purpose of the or- 
ganization was stated in a few words— 
that it shal] be “to attain better under- 
standing and acceptance of the insurance 
business.” 

The charter members of the Institute— 
all vitally concerned with the welfare of 
their respective branches of the busi- 
ness— were the Association of Casualty 
and Surety Companies, National Board 
of Fire Unnderwriters, Inland Marine 
Underwriters Association, Inland Marine 
Insurance Bureau, Surety Association of 
America, National Bureau of Casualty 
Underwriters and National Automobile 
Underwriters Association. Since then, 
Inter-Regional Insurance Conference has 
been elected to membership. These asso- 
ciations, in turn, represent some 300 
member companies. 


Objectives of I. I. I. 


The report which accompanied _ thc 
constitution recommended that “the In- 
surance Information Institute shall have, 
on behalf of its supporting organiza- 
tions, jurisdiction of public relation mat- 
ters for al] lines of insurance, other than 
accident and health and life insurance, 
such as casualty, fidelity, automobile, fire, 
inland marine, surety and any combina- 
tion thereof.” 

It also stated that “the term ‘public 
relations’ as used shall include all the 
communications, tools and techniques 
which contribute to a more sympathetic 
attitude on the part of the general pub- 
lic toward our business. The institute 
shall be charged with determining those 
areas of public misunderstanding most 
needful of attention, both immediate and 
long range, and with recommending 
those public relations devices best suited 
to the accomplishment of each objec- 
tive. 

These might include any combination 
of such tools as news releases (pub- 
licity), paid advertising, motion pictures, 
public speaking rostrums and_ similar 
media. The institute shall not have jur- 
isdiction over the technical activities of 
the member organizations, such as in 
the field of accident and fire prevention, 
claim or loss procedure; however, the 
closest possible coordination will be 
maintained in order that (a) loss preven- 
tion activities be planned with public 
relations in mind, and (b) such activities 
receive the fullest exploitation through 
the institute.” 


What Institute Is to Do 


In carrying out this program, the re- 
port recommended among other things 
that the institute shall: 

a) Handle publicity in connection with 
rating information for the rating bu- 
reaus of which its subscriber companies 
are members. 

b) Concentrate on building good will, 
acceptance and understanding for the in- 
surance business, rather than engaging 
in narrow activities, such as those de- 
signed to convince the public of the ad- 
vantages of coverages. 

c) Function through and coordinate 
the activities of such regional and state 
offices as are determined to be neces- 


sary. 





d) Refrain from lobbying activities, 

e) When the interests of the insur- 
ance business as a whole can best be 
served by so doing, cooperate with other 
insurance organizations. 

f) Counsel with management of com- 
panies, rating bureaus, insurance trade 
associations, and with company repre- 
sentatives to improve public understand- 
ing for and acceptance of the insurance 
business. 

gz) Serve as a clearing house of facts 
and figures of public interest about the 
insurance business, other than life 

With this brief outline of the purpose 
and duties of Insurance Information In- 
stitute, let us examine some of these 
“attitudes” and “misunderstandings” as 
well as some of the “facts” and “tech- 
niques” referred to and thereby perhaps 
bring into sharper focus the golden op- 
portunities and challenges which lie 
ahead for Insurance Information Insti- 
tute. 

Public Attitude 


Illustrative of the “attitudes” which 
have brought deep concern to the fire 
and casualty insurance business in recent 
years is the trend upon the part of some 
of the public toward acceptance of a 
double standard of morals whereby the 
normally honest person finds it not too 
anguishing to his conscience to be a 
party to the securing of a claim payment 
beyond the proper amount due him ox 
payment not due him at all. 

Another attitude in the same category 
is the lack of interest on the part of 
some of the public in personal loss pre- 
vention, be it in the area of fire hazards, 
keeping valuables under lock and key, 
removing temptations from employers, or 
in the application of rules of safe vehicle 
operation to themselves. In the automo- 
bile insurance field alone these “atti- 
tudes” have no doubt’ contributed 
significantly to the billion dollar under- 
writing loss which the industry has ex- 
perienced in the past dozen years. The 
effect has been felt in every other field 
of insurance. 

Perhaps this phenomenon reflects the 
public’s attitude toward “big business” 
where in the courtroom or in the privacy 
of our mind, an ethic has developed 
which looks upon relations with a cor- 
poration as something separate from 
normal conduct, Perhaps our advertising 
has been too effective in developing a 
“claim consciousness.” Whatever the 
causes, clearly there is a need in this 
case to educate the public that in the last 
analysis it shoulders the burden through 
future increases in its insurance cost. 

The American people are eminently 
fair; they generously defend the free 
enterprise system and the right of busi- 
ness to make a fair and reasonable profit. 
Our problem and challenge, then, is to 
determine the best ways in which to 
have them listen to our side of the insur- 
ance story, in order that the various 
attitudes will fall before the most dis- 
arming of all weapons—fact. We have 
seen instance after instance throughout 
the country where objective presenta- 
tion of insurance facts in a fair and 
dignified manner has won over public 
misunderstanding. 

This is the stuff of which public rela- 
tions are made—not pageantry nor press 
agentry. Attitudes, if they are to be 
molded for the years ahead, must be 
founded on a sound, factual and sus- 
tained program which can be interpreted 
adequately for us in every area to meet 





each local practical situation as well as 
to minister to the long range general 
needs of our business. 


Education 


A characteristic of public relations is 
its role in education. In order to serve 
its purpose it must bring to bear a deep 
study of human psychology in order to 
fulfill its responsibility of acquainting the 
public with actual knowledge concerning 
useful things or ideas. This significant 
social and economic role leaves no room 
for complacency. There must be a 
never-ceasing quest for ways and means 
to enlarge the understanding of the pub- 
lic as to all aspects of the insurance 
business—and how it touches the public— 
for example, the lesser increase in cost 
of insurance as compared to other in- 
creases in the economy, the general 
background of rating and reasons for 
any proposed changes thereof, the com- 
position of the premium dollar, and so 
forth. 

Here our public consists not only of 
the general insurance-buying public and 
those directly associated with insurance 
incompany and service ranks but, also, 
those who teach insurance, those who 
regulate it in each state and those who 
are elected or employed to make and 
carry out the laws of the land. Certainly 
these people need and deserve all the 
information and education we can place 
in their hands in order that they may 
carry out intelligently their important 
responsibilities. 

There is also the need to speak and 
think and educate in the varied lan- 
guages of such segments, vocationally 
and geographically. The words, thoughts 
and understanding of the employe, the 
producer, the adjuster, the educator, the 
elected representatives of the people— 
not to mention the policyholder and 
stockholder—all ‘have their own views and 
ends. Each must be understood and a 
proper form of communication found and 
developed with them. This condition 
applies equally to geographical areas of 
this great country of ours where varying 
backgrounds, attitudes and circumstances 
require a localized or individual approach 
in many instances. 

This can best be accomplished, in our 
opinion, through regional staffs working 
effectively within the framework and 
pattern of a centralized facility. The 
combination will, we believe, provide a 
powerful, coordinated force whose impact 
on both national and local levels will 
bethe more effective because of its cor- 
related efforts. 


Concepts of I. I. I. 

While the casualty public relations 
efforts have been traditionally central- 
ized with regional offices effective oper- 
ating for it in key geographical sec- 
tions, the fire business has up to this 
time carried on its public relations work 
through autonomous regional associa- 
tions ‘having a loose liaison with the Na- 
tional Board of Fire Underwriters. This 
has worked very well over many years 
as clearly evidenced by the eminently 
constructive programs developed by the 
underwriters associations and the state 
field clubs under their direction. The 
many accomplishments of these organ- 
izations and their individual participants 
throughout the country speak more elo- 
quently of their success than anything | 
may add and we express to each and all 
our deep gratitude and awareness for 
their unstinting efforts. 

With the trend toward consolidation of 
fire and casualty activities, both as to 
policies and companies, it became in- 
creasingly desirable and necessary to 
parallel this direction of things in the 
public relations area. Our interests had 
become so common it was felt that 
clearly a great deal more impact could 
be obtained if the several public rela- 
tions program were united—and, in 
addition, a significant reduction in ex- 
pense could be realized if overlapping 
and duplicating efforts could be elimi- 
nated. 

We look upon this unification of the 
industry’s public relations work as a 
long forward step to recognition of the 
ever-increasingly important role of our 
relations and contacts with the public— 
and can assure all those presently en- 






gaged in this significant work throughou 
the country of their continuing and jp. 
creasing importance as an integral Part 
of Insurance Information Institute. 
In short, we firmly believe that the 


“grass roots” approach must not and 
cannot be replaced in public relations 
efforts; it can, however, be strength. 
ened, given added direction and impetus 


as a part of a single framework within | 


the industry. Public relations now as- 


sumes its rightful place as a vital and} 


identifiable department of our industry 
activities. The capital stock insurance 
industry, other than life and accident 
and health, will have one voice to speak 
for it in matters of public communica- 
tion. 

We do not visualize it as a weak or 
indecisive voice. While we will em- 
ploy the “soft sell” rather than the 
“hard sell,” 


reprisal in the battle for an informed, 
alert public. 


Prevent Adverse Public Opinion 


For too many years we have waited 
until a problem has already become 
acute before we have made our appeal 
for public cognizance of the situation, 
For the constructive public relations of 
the future we must foresee and act be- 
fore we have a conflagration—we must 
effectuate a program of prevention 
against adverse public opinion. 

If our industry is alert, our rate- 
making organizations, our agents and 
brokers and our claims people must know, 
in advance, where the problems are tak- 
ing shape. We need not tackle the Her- 
culean task of reshaping the attitude 
of an entire state toward insurance rates, 
for instance, if we see the trouble spots 
first and move toward a full and frank 
disclosure of the elements causing these 
problems. 

In plain terms, we must inject some 
preventive public relations into our own 
business—heeding our own advocacy of 
fire prevention and traffic accident pre- 
vention—rather than bemoaning our fate 
after the calamity occurs and scurrying 
to do a “patch up” job when a_whole- 
sale refurbishing is indicated. In pur- 
suing a policy of preventive public rela- 
tions, we should be aggressive without 
being offensive, and ready for trouble 
wthout looking for trouble. 


Service Beyond the Contract 


One of the areas needful of further 
and continuing emphasis on the mind of 
the public is the hourly and daily bene- 
fits provided by insurance beyond the 
actual reimbursement made under the 
provisions of the contract. These “extra- 
curricular” or corollary contributions are 
readily acknowledged by specialists in 
their respective fields. The financial 
world recognizes the key place which the 
insurance industry tholds in the con- 
tinuation and growth of our economy 
through the steady flow of its funds into 
all avenues of industry as well as in 
providing the necessary collateral for 
credit. 

Those professionally interested in the 
conservation. of life, limb, liability and 
location acknowledge the invaluable 
services rendered on a year-round basis 
by boards, bureaus, associations and 
laboratories of the fire and casualty in- 
surance industry—as well as the com- 
panies themselves—in developing a and 
supporting improvements which result 
in the reduction of destruction, not to 
mention the reduction of insurance costs 
themselves. Sociologists will grant, and 
have freely done so, that insurance 1s 
one of the great contributing factors to 
a sense of well-being, a way of living 
which permits full enjoyment of daily 
pursuits because the transferable hazards 
of life have been removed from the it- 
dividual’s shoulders. 

Is it not time that we bring those 
facts out front and permit the public 
sce and hear of them as never before: 
Ours is a great service-performing in- 
stitution whose record is one of which 
we all can be proud—both in company 
and agency ranks—and this story beyond 
the contract is one that bears imprint 


(Continuéd on Page 25) 
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the fact rather than the § 
generalization, we shall not be trampled | 
by inaccuracies, emotionalism or fear of | 
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Mays Outlines Future Program of 


Inter-Regional Insurance Conference 


To Continue to Serve as Nationwide Advisory Organization in 
Field of Rate Making for Fire and Allied Lines; 
Beckwith Reviews Activities of Past Year 


Further data on consequences of the 
merger of regional insurance advisory 
organizations into Inter- 


insurance 
Regional Insurance Conference was 


revealed in reports to members of Inter- 
Regional at a meeting in New York City 
by retiring Chairman Milton W. Mays, 
vice president of America Fore Loyalty 
Group, and Manager R. M. Beckwith. 
By November 1 the mergers are ex- 
pected to be completed, from the legal 


MILTON W. MAYS 


standpoint, although the physical inte- 
gration, especially of units in New York 
City, will not have been made by that 
date. 

Public relations programs of Inter- 


Regional and of the Eastern Under- 
writers Association, Western Under- 
writers Association, South - Eastern 


Underwriters Association, Board of Fire 
Underwriters of the Pacific and Report- 
ing Form Service Office, are to be 
transferred to the new Insurance In- 
formation Institute. The last named is 
expected to be operating in the rela- 
tively near future. 

Regional Advisory Committees 
Speaking of the continuance of re- 
gional conference groups, Mr. Mays 
stated: 

_ One important feature of this organ- 
ization of Inter-Regional has been the 
recognition of the need for strong re- 
gional advisory committees to assist the 
Inter-Regional executive committee in 
performing its functions. Inter-Regional 
seeks to impose no rigid yoke of uni- 
formity upon the business with no regard 
for local conditions. 

“These advisory committees will pro- 
vide the regional and local contacts for 
Inter-Regional. It is their duty and re- 
sponsibility to. represent Inter-Regional 
at regional levels and to represent re- 
gional interests at the national level. 
They are charged also with the respon- 
sibility of maintaining orderly conference 
Procedures with regional conferences of 
Ocal agents as a supplement to the 
Well established and valued conference 
Procedure of Inter-Regional and the Na- 
tional Association of Insurance Agents. 
The Principle of rotation will be ob- 
served in the appointment of these ad- 
visory committees. 
Nationwide Advisory Body in Fire Rate 

ing 

“ . 

What kind of an organization is this 
new Inter-Regional anyhow? _ Inter- 
gional will continue to serve as the 





nationwide advisory organization in the 
field of rate making for fire and allied 
lines of insurance. It will also continue 
its interest in insurance contracts and 
rating practices and its recommendations 
will be transmitted directly to the au- 
tonomous fire insurance rate making 
bodies where in the final analysis such 
recommefidations must be considered be- 
fore adoption at the local level. The 
rate making functions of the local fire 





R. M. BECKWITH 


rate making bureaus have in no way 
been pre-empted or altered and it was 
not intended that this should happen. 

“The best technical and research tal- 
ent in the fire insurance business will 
be available through Inter-Regional and 
it is hoped and expected that this pro- 
gram will make the conference’s advis- 
ory services more useful than ever 
before to local fire rate making bureaus 
in their constant effort to establish real- 
istic rates for the benefit of the insur- 
ance buying public.” 


Beckwith on Rate Level Adjustments 
Reporting on various activities of 


Inter-Regional during the year Manager 
Beckwith stated: 

“The committee on rate level adjust- 
ments (which embodies also the com- 
mittee on term rule) thas been especially 
devoted in studying and guiding our ef- 
forts respecting the many problems in- 
volved in persuading the several fire 
rating organizations to test, adopt and 
implement the Inter-Regional recom- 
mended Procedure for Rating Bureau 
Review of the Over-all Fire Rate Level 
by State. This has involved repeated 
conferences with a committee of ac- 
tuaries as well as with rating authorities, 
both state and regional. 

“The procedure has been tested lo- 
cally by all fire rating bureaus; it has 
been implemented by only a portion of 
the bureaus and continuing studies and 
consultations are taking place with the 
ultimate end in view of achieving its ac- 
ceptance nationwide. 

“Our committees recognize that the 
procedure is not a static product, frozen 

(Continued on Page 28) 





Lange on Ill 


(Continued from Page 24) 


ing on the public’s mind. 

This leads naturally to another area 
needful of insurance information—the % 
million (so we are told) persons directly 
active in the administering, processing, 
sale and adjustment of fire and casualty 
insurance. - When multiplied by the 
numbers among their family and friends 
which they can influence this becomes 
indeed a significant and potent group to 
present accurately the industry’s record 
and position. I would go beyond the 
opportunities provided to inform these 
people. 

I would hope we could transform them 
—to have them understand rightly the 
calling of our business and to inculcate 
in them a sense of being a part of a 
profession which provides such an im- 
portant social and personal service, the 
performance of which should give all of 
us a very real sense of personal satis- 
faction. No more fertile field for build- 
ing a better understanding of our in- 
surance business awaits us than that 
among the fine people directly associated 
with our industry—and the results of 
such efforts will assuredly have not only 
long-range benefits but also immediate 
returns in improved morale, interest and 
high philosophical justification in what 
they are doing. 

In the announcement of the establish- 
ment of I. I. L.. it has indeed been pleasing 
to have heard from so many organiza- 
tions and individuals representing the 
“front-line” of our contact with the pub- 
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Dime,” but inside the store you can 
buy everything from furniture to com- 
plete wardrobes priced in dollars rather 


than cents. 


We in the insurance field can “trade 
up” too, by going after the better risks, 
large and small. Fact is, the less invit- 
ing lines usually end up with far more 





headaches in proportion to the effort 


you spend on them. 
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lic. To these representatives of agents, 
brokers, adjusters, fieldmen, insurance 
and general press, we give assurance that 
their expressions of interest and offers 
to assist are not only appreciatively re- 
ceived but will be called upon when I. 1. I 
is ready to operate on a complete basis. 


Composite Image 


In attempting to create a distinctive 
and positive brand image, the goals of 
marketing have been broadened beyond 
the functional stages of merely selling a 
product. The successful brand invariably 
possesses psychological meanings and di- 
mensions which can become just as 
meaningful to the public as the physical 
product, and through proper presentation 
may assume even a more important role 
than the functional element. 

This corporate or brand image is par- 
ticularly applicable to the insurance 
business where financial strength, sta- 
bility and peaceful mind are as important 
a feature to be registered on the public’s 
mind as the product itself. 

Insurance by its very nature must sell 
more than its physical products. It 
must sell the qualities behind the prod- 
uct which make up its personality—cre- 
ate an image in the minds of its various 
public which will accurately reflect its 
responsibility, strength, dependability, 
usefuless and necessity. While the end 
goal of all public relations is to obtain 
for its principal a favorable attraction 
and a fair share of the consumer’s spend- 
ing dollar, it must do so in an atmosphere 
which through dignity and accuracy and 
tactfulness will correctly reflect the 
spirit of this business of ours. 

This composite image of insurance is 
comprised of the many individual im- 
pressions made by every segment of 
the business—companies, producers and 
the services which carry out the re- 
quirements of companies and producers. 
Certainly we know that by and large the 
public points a salutary or an accusing 
finger at insurance as a whole. As a 
group we are often damned or lauded 
by the actions of any one of us or any 
section of the business. The need, there- 
fore, for an organized program through 
an instrument such as Insurance In- 
formation Institute becomes more 
apparent in order that our kind of com- 
panies may be properly presented and 
represented to the public and to be of 
assistance to the individual insurance 
companies intelling the story of insur- 
ance adequately under all circumstances. 

Insurance is a mighty symbol and fact 
which has been time-tried and catas- 
trophe-tested. It is our privilege to pre- 
sent its honorable story to all far and 
wide in keeping with the high calling 
and principles of our industry, 
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BROKERS HONOR H. J. JOHNSON 


President of Life Insurance [Institute 
Receives General Brokers’ Gold 
Medal; Pres. Haarman Reports 
Holgar J. Johnson, president of the 
Institute of Life Insurance, received the 
Gold Medal Award of the General 
surance Brokers Association at the an- 
nual dinner Tuesday night at the Statler 
Hilton Hotel. This award is presented 
for top service to the insurance industry, 
C. W. Haarman, Jr., of 
association, told 
“the efforts of the In- 
of which our 
the 


In- 


and President 
the brokers’ 

the banquet that 
stitute of Life Insurance, 
medal winner is president, in 
of curbing inflation is best described 


those at 


area 


dynamic.” 

In offering his report, President Haar- 
man commended the services of numer- 
ous members of the association, including 
Russell Wittpenn, dinner committee 
chairman; Charles Dorfman, journal 
committee chairman; Nat Greenbaum, 
invitation committee head; Joe Conroy 
and Marty Cowan, vice chairmen “of all 
committees,” and Henry Olshen, chair- 
man of the executive board. 

Speaking of the current problem of 
commission reductions, President Haar- 
man said: 

“Our association, and I personally, 
have some thoughts on these subjects 
and with respect to commissions, we are 
reluctant to feel that while the cost of 
doing business is inc reasing for insurance 
companies and other industries, the costs 
of the producer to provide his function 
is reducing. 

“We do not concur with the opinion 
of many who feel that the increase in 
premiums made necessary in most lines 
of ansurance because of poor experience 
should be offset and borne by the pro- 
ducer through the device of a reduced 
acquisition cost factor. 

“I am impressed with the tremendous 
benefits which would be derived by the 
entire industry if the energies of the 
independent producers were combined 
with the energy of the agency com- 
panies. I am also of the opinion that 
the combination of these forces and 
energies would provide beneficial effects 
to the insurance buying public which, 


Brokers Hear Johnson 


(Continued from Page 1) 


ress versus economic stagnation—one of 
‘standpatism’ versus change. I say 
that the real question is, and should 
be, how rates should best be made in the 
public interest. 

“It is axiomatic to say that in fire in- 
surance the catastrophe element looms 
large. By that I do not mean simply 
that disasters and calamitous losses of 
great ghraiteds occur in the fire insur- 
ance field—al though obviously this is 
ven the ordinary fire loss 
iadains large in relation to the premium 
charged, In fact, it would take several 

hundred years of premiums to pay for 
even the ordinary fire building loss. 

“Thus, the historical saying in the fire 
business is that the premiums of the 
many must pay the losses of the few. 
But what does that mean in terms of the 
recent Washington hearings? Simply 
this: that fire insurance rates thave to be 
made with a broad base if the public is 
to be adequately served. Rating organ- 
izations on the fire side were not just an 
historical accident—rather, they have 
been a public necessity,” Mr. Johnson 
stressed. 

Standardization Necessary 

“We all recognize standardization as 
being of extreme importance in the fire 
insurance business and of great public 
benefit. Not only do banks and other 
lending agencies depend in large meas- 
ure upon the standardization of insur- 
ance coverage but the public as a whole 
has learned to place instinctive reliance 
upon the appropriateness of the terms 
of coverage offered for sale—an at- 
tribute of the fire insurance business 
which is not only a great accomplish- 
ment in the public interest but also one 
which should be carefully preserved for 
the future. 

“Lest anyone think I am arguing for 
the preservation of the ‘status quo,’ I 
am not, because I favor as much as any- 
one in the business the orderly improve- 
ment of merchandising methods and rat- 
ing and marketing techniques. My plea 
is simply to allow these changes to take 
place gradually and in orderly fashion, 
never losing sight of the fact that insur- 
ance is a business impressed with a pub- 
lic interest, that the public is at all 
times dependent upon the availability of 
insurance coverage at fair, non-prohibi- 
























Vincent James, N. Y. 
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tee on laws of the National Board of 
Fire Underwriters, has taken a close in- 
terest in the Senate probe into fire in- 
surance and into statements by Mr. Mc- 


ugh. 

“IT should like to say that the stock- 
agency companies do not concede in the 
least way that they have been guilty of 
stifling legitimate competition or other- 
wise standing in the way of economic 
progress in the fire insurance business,” 
declared Mr. Johnson. “The National 
Board in its presentations to the Senate 
which exists through independent and 
deviation filings and the remarkable 
growth in recent years of companies 
electing to pursue practices other than 
those fostered by stock-agency com- 
panies. 

“What I wish to do is merely dispel 
some misconceptions concerning the fire 
insurance business and to show how the 
public interest may be adversely affected 
if fire insurance is not carefully distin- 
guished from other types of business. 

“Let me distinguish insurance gen- 
erally from other types of free enter- 
prise. While, to be sure, stock com- 
panies engage in insurance with a profit 
motive, nevertheless they perform at the 
same time an essential public service 
since, as the courts have said, insurance 
is a business ‘impressed with a public 
interest.’ Hence, insurance is not a busi- 
ness in the ordinary sense of pricing 
and marketing. Neither is it a public 
utility in the ordinary sense of enjoying 
an exclusive franchise. 


Insurance Differs From Other Types of 
Business 


“The views expressed by Mr. McHugh 
and others who spoke critically of stock- 
agency company practices during the re- 
cent subcommittee hearings would ap- 
pear to be based largely on their neglect 
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ous competition is the growth of mo- ganiza 
nopoly through the attrition of mar- 7 SOW 
ginal units. This economic phenomenon | YOUNng«¢ 
has occurred in many of our major in- [| with it 
dustries such as steel, automobile, rub- [ he look 
ber, petroleum, etc. Show wv 
“However, our antitrust laws already [7 asked 
provide sufficient safeguards against — CUr In 
threats of monopoly and the point I — tives, fi 
wish to make is that in other industries / '4 fut 
price competition does not adversely i The 
affect the public since customers still § YUNg 
enjoy the full availability of the manu- f rider 
factured product and there is no drying [| SMould 
up of markets and the like. | gd 
“Such is not so with respect to insur- he sy 
ance,” Mr. Johnson stressed. “Uncon- | — 
trolled price competition in insurance 5 ? senul 
automatically leads to greater and 7 


greater selectivity of risks, which in turn 
leads to a limited market for the non- 
selected risks. The final result is a seri- 























after all, represents the voters and con- tive prices, and that the rates we charge or refusal to recognize insurance as ous injury to the public through lack of 
stituents who have undoubtedly con- should be geared to preserve the insur- being different from other types of busi- insurance protection or prohibitive pric- 
tributed to the agitation which resulted ance market and not to destroy it. ness and to recognize that some eco- ing of insurance for undesirable risks, or 
in the Congressional investigation to “Insurance is particularly vulnerable in nomic theories are not fully applicable to both. In insurance it is not merely a 7 
which our industry was recently sub- this era because inflation affects insur- insurance. question of eliminating so-called mar- g Sary st 
jected. ance costs so directly and so adversely, “It is dangerous, in my opinion, ginal and inefficient business units in | nicalitie 
_“The General Insurance Brokers Asso- here again marking an important dis- to fail to make such distinction, not favor of larger enterprises as has fare | Heensing 
ciation has consistently advocated closer tinction from ordinary business where only because ‘the insurance industry place in the general business field (al- pi ae 
liaison between the producers and the profits generally rise along with prices.” will suffer but more importantly be- though even that development may be oe 
insurance carriers as a solid front against Do Not Block Economic Progress cause the public will suffer, In the questionable from the standpoint of aid- &, is Tug 
the criticism of certain groups who so- Mr. Johnson, who is serving for the case of ordinary business, the only thing ing small business), but it is really a Sapa 
licit their own personal gain.” fourth year as chairman of the commit- to fear from the erosive effects of vigor- (Continued on Page 30) : — 
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Ways in which one man local agencies 
may be perpetuated successfully were out- 
lined by John Van Brunt, New York met- 
ropolitan fire manager of The Fund In- 
surance Companies, when he addressed the 
regional meeting of the New York State 
Association of Insurance Agents at Garden 
City on October 20. His analysis of ways 
to meet the perpetuation problem is _of- 
| fered in two parts, with Part II following: 


Part II 


Ability of the older man to do the 
detail technical work and the younger 
man to do the production and develop- 
ment work has proven to be an ideal 
arrangement for both even though on the 
surface, on first meeting the two prin- 
cipals, you wonder how these two in- 
dividuals could have ever formed and 
developed such a remarkable agency 
‘which has every indication of being a 
long-term, well developed, well organ- 
) ized association. 

Formation of a partnership such as 
this would require a minute study by 
each person to determine the ability of 
each to be. compatible with the other. 

Once this decision is reached, the 
‘development of financial arrangements 
including the settlement in event of the 
removal of one or the other can be ami- 

‘cably worked out to the advantage of 
) all concerned. 
» When the merger has been completed, 
there is no doubt in our mind that you 
may have taken two good sources of 
production exposed to the specter of re- 
moval of both by accident of health or 
death merged it into one where the 
probability of such a disaster has been 
actuarially reduced considerably. 
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Getting Younger Man in Agency 


Take the case of the producer and 
principal in a one man agency who de- 
cides the proper approach miglit be to 
" secure a younger man to join his organ- 

ization and grow with it, assuming the or- 

ganization would be put in a position to 
\ grow through the production of this 
» younger man as the becomes associated 
| with it. What sort of a young man should 
Fhe look for—where can you find him and 
show will you attract him? We have 
F asked this question of many people in 
) our industry—agents, company execu- 
tives, fieldmen and younger men looking 
_ toa future in our industry. 
_ The consensus seems to be that a 
/ young man to do the most good for the 
‘producer, of near 50 or over in age, 
' should be a man at least one generation 
"younger than the principal. Outside of 
the usual requirements of appearance, 
_ character and personality, he should have 
a genuine interest in expanding the or- 
ganization he is joining and at the same 
) time, have the determination, drive and 
enthusiasm to accept the challenge 
) thrown at him to come in and make an 
effort to eventually take over. 
_If he is not currently licensed or qual- 
ified for license, he should have the de- 
termination and ability to put the neces- 
sary study into the details and_tech- 
mcalities of this business to qualify for 

‘censing. Needless to say, he must be 
compatible to the principal, not from the 
standpoint of being just a yes man to 
this rugged individualist, but in having 
an ability to show the ‘principal that he 
should secure his confidence. 


How To Find Right Young Men 
Where do you look to find such men? 
Pe year, young men with these quali- 
cations graduate from school and are 
Fuilable for picking in any community. 
et the same token, there are many 
level men who join up at the company 
at with the desire for knowledge and 
Wn detstanding that eventually they 
fe return to the agency business when 
The an opportunity come to them. 
on Te dy also men who may have been 
creas ul in other lines and having 
Sed the path of the insurance agent 
any times in the work of these other 
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Van Brunt on Successful Methods to 
Perpetuate One Man Local Agencies 


lines, have decided it might be a place 
for them. 

It is a matter of looking for, finding 
and developing the proper person to do 
the best job for you and your agency. 
As an example of this last point, I have 
in mind a very successful agent who 
about 15 years ago had been a successful 
automobile salesman. He joined an 
agency as a salesman for training, passed 
his examination for license and eventu- 
ally bought out the agency. Today, he 
is a much more successful insurance 
agent than he had been an automobile 
salesman and in this latter capacity, 
he had been the top man in his area 
at the time of entering the insurance 
business. 

Attracting this choice young man may 
prove to be a very difficult one, taxing 
all of the agent’s diplomacy and _per- 
suasion. He must immediately be willing 
to sacrifice somewhat financially for if 
an attempt is made to hire a young man 
into the organization purely on his pro- 
ductive ability to start, the agent is 
actually asking the man _ to accept 
starvation or “coolie”’ wages until he can 
develop the contacts and the productive 
ability which the agent has developed 
over a long period of time. 


_The agent, or rather you the indi- 
vidual, must be willing to make the 
package attractive enough financially 


and ownership-wise so the young man 
will feel that everything he is doing is 
being done in this interest as well as 
yours. You must impress upon him that 
the agency which has been your sole 
responsibility will gradually become a 
joint responsibility and its progress de- 
pends as much upon him as it does on 
you. 

You must be willing to spend the time 
and elfort to adjust your individualistie 
thinking, developed so well over the long 
period, to thinking on a two man basis 
and make an effort to coordinate the 
accounts so they are the accounts of 
both rather than one. 


Youth Taps Near Premium Sources 


After you have secured this young 
man and all agreements are made, how 
do you, a rugged individualist, go about 
association with one, presumably much 
younger and with considerably less ex- 
perience? The first thing you are trying 
to do is to relieve yourself of some of 
the pressures, broaden the base of your 
operations and secure some of the free- 
dom which you have lacked by operating 
a one man shop. At the same time, you 
are attempting to tackle another source 
of production which because of your 
age, ‘has been unavailable to you. 

This young man should be immedi- 
ately indoctrinated into the office routine, 
you should both review and survey every 
account in your files and you should 
introduce your new associate to all of 
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Stevens of National 
Board Has Retired 


WITH NBFU IN SAN FRANCISCO 





Engaged in Fire Prevention Work Since 
1900; Fire Marshal in Oregon; 
Joined NBFU in 1921 





Jay W. Stevens, life-long foe of fire 
and assistant manager of the National 
Board of Fire Underwriters, retired 
this month after 38 years of service with 
the National Board, Lewis A. Vincent, 
general manager, announces. 

Mr. Stevens, who has been engaged in 
fire prevention work with the National 
Board since 1921, is executive secretary 
of the International Association of Fire 
Chiefs, in which he has been active 
since 1926. In addition he has been 
secretary-treasurer of the Pacific Coast 
Inter-Mountain Association of Fire 
Chiefs since 1922. He was a director of 
the National Fire Protection Association 
in 1922-1924. 

Launched Home Inspection Program 

Mr. Stevens conceived the idea of the 
home inspection program which was 
launched by the International Associa- 
tion of Fire Chiefs in 1950 and was its 
strongest proponent, Today this pro- 
gram ranks among the leaders in fire 
prevention endeavors. 

Thus far this year 15,000,000 homes 
have been inspected by uniformed fire- 
men throughout the nation, with ap- 
proximately 50% of the fire departments 
of the country participating in the work. 

Mr. Stevens, a native of Nebraska, 
began his career in fire fighting and fire 
prevention in 1900 when he became a 





your old friends and clients. I am willing 
to wager there is a 50% increase in 
premium volume for any ayency sitting 
right in the files without one new ac- 
count. It is merely the principle of ap- 
plying the survey teclinique, which you 
have avoided during these last few 
years, and the review by the new as- 
sociate to those files who might come 
up with the gimmicks for new develop- 
ment. 

It is conceivable this bright young man 
may have ideas which can reduce the 
cost of your internal operation by ap- 
plication of some modern principal he 
may have picked up while going to 
school prior to joining your organization. 
The untapped source of new production 
is in his generation where he speaks the 
language and understands the problems 
you could not possibly tackle and de- 
velop. 

It is truly my opinion following a 
simple outline such as this, the young 
man who joins your agency, if he is the 
right one for the association, will within 
six months to one year, have relieved 
you to the extent where you can actu- 
ally redevelop those in your generation 
and he can develop those in his genera- 
tion and both of you can have leisure 
and ‘reedom of movement which neither 
would have had on an individual basis. 
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volunteer fireman in the Weston, Neb., 
fire department. 

In 1903 he moved to Portland, Ore., 
and joined the Portland Fire Depart- 
ment as a truckman in 1904. A year 
later he was promoted to lieutenant, and 
in 1906 advanced to captain. 

He was a tireless fire fighter and his 
progress was rapid. In 1908 he was ap- 
pointed battalion chief and in 1913 be- 
came assistant chief and fire marshal, In 
his work as a fireman he not only fought 
fires but campaigned for fire preven- 
tion. 

His fire prevention activities aroused 
the attention of fire engineers and un- 
derwriters and as a result he was called 
to San Francisco to head the Fire Pre- 
vention Bureau of the Pacific in 1917. 
The Fire Prevention Bureau in the coast 
city was engaged not only in fire pre- 
vention but also devoted much time and 
attention to the suppression of arson. 
In 1917, too, he organized the State Fire 
Marshal’s office in Oregon. 

A few years later in 1921 the National 
30oard of Fire Underwriters established 
a branch office in San Francisco taking 
over the duties of the Fire Prevention 
3ureau, which had been maintained by 
the capital stock fire insurance com- 
panies. Chief Stevens was named to 
head the fire prevention activities of the 
new branch. Since that time, San Fran- 
cisco has been his base, but his fire pre- 
vention work has taken him to all parts 
of the country. 





H. Malcolm Teare Agency 
Host to Large N. Y. Brokers 


The H. Malcolm Teare Agency of Con- 
tinental Assurance in midtown New 
York was host October 23 to about 60 
insurance brokers—partners and repre- 
sentatives from some of New York’s 
largest brokerage firms. The party in 
their honor was held in The Barclay 
Hotel on East 48th Street. General 
Agent H. Malcolm Teare, assisted by 
his son, Bud, and associate, Donald 
Reap, welcomed the guests. 

Continental’s home office was repre- 
sented by Dr. Clifton L. Reeder, vice 
president and medical director; Dr. 
Jerry Modjeska, assistant medical direc- 
tor, and Paul H. Rinker, vice president 
in charge of Group. 

The success of this get-together has 
encouraged the H. Malcolm Teare 
Agency to hold annual parties for its 
insurance broker friends. 





MAX KLOTZ MOVES OFFICE 

Max Klotz, well-known New York in- 
surance broker and adjuster, has moved 
his office at 26 Cliff Street, New York 
City. Associated with him are Bernard 
Evans and Percy Paget. Mr. Klotz has 
headed some of the brokers’ associations 
in New York, has been chairman of the 
Brokers’ Association Joint Council and 
has been in insurance for over 48 years. 





















































SAVE | LIVE? 


Governor Robert E. Meyner of New 





Jersey, center, hands signed proclamation 


for observance of fire safety activities during Fire Prevention Week to Milton H. 


Trenton, 


Grannatt, Jr., ; 
Charles R. 


Insurance Agents, Howell, 


immediate past president of New 
Commissioner of 


Jersey Association of 
Banking and Insurance, 


second from left, looks on, beside officiz 1] poster for Fire Prevention Week. On the 


right are Lawrence Robinson, New 


Brunswick, 
The former is on the executive committee of the agents’ association. 


Jersey City. 
Mr. Weisbart, 


and Ira F, Weisbart, 


far right, is president of the state association. 


For the fourth time in as many years, 
the New Jersey Association of Insur- 
ance Agents has demonstrated the wis- 
dom of “de-emphasis” in public relations. 
Four years ago, when the Jersey group 
first sought to improve their own fire 
prevention activities, they started at the 
top—-with the office of the governor. 

In that first instance, it was partially 
at the request of the public relations 
department of the National Board of 
Fire Underwriters—since New Jersey’s 
official proclamation ‘had not been re- 


ceived for that year. With the quick 
assistance of Commissioner Charles R. 
Howell, the oversight was remedied— 


and the agents were invited to the cere- 
mony. In turn they distributed photo- 
graphs to leading newspapers throughout 
the state, with official copies of the 
proclamation. 

Since then this ceremony has been re- 


peated each year. With the cooperation 
of the governor’s press secretary, it is 
scheduled far uses in advance to per- 
mit a much wider distribution to leading 
weekly newspapers as well as to the 
state’s daily papers. By providing mats 
of the photograph, the agents have been 
able to broaden publication even further. 

In this entire publicity effort, the 
NJAIA has assumed a background role. 
Emphasis has been placed where it be- 
longs; on the theme of fire-safety. Each 
succeeding year the story and the photo 
are used by more papers throughout the 
sti ate—thus upgrading this most impor- 
tant public servi ice—through the prestige 
of the governor’s active endorsement. 

This, in itself, has accomplished the 
agents’ objective—but they are also reap- 
ing the bonus of direct identification, by 
the general public and by local and state 
officials. 





N. Y. Womens’ Federation 
Meets in Glens Falls, N. Y. 


Seventy-five members and guests at- 
tended a dinner October 17 at the 
Queensbury Hotel in Glens Falls, N. Y 
closing a two-day mid-term board Bae’ 
ing of the Federation of New York In- 
surance Women’s Clubs. M. Louise 
Weiss of Schenectady, Federation presi- 
dent, presided. 

The purpose of the annual mid-year 
meeting was to discuss the present pro- 
grams being conducted by the 22 local 
clubs making up the Federation. Morn- 
ing and afternoon board meetings were 
held with Federation officers and com- 
mittee chairmen participating. Helen 
Ausman of Saratoga Springs and Helen 
Leonard of Glens Falls are members of 
the board, and Miss Leonard is chairman 
of the Federation committee on resolu- 
tions. 

The Insurance Women of Glens Falls 
and the Insurance Women of Saratoga 
County were hostess clubs, with Mau- 
reen E. Butler of Glens Falls and Miss 
Ausman as co-chairmen of arrangements. 
Sixty women were registered for the 
two-day program. 

The Glens Falls Insurance Co. was host 
at a party Friday evening. John J. 
Rourke, secretary of the Glens Fall Co., 
and John O. Bain, president of the Glens 
Falls Insurance Board, were guests at 
the dinner Saturday night. 

Mary Sylvester is president of the 
Saratoga County club, and _ Beatrice 
Evens of Lake Luzerne is president of 
the Glens Falls club. 


J. L. GAY DEAD AT 94 





One of Kentucky’s most famous 
bankers and insurance agents, John L. 
Gay, 94 years of age, of Berea, Ky., 


representing companies since 1907, died 
October 18 at a hospital in Lexington, 
Ky., Mr. Gay was the first mayor of 
Berea, and its only mayor until he re- 


GAB Names Murphy and 
Mackenzie to New Posts 
Carl C. Murphy thas been appointed 
manager of the Plattsburgh, N. Y., office 
of General Adjustment Bureau, succeed- 
ing James I, Mackenzie, who has been 
transferred to New York as manager, 
education and research division. 





James D. Culpepper Dies 

James D. Culpepper, 58, vice president 
of the America Fore fire insurance com- 
panies of the America Fore Loyalty 
Group, died October 22 following a brief 
illness. Mr. Culpepper was in charge of 
America Fore’s Southwestern department 
with headquarters at Dallas, Texas. 


Born in Little Rock, Ark., James D. 
Culpepper entered insurance in 1917 
with a firm of general agents in Little 
Rock and remained with it until he 
joined America Fore in 1923 as special 
agent in Arkansas. 

In 1934 he was promoted to agency 
superintendent in the ‘Dallas office, and in 
1940 he was appointed an assistant secre- 
tary of the America Fore fire companies. 
He later transferred to the Atlanta office 
and was appointed a secretary of the 
America Fore fire companies in 1947. 
In 1954 he was placed in charge of Amer- 
ica Fore’s Southwestern department in 
Dallas. He was appointed a vice presi- 
dent of the America Fore fire companies 
in 1955. 





tired from the post in 1958. He became 
cashier of the Berea National Bank 
when it was founded in 1906, later be- 
came president and served in that post 
for many years. He had been at times 
a justice of the peace and police judge. 


Atlantic Mutual Names 
Kohly for Marine in Cuba 


The rere Mutual is now transact- 
ing its marine business in Cuba through 
the office of G. F. Kohly, S.A., Miles F. 
York, Atlantic’s president, reports. 

G. F. Kohly, founded in 1856, is just 
14 years younger than Atlantic and is 
one of the Lang insurance agencies in 
Cuba. Its life span represents only two 
generations of the Kohly family. Two 
brothers, William and Alfredo Kohly, 
continue the successful insurance busi- 
ness founded by their late father. 

The agency is quartered in its own 
five-story, fire-resistive, air-conditioned 
building built for them four years ago 
at 113 Emperado Street, near the harbor 
channel in Havana. 





Inter-Regional 
(Continued from Page 25) 


for all time, but rather it is under re- 
view in an effort to evolve the very 
soundest method possible for over-all 
fire rate level adjustments. 

“Similarly the committee on rate level 
adjustments is now attacking the corre- 
sponding problem of developing a pro- 
cedure for over-all rate level adjustments 
related to the extended coverage en- 
dorsement. This involves, among others, 
the thorny problem of adequately deal- 
ing with catastrope experience and we 
are looking especially to the actuarial 
committee for advice on this matter. 

“In all of this work we are constantly 
indebted to the actuarial bureau of the 
national board for making available 
necessary Statislical data for expediting 
the preparation of that data and for 
being ever available for consultation. 

Electrical Apparatus Clause for 
Dwellings 

In the light of concern which de- 
veloped in several sections of the coun- 
try because of an increasing number of 
claims for loss to dwelling electrical 
equipment allegedly due to lightning, our 
committees have, for some time, been 
studying ways and means of properly 
meeting that situation in the public in- 
terest. The studies culminated in a 
recommendation for a $50 lightning de- 
ductible applicable to electrical equip- 
ment in dwellings and the necessary rec- 
ommendations relating to dwelling form 
changes have been made. 

Deferred Premium Payment Plan 

“Based upon a desire to simplify the 
handling of installment business with a 
consequent reduction in expense both 
from the standpoint of producers as well 
as companies, a so-called deferred pre- 
mium payment plan which was originally 
developed by the Pacific Fire Rating 
Bureau, has been recommended nation- 
wide. In essence, the simplicity of this 
plan is based upon the utilization of 
equal amount installments. 

“The plan has been adopted through- 
out the territory of the Board of Fire 
Underwriters of the Pacific and thas 
been recommended by Eastern Under- 
writers Association to fire rating organ- 
izations in that field. It has been 
adopted by some, but not as yet by all, 
of the eastern bureaus. The plan is still 
under consideration without favorable 
action as yet in the territory of Western 
Actuarial Bureau and in that of South- 
Eastern Underwriters Association. 

Rain Insurance 

“A proposal has been made that, by 
its very nature, the rating of rain in- 
surance might be more adequately and 
conveniently handled by the Crop-Hail 
Insurance Actuarial Association rather 
than by the fire-rating bureaus. Nego- 
tiations with the Crop-Hail Insurance 
Actuarial Association are presently in 
process and in the event the necessary 
constitutional revisions can be accom- 
plished by that organization it is planned 
to recommend that the fire rating bu- 
reaus relinquish rating jurisdiction for 
rain insurance. 

Minimum Premium Study 

“Based upon concern expressed by a 
regional organization, the American In- 

surance Association and by our execu- 





tive committee, 
process for some time in an effort to de. 

velop a recommended minimum premium 
rule designed to afford more adequate 
minimum premiums for fire insurance 
in a number of rating jurisdictions where 
the present minimums are felt to be too 
low. 

“A recommendation contemplating an 
adequate minimum premium rule thas 
been made as constituting an objective | 
to be sought by the fire rating bureaus 
as conditions in the several fields per. 
mit. 

“Essentially the recommendation con- 
templates a $15 minimum premium for 
prepaid policies regardless of term, a $15 
minimum per installment for policies 
written under the installment plan or 
the deferred premium payment plan and 
in either case a $10 short rate minimum 
retained premium per policy. 
Inter-Line Insurance Filing Procedure 


“Our executive committee shared the 
concern of the industry generally with 
respect to a report issued by the M-] 
subcommittee of the National Associa- 
tion of Insurance Commissioners and 


this concern culminated in our partici- / 


pation in the implementation of a recom. 
mended alternative, known as the Inter- 
Line Insurance Filing Procedure, which 
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was prepared by an industry commit- 
Lee; 

“Basically this procedure is designed 
to relieve the state supervisory authori- / 
ties of the burdens imposed upon them | 
by a number of identical multi- -peril fil- § 
ings representing, respectively, the views | 
of fire, casualty and marine. This plan 
is now generally in effect nationwide 
except in a few states where legal re- | 
eureients hive delayed or prevented its § 
implementation. E 

Committee on Cost Reduction 

“As an outgrowth of a report prepared ° 
by a committee of American Insurance | 
Association a special committee on cost 
reduction was set up to consider the 
heavy burden on the industry created by 
a multiplicity of similar but differing 7 
forms in the several fields. After © 
studying the matter the committee rec- 7 
ommended to the executive committee) 
that steps be taken to meet the problem 

“Tnitially a study of this matter was) 
undertaken in the territory of Eastern! 
Underwriters Association where the) 
greatest lack of uniformity between state Fs 
rating bureaus has existed and when that 9 
study in the East has been completed it 
is planned that a review of the nation- § 
wide problem will follow. Ultimately it 
is hoped that an effective ‘uniform form 7 
system’ similar to that in effect in other 7 
fields can be developed on a nationwide [ 
basis in the interest of economy and effi- | é 
ciency. p 
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Inherent Explosion Clause é 
“A very detailed study leading to the | 
development of a nationwide rating | 
treatment for dealing with inherent ex- | 
plosion has culminated in a recommen: |) 
dation to fire rating organizations na-| 
tionwide. This, in effect, is one more) 
step in the over-all effort to ie 
proper consistency in dealing with spe [ 
cific rating matters which are substan- © 
tially identical in all fields. ; 
On Risks of Superior Construction and 
Protection : 


“Last year we reported to you that for} 
some time concern had been expres 
with respect to the varying and, 
some cases unduly liberal application of 
Extended Coverage Endorsement No. 3 
which has been in effect throughout the 
eastern states, including West Virginia, 
and on the Pacific Coast, including 
Idaho. 

“A carefully developed substitute pro 
cedure has been recommended in the 
limited areas described which is de 
signed to constitute an orderly and de 
fensible treatment for risks which are 
of a higher caliber than average but 
which are not eligible for treatmet! 
under the highly protected risk plan. 

“During the year just elapsed this sub- € 
stitute procedure has been  adopte’ 
throughout the eastern field and in West 
Virginia, except in New Hampshire. "¥ 
is undergoing current consideration 
rating organizations on the Coast and 
in Idaho.” 
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New York Dept. Holds Hearings on 
Proposed Legislation for Next Year 


The New York Insurance Department 
held a hearing early this week on pro- 
posed legislation to be considered at 
Albany in 1960. Samuel C. Cantor, First 
Deputy Superintendent, who presided, 
made it clear that the measures con- 
sidered had neither the support or the 
opposition of the Department. They were 
put on the agenda at the behest of spon- 
sors. Some measures did originate within 
the Department, but most were offered 
by various segments of the industry. 

Two proposals which developed sharp 
differences of opinion were sponsored by 
the Greater New York Insurance Brokers 
Association and the New York State 
Association of Insurance Agents. The 
first, to amend Section 67(1) would pro- 
hibit ownership of more than 25% of the 
stock of a licensed or authorized insurer 
by a corporation not itself licensed or 
authorized to do an insurance business 
in this state. The proposal contemplates 
requiring all non-insurance or unauthor- 
ized insurance companies now holding in 
excess of 25% of such stock to divest 
themselves of same within a prescribed 
period. 

Danahy Questioned by Cantor 


C. Joseph Danahy, counsel for both 
associations, stated that ownership of in- 
surers by non-insurers brought up ques- 
tions of rate subsidies, of future solvency 
in event owners got in to financial diffi- 
culties, and of unfair competition. He 
cited present laws applying to banks 
and public utilities and argued that in- 
surance companies, which are regulated. 
should be subject to the same set of 
rules. While Allstate Insurance Co. was 
not mentioned by name it was supposed 
that it had been considered by the spon- 
sors. Allstate is owned by Sears, Roe- 
buck which is not directly engaged in 
insurance. 

(Deputy Cantor queried Mr. Danahy at 
length on the special problems involved 
in the suggested changes and Julius 
Sackman of the Department asked 
whether insurance companies are not 
now so regulated that dangers cited by 
Mr. Danahy would be avoided under 
present laws. The latter would not con- 
cede such to be true and argued law 
revisions are vital for protection of 
policyholders of companies owned by 
non-New York concerns. Arthur Schwab» 
legislative chairman for the New York 
State Association of Insurance Agents, 
expressed support for the proposal, as 
did the Brokers Joint Council. 

The Lawyers Mortgage & Title Corp. 
led off for the opposition, holding that 
a recent formation of a subsidiary would 
be endangered by such legislation. 


Berry Expresses Opposition 

J. Raymond Berry, general counsel, 
National Board of \Fire Underwriters. de- 
clared he finds it difficult to see how a 
licensed insurer would get into ‘financial 
difficulties without the New York De- 
partment knowing under present laws, 
and he does not beileve that such an 
insurer’s rates could be subsidized with- 
out detection. He feels there are present 
laws to handle problems of controlled 
business and hence sees no need for the 
legislation proposed by the producers. 

r. Berry revealed that 38 company 
members of the National Board would 
come under provisions of the proposed 
law change. These companies he said, 
have excellent records in insurance, their 
facilities are needed marketwise and it 
would not be in the public interest to dis- 
turb their writings. He also feels that 
such a law would have an adverse effect 
on the flow of new capital in the insur- 
ance business. 

Supporting the opposition were the 
Association of Casualty & Surety Com- 
panies, American Mutual Alliance, Apple- 
ton & Cox, Inc., Health Insurance Asso- 


ciation of America, and General Fire & 
Casualty. 
Private Contract on Commissions 


The second bill backed by the giedy- 
e- 


cers relates to commissions and is 


signed to assure producers their rights of 
private contracts in making commis- 
sion agreements with companies. The 
producers charge that now commission 
changes are made by companies in con- 
cert and then announced to agents and 
brokers. The bill, to amend Section 
183(1)(d) would revise the section so as 
to include commission or other acquisi- 
tion costs, based upon past experience, 
among the considerations upon which 
rates are determined. 

Arthur Schwab explained the bill to 
members of the New York Department 
on the dais along with Deputy Cantor. 
Mr. Schwab held that rating organiza- 
tions should not be allowed to project 
a wholesale reduction, or increase, in 
commissions by its own action. Right 
of private contract should prevail and 
changes ought not be made until after 
the views and assents of producers are 
secured. He revealed that a 5% cut in 
commissions mean a 20% drop in agent’s 
gross income and a reduction of 50% in 
“take home pay.” Hence, Mr. Schwab 
contended, the only protection produ- 
cers can have is that commissions be 
based on past experience. 

Asked by members of the Department 
what happens when new coverages are 
introduced, on which there is no past ex- 
perience, Mr. Schwab said then the 
practice is to follow the rules on the 
principal coverage furnished in the new 
policies. On the homeowners he said fire 
coverage was predominant and the base 
commission taken therefrom. Depart- 
ment members pointed to need for con- 
sidering both past and prospective ex- 
penses. However, Mr. Danahy asserted 
that commissions should be based on past 
experience essentially and not on ideas 
of some rating managers. 

The Corroon and Reynolds Companies 
gave strong support to Mr. Schwab’s 
views. 

Formidable Opposition 

Mr. Berry spoke first for the opposi- 
tion. He conceded agents’ problems re- 
sulting from commission cuts but voiced 
doubt this bill would produce a workable 
solution in the present highly competi- 
tive era. He defended prospective acqui- 
sition costs in rating and stated the bill 
is “not desirable or necessary.” He also 
told the ‘Department the bill would place 
the Superintendent in the position of 
having to decide what is a fair return to 
producers, would tie the hands of com- 
panies in competing with independent 
insurers, would increase company costs 
and create problems of statutory inter- 
pretations. 

Also opposing the suggested amend- 
ment were the Insurance Company of 
North America, Association of Casualty 
& Surety Companies, American Mutual 
Alliance and others. George Ort, for 
the Insurance Brokers Association of 
New York State, reserves decision as to 
opposition or support, pending further 
clarification of the proposal. ; 

For Section 188(1) and 193(3) it is 
proposed to exend the present prohibi- 
tion against “tie-in sales” by life and 
accident and health companies to all in- 
surers. Two methods of accomplishing 
this have been suggested. (1) Extend 
the application of Section 193(3) to all 
insurers, (2) Add a prohibition to Sec- 
tion 188(1) patterned after that con- 
tained in Section 193(3). This measure 
received support from Messrs. Schwab 
and ‘Danahy. 
Demand For a Hearing 

It is proposed to amend Section 154(1) 
to clarify subsection 1 by adding a new 
section specifically providing that upon 
notification by the Department of the 
disapproval of forms requiring the ap- 
proval of the Superintendent, the insurer 
may demand, within 10 days thereafter, 
a hearing upon such disapproval. Pend- 
ing such hearing and final determination 
thereon, the action of the Superintendent 
in disapproving the form shall remain in 
full force and effect. This procedure 
would be in conformity with the proce- 


Keyser and McKiever 
Head Mutual Agents 


JOHN KEYSER IS THE PRESIDENT 





G. R. McKiever, First Vice President; 
Four Vice Presidents and 11 
Directors Are Elected 





A Miami, Fla., mutual agent, George 
R. McKiever, became first vice president 
of the National Association of Mutual 
Insurance Agents by virtue of this elec- 
tion in St. Louis, October 20. As first 
vice president, Mr. McKiever automati- 
cally becomes president of the organ- 
ization in October, 1960, and succeeds 
John Keyser. ; 

Mr. McKiever is a native*of Sumter, 
S. C., received his early schooling there 
and took his A.B. degree from Mount St. 
Marys College in Emmitsburg, Md. Mr. 
McKiever is a past president of the 
Florida association and was previously 
vice president of NAMIA. He is a di- 
rector of the Better Business Division 
of the Chamber of Commerce, a member 





Mutual of Hartford Wins 
Gold Medals for Ads 


Two advertising and promotion pieces, 
dealing with last year’s new home office 
dedication, have won gold awards for the 
Mutual Insurance Company of Hart- 
ford. A full-page newspaper advertise- 
ment and commemorative brochures, re- 
spectively, the pieces were judged best 
in their categories from the 700 entries 
submitted at the recent International 
Advertising Competition, sponsored an- 
nually by the Affiliated Advertising 
Agencies Network, an organization of 
fifty-odd advertising agencies located in 
the United States, Europe and the Far 
East. 


The award was the second for the 
newspaper advertisement, which also 
took top honors in its class in last 


spring’s competition of the Advertising 
Club of Hartford. Advertising and pro- 
motion for Mutual of Hartford is car- 
ried out by Graceman Advertising, Inc., 
Hartford, the Connecticut representative 
of the Affiliated Advertising Agency 
Network. 





dure presently followed by the Depart- 
ment. 

The Health Insurance Association of 
America is opposed to a 10 day limita- 
tion. It would have the present situation 
remain as is or have the period extended 
beyond 10 days. The Life Insurance 
Association of America supported the 
HIAA. 

Other proposals considered included 
the following: 

Sec. 221(7) It is proposed to amend 
this section to require insurers writing 
accident and health insurance to file 
schedules of rates, commissions, com- 
pensation and fees with the Superin- 
tendent at least 30 days before their 
effective date in order. that the Superin- 
tendent may be afforded a reasonable 
opportunity to review them before they 
become effective. 

Penal Law Sec. 442(c). It is proposed 
to amend this section by extending the 
prohibition against officers or employes 
oi the State designating the insurer or 
agent for surety bonds on public con- 
struction contracts to all types of in- 
surance and also to extend the prohibi- 
tion to officers and employes of public 
authorities as well as those of the State 
itself. 

Personal Property Law Sec. 302(6). It 
is proposed to amend this section so as to 
require that the amount to be charged 
automobile purchasers for insurance cov- 
erage in conditional sales contracts shall 
not exceed the premiums chargeable in 
accordance with filed rates for the insur- 
ance coverage purchased as distinguished 
from premiums chargeable in accord- 
ance with filed rates for similar insur- 
ance. The purpose of this proposal is to 
prevent the practice prevalent in some 
quarters of charging in accordance with 
full manual rates despite the fact that 
coverage is obtained at deviated rates. 


of the Dade County Citizens Commit- 
tee on Liability Insurance, and a member 
of the Coral Gables Insurance Agency 
Committee. 
Four Vice Presidents 

Paul A. Garrick of Medina, N. Y., was 
elected a vice president, He is a past 
president of the New York Association, 
and has currently been active in pre- 
paring a sales manual for the national 
organizations. Other vice presidents are 
Claude E. Spencer, Danville, Ill.; Charles 
E. Scott, Ellicott City, Md. and C. 
Goodman Jones, Bluefield, W. Va. 

Harry E. Uhler of Baltimore was re- 
elected treasurer. He is a past president 
of the national organization. W. Frank 
Wood of Cleveland, Miss., was re-elected 
secretary. 

New Directors Elected 


Eleven mutual agents, each from a 
different state association, were elected 
to the 50-man board of directors. Those 
elected included Joe L. Norton, Char- 
lotte, N. C.; William M. Frick, Kansas 
City; Daly Williams, Jennings, La.; 
Paul J. Kervan, Indianapolis; Robert R. 
Turney, Topeka, Kans.; Ben Kennedy, 
Oklahoma City; Eldon M. Smith, Benton 
Harbor, Mich.; Roger A. Boushor, Min- 
neapolis; Oscar N. Jones, Wheat Ridge, 
Colo.; Robert E. Dismukes, Jr., Colum- 
bus, Ga.; Milburn Stone, Louisville, Ky. 


Huelin Represents Camden 
In Maine, New Hampshire 


William C, Widerman, vice president 
of the Camden Fire Insurance Associa- 
tion, announces appointment of Kenneth 
T. Huelin as state agent for Maine and 
New Hampshire. Mr. Huelin has been 
a fieldman in this area for over 22 years, 
representing other stock companies. S. 
Arthur Laxton, who thas been serving 
the Camden in this area for a number of 
vears, has just transferred to the Cam- 
den’s Washington, D. C., office where 
he will be associated with Manager Ed- 
mund M. Neary. 
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Proposed International Convention On 


Nuclear-Powered Ships Prepared 


international 
for 


proposed 
convention 


of a 
liability 


Terms 
third-party 
nuclear-powered ships, drafted by an in- 
maritime lawyers, 
were disclosed by Maritime Administra- 
tor Clarence G. Morse in Washington. 

It is “desirable and necessary to estab- 
lish a convention which will be accept- 
able internationally, Mr. Morse declared, 
in voicing United States preference for 
this approach to the atomic vessel insur- 
ance problem, as against the alternative 
method of negotiating bilateral treaties 
between individual nations. 

The draft convention was developed at 
a recent meeting of the International 
Maritime Committee (Comite Maritime 
Internationale), in a meeting at Rijeka, 
Yugoslavia, attended by representatives 
of the maritime law associations of some 
20 major maritime nations. Mr. Morse, 
along with other U. S. Government offi- 
cials and those of several foreign gov- 
ernments, participated in an unofficial 
capacity. 

He expressed the view that_the draft 
convention, in the opinion of U. S. rep- 
resentatives, is basically satisfactory, ex- 
cept for some “minor reservations.” 

The draft convention, which would 
apply to government-owned vessels, in- 
cluding warships, as well as to atomic- 
powered merchant vessels, is keyed to 
the concept of absolute and exclusive lia- 
bility of the operator. This liability, 
however, would be subject to a maximum 
limitation for each nuclear incident. 


No Specific Limit of Liability 


The conference purposely did not in- 
clude in the draft convention a specific 
limit of liability, feeling that this was 
a decision to be left to the governments 
involved. However, the report stated, 
the conference members agreed unani- 
mously that the “amount of this limit 
must be sufficient to make nuclear ships 


ternational body of 


acceptable in all parts of the world.” 

The nuclear ship operator would be 
required to provide insurance or other 
financial security covering his liability, 
the amounts and conditions to be fixed 
in each instance by the licensing na- 
tion. 

The conference was in unanimous 
agreement that whatever limit of liabil- 
ity is set may be beyond the capacity of 
the commercial marine insurance mar- 
kets of the world, and that, in this case, 
this insurance may have to be supple- 
mented by some form of government 
excess-coverage indemnitiy. 

The conference report pointed out that 
some delegations favored a provision in 
the convention specifically calling for 
government excess-coverage indemnifica- 
tion, but that other delegations reserved 
opinions on this key point. 

Mr. Morse noted that the United 
States favors the principle of govern- 
ment indemnification for liability losses 
exceeding those covered by commercial 
insurance, inasmuch as it already has 
applied this principle under the Price- 
Anderson Act, to land-based reactors in 
this country and to the NS Savannah, 
the first American nuclear merchant ves- 
sel. 

The next step in the development of 
an international liability convention, he 
explained, will be a diplomatic confer- 
ence at the government level. Such a 
conference could be called by the Inter- 
national Atomic Energy Agency, which 
has been studying the third-party liabil- 
ity problem; by the Intergovernmental 
Maritime Consultative Organization, a 
special United Nations body, or by the 
ig in Government, which traditionally 
has been the motivator of international 
maritime conferences. 

It has not yet been determined, Mr. 
Morse stated, which approach will be 
taken, or when such a meeting is likely 
to be held. 





Moore, Banker, to Address 


Marine Institute Dinner 
George S. Moore, president-elect of 
the First National City Bank of New 
York, will address the 61st annual din- 
ner of the American Institute of Ma- 
rine Underwriters, which will be held on 
Thursday, November 19, in the Sert 
Room of the Waldorf-Astoria Hotel. 





N. Y. Agents’ Meetings 


Final details for three regional meet- 
ings to be held by the New York State 
Association of Insurance Agents in Utica 
November 2, Binghamton November 3 
and Elmira November 4 have been re- 
leased by Robert B. Douglass of Pots- 
dam, executive vice-president of the 
state association and in charge of the 
regional meetings. These meetings will 
be attended by more than 500 agents and 
their associates from Oneida, Broome, 
Chemung and surrounding counties. 

The meetings will commence with a 
luncheon to be immediately followed by a 
talk from a member of the legistature 
on the role of the insurance agent in 
legislation. Following this talk the meet- 
ing will break up into two groups, one 
to be attended by girls in the office 
and the other session being for the 
agency principals. The agency principals 
will then discuss the legislative program 
of the association and the continuing 
advertising program, problems involved 
in excess and surplus lines and a dis- 


cussion of the agent’s position in relation ii 


to serious highway accident problems. 


North Carolina Bars 


Inland Premium Plan 

Insurance Commissioner Charles F. 
Gold of North Carolina has said “No” to 
a proposed deferred premium payment 
plan on three-year, inland marine insur- 
ance contracts. The plan was proposed 
by the Transportation Insurance Rating 
Bureau. In addition to turning down the 
rating bureau, Commissioner Gold 
ordered the Inland Marine Insurance 
Bureau to withdraw an identical premium 
plan by November 1. 

“The principal objection to the deferred 
premium payment plan is that the in- 
sured is called on to pay an additional 
premium if the inland marine coverage is 
cancelled at the end of the first year,” 
Mr. Gold said. 





Johnson To Brokers 


(Continued from Page 26) 


question of preserving the availability of 
insurance protection to the public as an 
essential service. 
Example of Restricted Market 

“To observe the undesirable conse- 
quences flowing in large part from ex- 
treme underwriting selectivity forced by 
severe competition and inadequate rate 
levels, one has only to look at the auto- 
mobile liability field where in some 
states the volume of assigned risk busi- 
ness has grown to almost unmanageable 
proportions. In the State of New York, 
for example, automobile writers are re- 
quired to take approximately one as- 


Named Canadian Manager 
For Chubb & Son, Inc. 





C. CONVERS GODDARD 


Appointment of C. Convers Goddard as 
Canadian manager is announced by 
Chubb & Son, Inc., insurance under- 
writers. Mr. Goddard, formerly marine 
and inland marine manager of the com- 
pany’s Pacific department, has been asso- 
ciated with the Los Angeles and San 
Francisco offices since 1948. His career 
has included work in all lines written by 
Chubb & Son, Inc., and extensive work 
with agents in British Columbia and 
Alberta. He has also been active on 
numerous insurance committees, includ- 
ing membership in the Pacific Coast Ad- 
visory Committee of the American Hull 
Syndicate and the Association of Ma- 
rine Underwriters of San Francisco. 

After graduation from Yale University, 
Mr. Goddard served overseas during the 
war as an officer in the United States 
Naval Reserve. He has spent his entire 
business career with Chubb & Son, Inc., 
having joined the staff in New York 
where he was trained in various depart- 
ments. Mr. Goddard will take up his 
new duties at the Canadian Head Office 
in Montreal. 


Schiff, Terhune Takes 
Space at 125 Maiden Lane 


Schiff, Terhune, Inc., one of the na- 
tion’s leading insurance brokerage firms, 
has leased for a long term a major por- 
tion of the seventh floor in the new 
17 story, block-square office building at 
125 Maiden Lane, it is announced by 
Wylie F. L. Tuttle, president of Collins, 
Tuttle & Co., Inc., co-owner with Na- 
tional Properties, Inc. Ronald Binder, 
of Collins, Tuttle, was broker in the 
transaction, which involves an aggregate 
rental of approximately $750,000. 

According to Frank Schiff, president of 
the 53-year-old firm, the new space will 
be used for both executive and general 
offices. The company is now located at 
111 John Street. 








signed risk for every 10 voluntary risks 
and the loss ratio on assigned risk busi- 
ness has risen to the astronomical point 
of close to 180%, the total cost to the 
carriers being in the neighborhood of 60 
million dollars per year. 

“Obviously, the assigned risk plan is a 
necessary expedient to prevent an other- 
wise lack of market facilities for the in- 
suring public. But it now poses a prob- 
lem of great magnitude not only for the 
companies participating in it but also for 
the insurance supervisors, the question 
on the one hand being how long the 
companies can stand to have thrust upon 
them a ready-made underwriting loss 
amounting in some instances to as much 
as 90% of their overall automobile under- 
writing loss in New York) and on the 
other hand how the insureds under the 
assigned risk plan can afford to pay a 
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Gilbert Mather Dies 


Gilbert Mather, 72, president, Mather! 
& Co. of Philadelphia, insurance re 
ducers, president of Quaker City Fire 
& Marine and an executive of Mather &) 
Co., New York, died of a heart attack) 
at his home south of West Chester, Pa, § 
on October 23. A noted sportsman and/ 
fox hunter, he was president of the Ma: 
ters of Foxhounds Association, U. S. A 
He is survived by three daughters | 5 


America Fore Old Guard 


Four hundred and fifty members of the! 
New York chapter of the Old Guard) 
organization comprising employes who 
have served 25 years or more with the} 
America Fore insurance companies o| 
the America Fore Loyalty Group, heli[ 
their 25th annual banquet at the Statler) 
Hilton in New York City. J. Victor) 
Herd, chairman and president of the) 
America Fore companies, and Nichola! 
Dekker, executive vice president, greeted” 
those present and congratulated the 43) 
new members of the Old Guard. 

Among guests were William B. Rear- 
den, chairman of the Loyalty companies|” ; 
of the group; Walter J. Christensen, 
president of the Loyalty companies;! 
Alan O. Robinson, president, and Horace! 
Crowell, Jr., executive vice president of) 
the Yorkshire and Seaboard Fire & Ma-! 
rine. There are 1,326 members of the) 
America Fore companies’ Old Guard inl 
the United States and Canada, 861 off 
whom are actively employed. 








N. J. Agents’ Committee 
Chairmen Appointed 


Appointments to head key working) 
committees have been announced by the) 
New Jersey Association of Insurance| 
Agents. The nominations were presentel 
by Ira F. Weisbart, Jersey Citv, presi” 
dent of the group, and approved by the) 
executive committee. i 

The appointments include: accident | 
prevention, Milton H. Grannatt, Trenton; — 
fire prevention. Lawrence Robinson. New) 
Brunswick; education, Robert L. Darrel. 
Englewood; casualty, automobile ant 
allied lines, Edwin M. Rothberg. Plain 
field; fire and allied lines. Sol 'S. Hola i 
Tersey City: public relations, Edward P. 
Kinchley, Jr.. Little Ferry: finance. : 
William H. Paul, Merchantville. ¥ 




















rate fully compensatory of loss cost. / 

recognize that the New Yor” 
assigned risk plan includes many drives)” 
who should not ibe licensed to drive ap 
all, but to the extent that this is oe 
it reflects the unwillingness or inabilit A 
of the licensing authorities to conto 
this situation and the unfair care 





the burden over to the insurance carrie 
and the Insurance Department ; 
“I know of no better illustration om 
the way in which extreme selectivity : 
forced by the necessity for economic st" — 
vival, eventually leads to actual 0) 
prival of the right of selectivity (whic | 
is the real effect of the assigned ris 
plan), thus completing the full vicious 
circle,” Mr, Johnson observed. 
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Zurich’s MERITmatic 
Auto Plan Broadened 


CHANGES EFFECTIVE ON NOV. 1 


Include New Coverage Combinations, 
Quarterly Payment Plan, More Lib- 
eral Underwriting on Foreign Cars 

The MERITmatic automobile insur- 
ance plan, introduced by Zurich-Ameri- 
can a year ago to provide its agents 
with a low-cost policy for safe drivers, 
will have its sales potential increased 
through changes effective November 1. 

At the same time a MERITmatic unit 
will begin operation in the companies’ 
San Francisco office to screen and handle 
the preliminary processing of applica- 
tions for California, Oregon, and Wash- 
ington. This will provide faster and 
more efficient MERITmatic service for 
agents in those states. 

The impending changes in the plan in- 
clude new combinations of coverage, a 
quarterly payment plan except in states 
where not yet approved, and liberaliza- 
tion of underwriting with respect to 
physical damage coverage on foreign 
cars. An announcement to agents, issued 
jointly by vice presidents Lewis F. Mil- 
ler and Fred H. Oliver, said that “the 
changes are in keeping with our pur- 
pose of providing you with an up-to-the 
minute product, geared as closely as pos- 
sible to the current market. and there- 
fore most easv to sell. The changes 
will make MERITmatic even more at- 
tractive than before to safe and dis- 
criminating automobile owners and will 
result in increased income for you.” The 
new combinations of coverage are shown 
in the tahle below. 

Quarterly Payment Plan 

The quarterly payment plan will be 
offered in addition to the present six- 
month payment plan. The insured may 
elect either payment option at the time 
his MERITmatic policy is issued. There- 
after he will be billed on the basis of 
the option chosen. If he wants to change 
his option, the agent may arrange this 
by means of an amendatory endorsement. 
A client who selects the quarterly op- 
tion will pay one-half the normal six- 
month premium plus a charge of $1 per 
payment. Billing procedures and non- 
payment or lapse provisions are the 
same for both options. The insured will 
receive “notice of premium due” 30 days 
prior to due date and a follow-up re- 
minder prior to due date, a copy of which 
also goes to the agent. If premium has 
not heen received by due date. the agent 
will be notified that coverage has lapsed. 

Second-car credit—formerly allowed 
onlv when hoth cars were insured under 
MERITmatic—will now applv also when 
the second car is insured under a Zurich 
family or merit policy. Furthermore, all 
foreign cars except racing or sports cars 
will now be eligible for MERTTmatic 
physical damage coverages. This will 
extend the sales nossibilities of the pol- 
icy and enhance its appeal to the grow- 
ing number of two-car families and for- 


eign car owners in the United States. 
All of the original processing features 
of MERITmatic, thoroughly tested dur- 


ing the past year, will be retained. The 
continuous policy is written on the spot 
by the agent at the time of sale. With 
a ball point pen he fills in an application- 
declaration set with built-in carbons. He 
inserts one copy of the application- 
declaration into a jacket to complete the 
policy, then collects the initial premium 
at the time of sale and remits it to the 
company together with copies of the 
application-declaration. This completes 
his part of the job. Thereafter the com- 
pany does all the record-keeping by 
machine, sending the agent a monthly 
accounting and remitting commissions 
once a month. Insureds are automati- 
cally billed by the company for re- 
newals. The expirations remain the 
property of the agent, as stated explicitly 
in the MERITmatic agencv agreement. 

As of November 1, MERITmatic au- 
tomobile insurance will be available in 
17 states, including Ala. Cal. Col., 
Conn., Ind., Ta., Kan., Mich., Minn., Mo.. 
Neb., Ohio, Ore., Pa., Tenn., Wash. and 
Wisc. 


Selected Risks of N. 1. Making 
Healthy Progress This Year 


The Selected Risks of Branchville, 
N. J. in its 9-month results gave evidence 
of healthy progress this vear. As of 
September 30 the company had admitted 
assets of $16,282,905. an increase of $1.- 
666.149 over the 1958 year-end total. 
Policvholders’ surplus amounted to #4.- 
659.711. an increase of $307,835 since last 
December 31. 

Premiums written during the first nine 
months including reinsurance, totaled 
$9.837,313. an increase of 12.5% over the 
same period last year or $1,090.443. 

Underwriting operations produced a 
profit before taxes of $57.046. compared 
with a profit a year ago of $231,387. The 
incurred loss ratio. including loss ad- 
justment expense, increased from 58.1% 
to 61.8%. while the expense ratio de- 
creased from 34.7% to 33.5%. 


Geo. Olmsted Sets Up 5-Man 
Production Advisory Board 


Formation of a five-member production 
advisory board for the fire and casualty 
companies of the Financial General In- 
surance Group is announced by George 
Olmsted. chairman of Financial General 
of Des Moines. 

Members elected from five regional 
areas of the Hawkeye-Security and 
United Securitv companies include Ber- 
nard Lund, chairman, Denver, Colo.; 
William Shaw. Greensburg, Pa.; Glenn 
Parkin, Snringfield, Ill.: Emmet Brown, 
Kansas City, Mo., and Don Rhoades, 
Blair, Neb. 

At its first meeting the board made 
recommendations to management on rate 
simplification, policy revisions, advertis- 
ing, special agent training, application 
blank revisions and multiple line account 
selling. 











COVERAGES AND LIMITS OF LIABILITY 


Plan Bodily Injury 
No, Liability 
l $ 10/20,000 
2 25/50,000 
3 25/50,000 
4 50/100,000 
5 50/100,000 
f 100/300.000 
7 100/300,000 


Medical Payments 


Property Damage 


Liability Liability 

500 5,000 

500 5,000 
1,000 10,000 
1,000 10,000 
2,000 10,000 
2.000 10.000 
5,000 25,000 


8 Comprehensive—Actual Cash Value (includes $100 Personal Effects; Towing & 


Labor Costs, $25 per Disablement). 


9 Collision—Actual Cash Value less $50 Deductible. 
Collision—Actual Cash Value less $100 deductible. 


11 Family Protection (State Financial Responsibility Limits apply). 


C. C. Tillinghast, Jr., Elected 
To Seaboard Surety’s Board 





Robert Browning Baker 


CHARLES C. TILLINGHAST, JR. 


_ Charles C. Tillinghast, Jr., vice pres- 
ident and director of Bendix Aviation 
Corp., has been elected to the board of 


Seaboard Surety of New York. Asso- 
ciated with Bendix since 1957, he is 
basically concerned with its foreign 
operations. 


A graduate of Brown University, class 
of 1932, and of Columbia University Law 
School, class of 1935, Mr. Tillinghast was 
admitted to the New York Bar that year. 
In 1943 he was admitted to the Michigan 
Bar. 

From 1938-40 he was deputy assistant 
district attorney, New York County. He 
then joined the New York law firm of 





J. J. Savage Appointed Mgr. 
Of NBCU Pacific Branch 


The appointment of John J. Savage as 
manager of the Pacific Coast branch of 
the National Bureau of Casualty Under- 
writers is announced by William Leslie, 
Jr., general manager of the bureau. He 
succeeds Rollo E. Fay, who recently re- 
tired. Mr. Savage was Mr. Fay’s assist- 
ant for 11 years. 

Mr. Savage joined the National Bu- 
reau’s Pacific Coast branch in 1946 and 
was appointed assistant manager two 
years later. He served on the faculty 
of Golden Gate College as an insurance 
instructor for 12 years and has been a 
guest lecturer at the University of Cali- 
fornia at Berkeley and Los Angeles. 

He is alternate arbitrator of the Sur- 
plus Line Association of California and 
a member of the Casualty Underwriters 
clubs of San Francisco and Los Angeles, 
the Casualty Insurance Association and 
the American Association of University 
Teachers of Insurance. 

A native of Gary, Ind.. Mr. Savage is 
a graduate of Western Reserve Univer- 
sity. He was in the truck transportation 
field until World War II. During the 
war he served with the field artillery and 
participated in the four major northern 
European campaigns. 





ASS’T GENERAL COUNSEL NAMED 
Standard Accident of Detroit an- 

nounces the appointment of William H. 

Rudell as assistant general counsel. 

Mr. Rudell joined Standard Accident 
in 1951 as an attorney, assisting the 
company’s general counsel. In 1952 he 
was named assistant counsel and re- 
tained that position until his recent ap- 
pointment. Prior to joining Standard 
Accident, Mr. Rudell practiced law for 
16 years in Detroit with the firm of 
Goddard, McClintock and Johnson. 





Hughes, Hubbard, Blair & ‘Reed, fol- 
lowed by his connection with Bendix in 
1957. 
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NAII Progressin 1958-59 Highspotted 
By Preston Estep at Opening Session 


Proud of Job Being Done by Industry Defense and Summit 
Committees; NAIC President Hammel Urges States- 
manship in Meeting Challenges of Future 


By WALLAcE L. CLAPP 


D. C., Oct. 26—Record at- 
900 executives from 
marked 


Washington, 
tendance of nearly 
380 insurance companies 
15th annual convention of National 
Independent Insurers 


this morning at 


over 
the 
Association of 
which opened here 
Sheraton-Park Hotel. Preston Estep, 
president of. Transit Casualty of St 
Louis, presided. His presidential address 
in which the year’s activities were re- 
viewed, followed the address of welcome 
by Lorimer A, Davidson, president, Gov- 
ernment Employees Insurance Co., and 
W. A. Brooks, vice 
Automobile of Port- 


the response by 


president, Oregon 


land. 

This gathering, one of the largest held 
in the insurance industry, attracted the 
attendance of Insurance Commissioners 
and their staff people, including Deputy 
Commissioners from 26 states—Alabama, 
Colorado, Delaware, Florida, Georgia, 
Illinois, Indiana, Iowa, Kansas, Ken- 
tucky, Louisiana, Maine, Maryland, 
Mississippi, Nebraska, Nevada, New 
Hampshire, New Jersey, Oklahoma, Ore- 
gon, Pennsylvania, Tennessee, Texas, 
Virginia, Wisconson and West Virginia. 
National Association of Insurance Com- 
missioners was represented by its 
president, Paul Hammel of Nevada, and 
its vice president, Sam Beery of Colorado. 
Commissioner Hammel brought a mes- 
sage, “What Is This Thing Called Free- 
dom?” which was read for him this 
morning by his NAIC sidekick, Com- 
missioner Beery. Tins was necessary 
because Mr. Hammel, who suffered a 
heart attack some months ago, was taken 
ill with a cold and congestion this morn- 
ing and was advised to rest up at 
Georgetown Hospital. 


Commissioner Hammel’s Address 


In his address, Mr. Hammel praised 
NAII for its leadership in the fight to 
under 


preserve competitive insurance 
state regulation. 
He called for “the utmost in states- 


manship” by industry leaders in meeting 
the challenges of the future which so 
vitally affect the public interest and the 
nation’s welfare. Specifically the speaker 


urged: 
“With so much at stake, I think the 
first step of the true statesmen of the 


industry should be to end the often bit- 
ter struggles going on behind the scenes 
in many of our state capitals. In provid- 
ing for state regulation and competitive 
insurance, the McCarran Act has given 
us the best possible system to rise to 
those new challenges, but the mere writ- 
ing of a good law is no guarantee of 
success. It is mandatory that each and 
every one of us work in the spirit, as 
well as the letter, of that law. Like it 
or not, we must learn to live with it lest 
an antagonized public and their repre- 
sentatives here in Washington, fearful 
that violation of this great trust may 
bring calamity, turn to federalization as 
the only remainins solvtion.” 

Further along, NAIC’s president said 
he had read the testimony of leaders of 
the NAII and the rating bureaus before 
the Senate antitrust subcommittee. “T 
am much impressed by the unanimity of 


their support of the system of state reg- 
ulation,” he stated. “It is time to trans- 
late these words into positive deeds. I 
know from having talked to many of 
you that leaders in the NAII are very 
clear in their purpose to serve the public 
and abide by the law. Nevertheless, 
right thinking is no substitute for right 
action. 

“T call on all the industry leaders and 
all the associations and companies to 
get together and work out a modus 
vivendi under which we can all cooperate 
to get the job done.” 

However, Mr. Hammel did not mean 
to imply that the whole responsibility 
for solving the industry’s problems rests 
with the companies. Speaking for the 
Insurance Commissioners, he said: “We 
intend to do everything in our power 
to assist the industry in finding new 
approaches. We have just established a 
subcommittee of the NATC rates and 
rating committee to study state rating 
laws. This will provide a proper forum 
before which members of the industry 
may present their thinking on needed 
or desirable changes in state laws and 
administration. The first meeting of this 
subcommittee will be in Chicago, No- 
vember 16-17. At a later date there will 
be meetings held on the East and West 
Coasts.” 


Warns on Rising Car Accident Toll 


Earlier in his address, Mr. Hammel 
sounded a note of warning on the rising 
car accident toll. He predicted that dur- 
ing the next decade, more than 180 mil- 
lion drivers will be involved in highway 
accidents, causing 20 million deaths and 
iniuries and more than $70 billion dam- 
age. Today 65 million cars travel freely 
over streets and highways and “the way 
many of our drivers abuse their free- 
dom would make it appear that we have 
returned to the original meaning of the 
word.” The speaker explained that ear- 
liest use of the word “freedom” among 
the ancient Germanic tribes implied sim- 
p!» “free use” or the right to die. 

“Tf our accident rate increases in di- 
rect proportion to the rise in vehicles 
and vehicle miles during the decade,” 
Mr. Hammel continued, “we can look 
for 210 million drivers involved in acci- 
dents; nearly 25 million deaths and in- 
juries, and more than $80 billion dam- 
age. The 210 million figure is higher 
than the total population of the United 
States because many drivers will be in 
more than one accident; this does not 
include passengers and pedestrians.” 

The speaker noted that traffic safety 
experts are convinced that the accident 
rate can be cut in half if the public backs 
an all-out campaign to combat traffic haz- 
ards and unsafe driving practices. He felt 
that the recently formed Insurance In- 
stitute for Highway Safety was “a com- 
mendable step toward this end,” but 
said it is only the beginning when the 
country’s needs are considered. 


NAII President Estep’s Address 


NAII President Estep in his address 
pointed out that the association is ap- 
proaching the end of one of its busiest 
and most successful years and that its 
membership is now at the all-time high 
of 312 members and 77 subscribers 





whose companies accounted for over 
$2,800,000,000 of the nation’s premium 
volume in 1958. 

He singled out the U. S. Senate’s Sub- 
committee’s study of the insurance in- 
dustry and state regulation as “one of 
the most important developments of the 
year.” He felt that the answers to many 
of the questions raised by this subcom- 
mittee are to be found in the Missouri 
and California type of casualty rating 
laws rather than in the so-called all- 
industry type of law. 

“Tt is now evident,” he remarked, “that 
the major concern of this committee re- 
volved around competition, flexibility and 
the adequacy of state regulation. We 
all know that hindsight is better than 
foresight, and it now appears obvious 
that neither the industry nor the state 
regulatory officials would have any seri- 
ous concern over a Senate investigation 
if all states had adopted the Missouri type 
rating law instead of the all-industry 
law. The Missouri type law takes the 
red tape out of filings, eliminates many 
administrative and regulatory difficulties, 
and relieves the Insurance Commissioner 
of burdensome procedures that aren’t in 
the public interest, any way. I urge you 
to take a good hard look at the Missouri- 
California type laws and see if you don’t 
agree that we should amend the so-called 
all-industry law in those states, having 
made the mistake of passing it in the 
first place.” 


Concerned Over Spiraling Claims and 


Awards 


Turning to another troublesome area, 
the speaker said that the steady spiraling 
in claims and awards is one of the cas- 
ualty industry’ s gravest problems. In his 
opinion, “the industry has been guilty 
of two things which have contributed in 
some degree to this bad claims climate. 
First, we have paid more attention to 
the stock market than to our underwrit- 
ing, and secondly, paid more attention 
to adjustment of rates than to the im- 





Direct Action Program of Highway Safety| 
Institute Outlined by Russell 1. Brown | 


Washington, D. C., Oct. 28—The plan 
of action of the new million dollar Insur- 
ance Institute for Highway Safety was 
outlined here today to the 15th annual 
meeting of the National Association of 
Independent Insurers. Russell I. Brown, 
Institute president, said his group seeks 
to be “the catalytic agent that accelerates 


official safety action throughout the 
various states. 
“The Institute’s chief function,” he 


explained, “will be to keep pushing estab- 
lished safety programs until they reach 
the point where significant accident re- 
duction begins.” 

The Institute, founded earlier this year 
by 532 automobile casualty insurance 
companies, “has no intention of duplicat- 
ing the efforts of any sound, existing safe- 
ty organization on any level,” Mr. Brown 
said. “Many of these organizations have 
specialized in various phases of the acci- 
dent problem. Others are of a scope 
that covers several phases of the prob- 
lem. Outstanding work has been done 
and is being done. But, always. the 
growth of the problem has outstripped 
the growth of the safety organizations— 
because of a lack of money, of public 
interest, and lack of official support.” 

Now that the Institute has been born, 
Mr. Brown admitted that it would suffer 
a few growing pains and make a few 
mistakes. He promised his audience 
that (1) “we will not initiate one-shot 
campaigns in the vague hope that they 
might do some good; (2) we will not 
seek publicity; (3) we will not seek 
controversy; (4) at the same time, we 
will not be afraid to explore any legiti- 
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Insurers | | 
;— 
provement of claim costs and claim han- 
dling procedures.” 
According to Mr. Estep, NAIA was the Ve 
first association to recognize officially 
that a cooperative industry effort to 
cope with this situation was required, 
In joining forces with Association of 
Casualty & Surety Companies and 
American Mutual Insurance Alliance, a 
joint committee was formed a year ago NAL 
to study all facets of this problem, > 
Known as the Industry Defense Commit- to ( 
tee, “it has been working diligently dur- 
ing the past year. Great strides have pe 
been made toward a better understand- 
ing of our common problems.” Was! 
Milestone in Industry-wide Cooperation | ments 
The speaker hailed this effort as around 
“truly a milestone in industry - wide co- nopoly 
operation,” and pointed out: “We may } surance 
disagree on many phases of our busi- domina 
ness, but we have come to realize that | Lemme 
organized pressures creating higher and j Associa 
higher claims costs, such as NACCA, — present 
had to be dealt with on an industry- a) 
wide basis. And they are being so dealt 8 “ 
with.” jalso gi 
Mr. Estep spoke of one tangible prod- J VCW 
ucts of this effort—the recent establish- change: 
ment in Miami of an office of experi- have t 
enced investigators, jointly sponsored hy one s - 
the three groups, “to dig into the scan- _tomobi 
dalous, fraudulent claim situation in — child” 
Dade County, Fla.” pee 
He further noted that the Industry “hlaed 
Defense Committee is serving to de- | tome 
velop better liaison between the casualty [| ~ in 
industry and such other groups as the both 
defense lawyers, railroads and the medi- | 8'4V 
cal profession. Subc 
Work of Summit Committee In d 
Mr. Estep then directed attention to me 
another intra-industry effort, the work [ are 
of the so-called Summit Committee, also fe P 
representing the three casualty associa- | xe th 
tions, which is concerned with the indus- © : i I 
try program for responsibility on the [| es : 
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| Just one 
mate avenue that might lead to our goal | Rating 
of accident reduction.” § 
What Institute Will Do S Mr L 
The speaker then summed up in two 7 Peal 
points the main objectives of the orgat- | ings a 
sae ek pt 
“We will make grants-in-aid [0 [ an 
aaa and expand safety efforts which i on 
will make a contribution to sound, 0 their ra 
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Washington, D. C., Oct. 26—Develop- 
‘ments on the regulatory scene, centered 
around the Senate Antitrust and Mo- 
nopoly subcommittee investigation of in- 
surance regulation and rating, almost 
dominated the annual report of Vestal 
‘Lemmon, general manager of National 
‘Association of Independent Insurers, 
presented here this morning at the 
‘opening session of its 15th annual meet- 
ing, At the same time, Mr. Lemmon 
also gave NAIL members a bird’s-eye 
view of the swift-moving industry 
changes of the past year which, he said, 
“have truly been enough to keep every- 
one’s head spinning. He pointed to au- 
tomobile insurance as “the problem 
child” of the business and declared that 
| the problem of undesirable risks, par- 
ticularly vexing nowadays, has mush- 
"roomed from pest to plague. The situa- 
‘tion in North Carolina and New York, 
‘both compulsory states, is especially 
‘grave, he said. 


Subcommittee’s Overriding Interest 


In discussing developments on the 
regulatory scene, Mr. Lemmon opened 
‘his report by saying: “First, I hardly 
need point out that the framework and 
tenor of the questions propounded in 
| the Senate hearings should have dis- 
| pelled any wishful thoughts in the minds 
of the conformists that Congress meant 
‘through the McCarran Act to foster a 
pattern of rigid uniform rate regimenta- 
tion. The record is replete with pro- 
nouncements that the subcommittee’s 
‘overriding interest is to determine 
'whether competition and independence 
of action are permitted to thrive under 
' state supervision—as Congress intended. 
_ This interpretation of the McCarran Act 
is, of course, no surprise to us. 

“The thing about the thearings that 
did surprise us a little was the testimony 
of some of the industry witnesses them- 
selves. It was a great day for old man 
/ competition. Nobody ever had so many 
Swarm friends—some of whom he may 
_ have had a little difficulty in recogniz- 
‘ing. We independents have established 
| what I thought was a pretty good rec- 
ord of labors in the vineyard of com- 
petitive, flexible-price rating laws and 
regulation. Actually, we have felt mighty 
lonely at times during the past decade 
when we've stood up to witness publicly 
for these principles. In fact, our read- 
ing of the plain intent of the McCarran 
Act—now corroborated by the actions of 
the Senate subcommittee—has on occa- 
sion been the target of derision from 
some of our opposite numbers in the 
industry. 

“Therefore, it came as something of a 
surprise to learn, in the course of these 

enate hearings, not only that some of 
these folks have all along been strong 
admirers of the competitive philosophy, 
but by golly, théy invented it. 

ake no mistake—we are delighted 
that the principle of independent, com- 
petitive rate-making turned out to have 
| 80 many secret admirers after all. Let 
Us hope it is an enduring love, and not 
_ Just one of those ‘summer romances.” 


Rating Bureaus as Quasi-Regulatory 


eee 








Ta Re yi 





Watch-dogs 


Mr. Lemmon divulged that another in- 
teresting twist in the Washington hear- 
gs was the portrayal by some wit- 
hesses “of rating bureaus as the self- 


> ppointed guardians and protectors of 


‘ € small companies.” He said that 
fir rationale seems to be “that unless 


Vestal Lemmon Sees No Broad-Scale 


Federal Regulation of Insurance 


NAIL General Manager Devotes Much of His Annual Report 
to O'Mahoney Subcommittee’s Probe; Pleased with “Inde- 
pendence of Action” Interpretation of McCarran Act 


the bureau plays the part of a quasi- 
regulatory watch-dog, competition will 
necessarily degenerate into a life-and- 
death rate war where the ‘big-uns’ will 
eat up the ‘little uns.”” His reaction to 
that rationalizing was an follows: 

“If this proposition were tenable, it 
would cut from under the State Insur- 
ance Commissioners much of the grounds 
for their continued exercise of rate regu- 
latory authority. We must remember 
that one of the primary objectives an- 
nounced by the Senate subcommittee is 
to find out which is really regulating our 
business—the State Departments or the 
bureaus. The bureaus hardly serve the 
state cause by intimating that the de- 
partments are dependent on them to 
prevent chaos in our business. 

“As to the question of which among 
the major industry organizations has the 
interests of ‘little business’ more at heart, 
I will be willing to rest our case on 
the record—the record of the number of 
small companies that join our ranks each 
year; the record of the important role 
these companies play in the work and 
policy determinations of NAII; and the 
record of the growth of those companies 
via the independent route to whose 
preservation we are dedicated. We be- 
lieve these records speak for them- 
selves. 

“Another interesting aspect of the 
hearings was the implanting by some of 
the same witnesses of the idea that cer- 
tain independent or deviation fire filings 
challenged ‘by the bureaus were ‘loss 





VESTAL LEMMON 


leader’ rates—in other words, that the 
filing companies had knowingly cut rates 
to a point where they expected to lose 
money. Obviously, rates designed to lose 
money would be inadequate under the 
rating laws. 

“But in the instances in question, the 
companies were able to prove to the 
complete satisfaction of the supervisory 
officials that their proposed rates were 
calculated to produce a profit.” 

No Broad-Scale Federal Regulation 

As to whether the industry will see a 
move for broad-scale Federal regulation 
as a result of the investigation, Mr. 
Lemmon said that such a move does not 
appear imminent, judging from what he 
can read between the lines in the Senate 
investigation. “The subcommittee seems 
interested in ways to improve state reg- 
ulation rather than in ways to undermine 
it,’ he stated. Continuing: 

“Although a Federal Department of 
Insurance is probably not in the cards, 
this doesn’t preclude Federal action 
along other lines. For one thing, the 
testimony of representatives of the Anti- 
trust Division reveals that they have 
been studying the question of whether 


the fire rating bureau activities in op- 
posing key rate deviations and independ- 
ent filings are a violation of the Sher- 
man Act. They are closely scrutinizing 
the record of the aviation insurance 
hearings, too. 

“Also significant is the testimony of 
John Gwynne, while chairman of the 
FTC, concerning the decision of the 
United States Court of Appeals in the 
Travelers Health Association case. You 
will recall] that the court there held that 
because Nebraska has an unfair trade 
practices statute, the FTC has no jur- 
isdiction over advertising of a Nebraska 
company, even where it is. all sent by 
mail into states where the company isn’t 
licensed and has no agents. Mr. Gwynne 
recommended that if the United States 
Supreme Court should affirm the lower 
court in the appeal now pending, it 
would be advisable for the Senate Com- 
mittee ‘to consider changing the law to 
make the authority of the Federal Trade 
Commission adequate in that field.’ 


“In the course of Gwynne’s testimony, 
Senator O’Mahoney commented, in part: 

‘, . + it was not the intention of the Judiciary 
Committee nor of the Senate to confer upon a 
single state the power to regulate commerce in 
insurance throughout the United States.’ ” 

In the wake of the U. S. Senate in- 
vestigation, at least two major studies 
of the regulatory system have been un- 
dertaken by the states, the speaker con- 
tinued. He noted that at the June meet- 
ing of the NAIC in Boston, the rates 
and rating organizations committee 
adopted a statesmanlike report of its 
M-1 subcommittee which reaffirmed the 
NAIC position in favor of ‘vigorous law- 
ful competition as to rules, rates and 
forms, subject to regulation by the states 
in the public interest.’ It then passed a 
resolution calling for creation of a sub- 
committee to review the fire and cas- 
ualty rating laws and rate regulations. 

At a meeting earlier this month, this 
subcommittee decided that it would hold 
hearings to determine whether the vari- 
ous types of rating laws have been effec- 
tive in serving the public interest and 
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Brown Outlines Highway Safety Program 


(Continued from Page 32) 


cial programming. The measure will be: 
Does this program make a contribution 
to the solution of the total problem? 
“The Institute will conduct a direct 
obtain coordinated 
programming, to 


action program to 
programming, official 
apply the things we all know will work. 

“The grant-in-aid program is easily 
understood. Basically, the transfer 
of money from one organization to an- 
other to obtain a needed result. 

“The element that makes the Institute 
the ‘unknown quantity’ in the safety field 
at this time is our direct action program. 
Let clear up any mystery or mis- 
givings by telling you exactly what we 


it’s 


me 


are thinking at the moment. 

“In the first place, we are not going 
to jump into a national safety action 
program. In this there would be the 


danger of duplicating some excellent pro- 
grams already at work. We would be 
running a certain risk of spending our- 
selves out before we could reach any 
measurable result. For the _ Institute, 
now, to run with hot haste into a na- 
tional-level program would be like try- 
ing to bring down an elephant with a 
popgun. 
“Bite-Size” Approach 


“Our direct action program will be on 
the ‘bite-size’ approach. We will go to 
work in two or three states as soon as 
possible. Our objective will be to show 
measurable results in those states in a 
reasonable amount of time. If we can 
do that, we will then have a pattern of 
action that can be applied to other states 
That will be the time for this program 
to be expanded into as many other states 
as we can manage. We will move on a 
state-by-state basis toward national pro- 
gramming never duplicating, always 
cooperating with and supporting existing 
safety organizations. 

“We will not, of course, issue a blanket 
invitation to states to come running to us 
‘or help. That would be foolish and pom 
pous. Like the heroine in the Ladies 
Magazines, we will want to be wanted. 
That is, we will not enter any state 
unless we are virtually invited.” 

Mr. Brown’s step-by-step explanation 
was as follows: (1) “The Institute will 
select several states in which we might 
want to go to work. I'll be perfectly 
frank. We will look for proving grounds 
where we can demonstrate results. 

(2) “Once these states are selected, 
we will make a preliminary survey. We 
will not go rushing in with a team or 
with a flurry of publicity. We will simply 
appear quietly and talk to people. We 
will talk to the governor and other state 
officials and to men and women and 
groups of influence. The purposes of 
this preliminary survey are many: We 
will be making a superficial evaluation 
of facilities and attitude with which 
we would be working if we were invited 
into that state. Evaluating the general 
attitude of officials and influence groups 
will be one of our most important jobs 
at this stage. We will want to know the 
answer to such questions as: Do they 
want help? Do they want us? Will they 
support a full-scale effort over a period 
of years? Is this the right or the wrong 
climate for us right now? Can we be 
of help? It is our intent to work with 
and through existing governmental agen- 
cies and officials and not independently. 


Timing Another Important Question 


“Another important question we will 
seek to answer in this preliminary sur- 
vey is that of timing. Is this the right 
time to start work in this particular 
state? To a great degree, that question 
will be answered by what we learn of 
the official and general attitude. But 
entering into this question also will be 
such practical considerations as political 
stability, tenure in office, composition of 


the legislature, the strength, interest and 
bias of influence groups. 

“It will be understood that we are 
interested in only one thing: Reduction 
of traffic accidents in that state as < 
result of a complete, official program. 
We will not care who gets the credit. 
It is the program that counts. We will 
not expect to be arbitrarily blocked in 
one portion of the program and allowed 
to go ahead on another. We will be 
expecting cooperation on a total pro- 
gram.” 

Continuing Mr. Brown said: “One of 
the most important uses of this survey, 
will be the opportunity to change atti- 
tudes while we are investigating atti- 
tudes. We aren’t just going to be talking 
idly to people and groups. We'll be doing 
some selling while we are at it; selling 
to create a receptive atmosphere for an 
official safety program. If we can actu- 
ally influence attitudes, then that would 
be an encouraging sign that we may 
have found a place to go to work. 

“The third step in this direct action 
program is obvious. As a result of suc- 
cessful preliminary surveys we would 
expect to be officially invited to go to 
work in some of our pre-selected states. 
This official approval and_ invitation 
would, of course, have to come from the 
Governor, and they should be approved 
by both the state and the local officials 
concerned. If the Institute is satisfied 
that this invitation comes from a state 
where the time is right, where the offi- 
cial and general attitudes are sound, 
then we’ve found a place where we can 
be of help.” 

As to step four the speaker explained: 
“Our first job in the state will be a 
complete evaluation of the existing traffic 
safety program in all its phases—from 
city to county to state level. This evalua- 
tion study should cover all the ground— 
accident records, education, enforcement, 
engineering, laws and ordinances, admin- 
istration, public support, public informa- 
tion, and courts. 

“Right here, I imagine I can hear 
someone whispering, ‘Aha, duplication! 
What about the National Safety Coun- 
cil’s inventory ?? No, we won’t duplicate 
the inventory, we'll use it. If there are 
areas where we need more information, 
we'll ask national, state and local organ- 
izations for help in any area where they 
have specific interest or information. 


Priority Program 


“Step five: Based on the evaluation, 
jointly, we will set up a priority pro- 
grain as to receive 
special emphasis. Again based on the 
evaluation, we will set out what must be 
done to accomplish these jobs as the offi- 
cial program of the state. Here’s how 
we hope it will work: If the evaluation 
shows us one of the state’s priority needs 
is local police training, we won’t under- 
take the training. We will ask for help 
from the appropriate organization 
equipped to do this. If the traffic 
statutes need overhauling, we won’t do 
the job. We will ask for help from the 
State and National Bar Association. We 
will ask and support the help of any 
specialist organization in the whole field 
of traffic safety to accomplish the priority 
program in that state. 

“The Institute’s chief function will be 
to coordinate the program within the 
state, to supply the motivation, to keep 
things moving, to arouse public interest 
and support, to keep pushing the pro- 
gram constantly until it reaches the 
point, in all its parts, where significant 
accident reduction begins. In _ other 
words, the Institute hopes to be the 
catalyst, the agent that accelerates off- 
cial safety action throughout the state. 

“Step six: This will be the evaluation 
of ourselves in the state: Self- evaluation 
of our activities in progress and in re- 
view. What we learn in this evaluation 
may bring some changes in our program 
in another state, may strengthen some 





Points to Washington, D. C., 


As an Insurance Center 


Washington, D. C., Oct. 26—In his wel- 
coming address at the 15th annual meet- 
ing of NAII which opened here this 
morning, L. A. Davidson, president, Gov- 
ernment Employees Insurance’ Co., 
pointed with pride to the fact that the 
District of Columbia, comprising less 
than 70 square miles, contains home 
offices of 34 insurance companies; that 
over 10,000 people are employed, and 
that three of the four largest D. of C. 
companies have recently completed fine 
new Office buildings. 

Mr. Davidson further stated that 
“operating under firm, fair and equitable 
regulation, local not Federal, the insur- 
ance industry in Washington serves the 
public interest well—and the District 
insurance companies are thriving and 
prosperous.” 

As to the companies with new office 
buildings, he pointed to Eqiutable Life 
Insurance Co. whose new home office is 
pe masterpiece of ‘Williamsburg architec- 
ture”; the Peoples Life which has just 
dedicated its new building—a classic, mon- 
umental structure, and his own company 
—Government Employees, whose $8,000,- 
000 operations building will be completed 
within the month. Mr. ‘Davidson also 
noted that Acacia Mutual Life, largest 
Washington company with $1,690,000,000 
life insurance in force, completed a big 
new addition to its H.O. building several 
years ago. 

“These. splendid buildings,” he re- 
marked, “are tangible evidence of prog- 
gress—and of the confidence which the 
Washington companies have in the 
future of our great industry.” 

This afternoon NATI convention dele- 
gates were the guests of Mr. Davidson’s 
company on a scenic tour of Washington 
and this evening Government Employees 
Insurance Co. was host at the reception 
which preceded the annual banquet. 


P.R. Job Done 


The working press attending NAITI’s 
annual meeting, both insurance weekly 
men and daily newspaper writers, were 
impressed by the fine cooperation ex- 
tended by Bob Oelberg, NAII public 
relations director, and his associates in 
the Chicago public relations firm of 
Salvage & Lee including Winfield Green, 





Effective 


Charles Payne and John Kimball. 
Fully equipped press room facilities 
were maintained in the Sheraton-Park 


Hotel where the meeting was held, and 
advance copies of speeches and reports 
were available. As a result NAII will get 
good press coverage in various maga- 
zines this week. 





Zurich-American Promotes 
Four to New Sales Posts 


Increased production and expanding 
services shave impelled the Zurich- 
American Companies to promote four 
men to new posts, Fred H. Oliver, assist- 
ant U. S. sales and marketing manager, 
announces. 

Robert L. Walker, Russell Hoffman 
and Jerry Stephenson will become sales 
superintendents of the companies’ Mil- 
waukee, Minneapolis and Kansas City 
offices, respectively. Jack P. Hagins is 
the new sales representative for North 
Carolina. 

Mr. Walker joined Zurich in 
1959, as a sales representative in the 
Philadelphia office. Prior to that, he 
had four years’ agency insurance experi- 
ence and five years as branch office 
agency superintendent for the Aetna 
Casualty & Surety. 

Mr. Hoffman has been with Zurich 
since November, 1958, as sales repre- 
sentative. After his graduation from St. 
Thomas College in 1950, he joined the 
American Hardware Mutual where ‘he 


June, 





parts of it, decrease the importance of 
others. We will not be wedded to any ap- 
proach until we know it works.” 





Kenney Points to Half |¢ 
Slave, Half Free Stat 


LARGELY DUE TOLO LONDON LLOYp§ was 
U. S. Investor Editor in NAII Adee John 


Glad O’Mahoney Subcommittee Hal = Hi 
Focussed spaineht « on Weaknesses | 
Washington, D. C, C., Oct. 26—Rood Wa 
Kenney, insurance editor of The United W. L 
States Investor, spoke forcefully on “Ty Wide 
Battle of the Potomac” in addresgip a 
the 15th annual meeting here today & meeti 


National Association of Independent }; 
surers. As the luncheon speaker, }{ 
Kenney devoted much of his attention; 
the investigation of insurance regulatiy 
and rating practices by the U. S. Seng 
Antitrust and Monopoly Subcommitte 
He also charged that “depredations ; 
foreign, unlicensed interlopers” in th 
insurance market have placed the Amer 
can insurance industry in a position “ 
being half slave and half free.” 

He said in 1957 United States insu 
ance companies paid foreign insurers 
proximately $234 million in_reinsuran 
premiums. Of that amount, he indicate 
the 3ritish reinsurers principal) 
Liehds of ‘London—received about 8 
or $201 million. 


Sees Nothing But Good to Come i 


Paying his respects to Senator Josep 
+ _O’Mahoney’s subcommittee finding 
Kenney said: “I can see nothing} 
nc to come from focussing the spo 
light on such weaknesses in state re 
ulation as the zone examination scat 
dals, the regulation-free activities ¢ 
Lloyd’s in the primary writing mark 
which have placed the insurance indw 
try of this country in a position of bein 
half slave and half free, the undue inte: ( 
ference with the free flow of commer 
between the states arising out of onero: 










and arbitrary rules for admission (| Leftw 
companies to the states, the abuse 7) was n 
retaliatory and countersignature law) been < 
the vital question of sufficiency of fun since 
and adequacy of qualifications of pe) _ Elec 
sonnel in the State Insurance Depar) Cartot 
ments. Last, but not least, the destruy Creek 
tive consequences to reasonable and fag secret: 
competition arising out of an oveg Farme 


zealous concern for uniformity in ratel burg, 





















forms and coverage on the part of reg i Insura 
latory authorities and bureau interests) !or a 
Mr. Kenney also predicted that, a) _ Re- 
result of the Senate hearings, an @ H. Ki 
tempt will be made in the next Conia counse 
to amend the District of Columbia Ai Curry, 
passed in 1944 to eliminate compuls tual A 
membership in rating bureaus. He sail) "ector 
“Of course, if this attempt is succes) °! Me 
ful, such states as Louisiana, North Car} re-elec 
lina, Virginia and Texas—which hag others 
similar laws—will simply have to fall # Os 
line. Don’t forget that there is alwa al C 
the possibility that once Congress ctl Ml C 
ters its interest on amending or chat Se: * 
ing the District of Columbia Act, Final 
may decide to go the full way and amet -'c 
the McCarran Act to spell out what” New 
reasonable and sound competition int a D 
public interest.” 4 B Excha 
a dent, | 
became a chief underwriter. From Anton 
to 1958 he served as a sales represé fi Farme 
tive for the General of America Comp , 
— in Seattle. ville’ . 
Mr. Stephenson joined Zurich-Amey = 7 
can in October, 1959, A graduate 7 + na 
the University of Kansas City, he Tansi 
had 13 years in the insurance field, ike 
ing as casualty underwriter in an age ke | 
and, most recently, as special agent i Ta ( 
the Fireman’s Fund. 
Mr. Hagins joined Zurich as sales 1 re Elec 


resentative for the Atlanta brane 
July, 1958. Prior to that, he had 
years’ experience as an agency cast 
underwriter and as special agent 








American Casualty in Tennessee. *) Nangle 
will work out of the Zurich-Amet@ Hepp, 
service office in Greensboro, N. C., ui retary 
the supervision of the Richmond brat delphia 
office. secreta 
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¢, W. Leftwich Elected 
President of NAII 


wAsS ONE OF F ITS FOUNDERS 
John H. Carton, Alfred B. Smith, H. O. 
Hirt Elected to Board of Gover- 
nors; 16 Vice Presidents 


Washington, D. C., Oct 27—Charles 
W. Leftwich, vice president of Nation- 
wide Mutual, was elected president of 
National Association of Independent In- 
surers here today at the 15th annual 
meeting in Sheraton-Park Hotel. Mr. 








GHARLES W. LEFTWICH 


Leftwich, one of the founders of NAITI, 
was named to a one-year term. He has 
been a member of its board of governors 
since its Organization. 

Elected to the board were John H. 
Carton, president, Wolverine of Battle 
Creek, Mich.; Alfred B. Smith, assistant 
secretary, Pennsylvania Threshermen & 
Farmers’ Mutual Casualty of Harris- 
burg, Pa., and H. O. Hirt, president, Erie 
Insurance Exchange. Each was elected 


‘for a three-year term. 


Re-elected to the board were George 
H. Kline, vice president and general 
counsel, Allstate of ‘Skokie, Ill.; H. E. 
Curry, vice president, State Farm Mu- 
tual Automobile, and Ward Wright, di- 
rector of insurance, Farm Bureau Mutual 
of Manhattan, Kans. Mr. Wright was 
re-elected for a one- year term, and 
others for three years. 

Other members of the NAII board are 
Robert B. Goode, president, Allied Mu- 
tual Casualty of Des Moines; Lewis F. 
Miller, vice president, Zurich; William C. 
Searl, president, Auto- Owners of Lan- 
sing, ‘Mich. : David Green, president, Mo- 
tor Club of America Insurance Co., 
Newark, N. J.; Paul R. Erickson, coun- 
sel, Detroit Automobile Inter- Insurance 
Exchange : Charles E. Cheever, presi- 
dent, United Services Automobile of San 
Antonio; Irving J. Maurer, president, 
Farmers. Mutual Automobile of Madison, 
Wis.; and Fenton A. S. Gentry, presi- 
dent, Southern Fire & Casualty of Knox- 
ville, Tenn. 

In addition, Preston Estep, president, 
ransit Casualty of St. Louis, immed- 
iate past president of NAII, automatic- 
ally becomes a member of the board 
for a one-year term. 


Vice Presidents Elected 


Elected to one-year terms as vice pres- 
idents were: Waiter L. Hays, president, 
American Fire & Casualty of Orlando, 

Carl \M. Russell, president, Mer- 
in Mutual of Indianapolis ; John J. 
Nangle, president, Utilities of St. Louis; 
; enry L. Moffett, vice president and sec- 
eee Keystone Insurance Co., Phila- 
o Iphia; Warren Nigh, vice president and 
ecretary, Government Employees Insur- 


Vestal Lemmon’s Report 


(Continued from Page 33) 


maintaining free competition. It will 
also study and evaluate types of rating 
laws with particular reference to various 
itens which have at one time or another 
come to the attention of the Senate sub- 
committee. These items include the ag- 
grieved party, one-year deviation provi- 
sion, partial subscribership, provisions 
concerning rates, rules and forms and 
any other provision of the All-Industry 
bill that require further study and 
evaluation. The first of these _ hear- 
ings will be held in Chicago in mid- 
November. 

Meanwhile, the New York State Joint 
Legislative Committee, headed by State 
Senator Condon, is conducting hearings 
concerning the rating laws and related 
statutes of that state, with particular 
emphasis on (but not limited to) mul- 
tiple line problems. 

“These studies offer a marvelous op- 
portunity for all of us—the regulators 
and the regulated—to reexamine the 
prevailing rate regulatory patterns in 
terms of long-range public interest,” said 
Mr. Lemmon. 

He felt that the greatest provocation 
for Federal legislation lies in those state 
rating laws which contravene the ex- 
pressed Congressional intent accompany- 
ing the McCarran Act by requiring: uni- 
form rates or bureau membership. “Our 
association has long been on record as 
favoring state legislative action to bring 
those anti-competitive rating laws into 
line with the McCarran ‘Act intent. 


For United Effort by Industry 


“Two months ago, in the course of the 
Senate hearings, spokesmen for the Na- 
tional Board of Fire Underwriters stated 
that they would support enactment of 
the All-Industry type rating bills in 
mandatory rating bureau jurisdictions, 
provided we and the other major indus- 
try groups would do likewise. As far as 
We are concerned, the latch-string is 
and always has been out. We would be 
happy to have the rest of the industry 
join in liberalizing these laws. Nothing 
could be more timely or more effective 
toward easing the existing pressures for 
Federal remedial legislation than a 
united effort by the industry—and, we 
would hope, the NAIC—to bring squarely 
into conformity with the McCarran Act 
intent those laws which contravene it. 
The time for this step is ripe, if not 
lone overdue. 

“The Senate subcommittee has probed 
into many other issues that go to the 


(Continued on ‘Page 36) 





ance Co., Washington, ‘D. C.; Frank C. 
Blumeyer, president, St. (Louis Insurance 
Group; W. E. Howard, general manager, 
Kentucky Farm Bureau Mutual; Paul E. 
Edwards, executive vice president, South- 
ern Farm Bureau Casualty of Jackson, 
Miss., and T. ‘F. Shortall, executive vice 
president and secretary, Emmco of South 
Bend. 

Also Dwight C. Perkins, president and 
treasurer, Farmers Mutual of Lincoln, 
Neb.; C. M. Fish, president, Freeport 
Insurance Co.; A. Grant Whitney, execu- 
tive vice president, Belk Stores Insurance 
Reciprocal, Charlotte, N. C.; P. N. Snod- 
grass, president, General Casualty of 
Wisconsin; Russell R. ‘Wilson, president, 
Casualty Underwriters, Inc., St. Paul; A 
R. Nelson, president, Hawkeye-Security 
of Des Moines; J. iM. Silvey, president, 
M. F. A. Mutual of Columbia, Mo., and 
Harry Williams, secretary, Motor Club 
Insurance Association, Omaha. 

Other officers, also re-elected to one- 
year terms, are M. S. Dougherty, Jr., 
president, Audubon Insurance Co. of 
Baton Rouge, La., treasurer; J. Carl 
Suverkrup, secretary-treasurer, Wabash 
Fire & Casualty of Indianapolis, secre- 
tary, and Vestal Lemmon, NAII general 
manager, assistant secretary-treasurer. 


Estep on Progress 


(Continued from Page 32) 


Its objective is to put some 
laws, 


highways. 
teeth into financial responsibility 
he said. 

This program has been introduced into 
10 legislatures and enacted in five—lIlli- 
nois, Nebraska, Ohio, South Carolina and 
It failed in two—Connecti- 
cut and Mai and is pending in two— 
Alabama and ‘Delaware. It was vetoed by 
the Governor of Colorado on the grounds 
of the expense involved in administering 
the law, Mr. Estep explained. 

Overall he felt that the Summit Com- 
mittee’s record thus far “is encouraging 
and heartening. Particularly so when 
you consider that there was compulsory 
automobile liability insurance legislation 
in 20 states this year. It was headed off 
in “17 and is pending in only 
three.” 

The formation of the Insurance Insti- 
tute for Highway Safety early this year 
was pointed to as “a highly significant 
industry development.” He spoke of its 
joint sponsorship by NAII, the Associa- 
tion of C. & S. Companies and National 
Association of Automotive Mutual In- 
surance Companies, and urged that all 
attending get the full story of the in- 
stitute’s plan of action from the address 
(October 28) of its president, Russell I. 
Brown. His talk is reviewed on Page 32. 


Tennessee. 





States 


Preservation of Competition Committee 


The speaker then spoke of NAII’s 
preservation of competition committee 
which “has worked hard and effectively 
in the area of competition.” Member 
companies through a special assessment, 
the explained, raised a substantial sum of 
money to support this committee’s activi- 
ties, and exhibits in the hotel lobby tell 
part of the story of services which it has 
developed for NAII member companies. 
Inasmuch as scope of its activities has 
been limited, Mr. Estep recommended 
that “we should either broaden this scope 
or take action to make use of its funds 
and know-how in such areas as accident 
prevention, NACCA and tax legislation.” 

Speaking of NAII staff work, he 
pointed to the processing of about 4,000 
bills in the past year affecting the insur- 
ance business, about 1,000 of which were 
reported to member companies. Also 
processed were 9,500 laws of all types, 
of which 2,400 required analysis. The 
work of the Independent Statistical 
Service, he said, underwent its regular 
annual increase. The estimate this year 
for number of reports to be collected, 
compiled, audited and filed is 4,312, up 
about 500 from last year. 

Another NAII development was the 
September decision of its board of gov- 
ernors to go nationwide as a statistical 
agent in automobile and casualty lines as 
well as for fire and homeowners, experi- 





Present Manual of N.J. Comp. 


Rates to Remain in Force 


Bernard Hamilton, manager of the 
Compensation ‘Rating and Inspection Bu- 
reau of New Jersey, says there will be 
no change in the present manual of rates 
in force in his state. After reviewing the 
combined experience of the member com- 
panies for the fiscal year ending June’30, 
the governing committee with the‘ ap- 
proval of the Commissioner of Banking 
and Insurance, voted unanimously for 
this decision. 

Mr. Hamilton explained: “The action 
of the committee is in accordance with 
the decision reached when the present 
rates were adopted to make no adjust- 
ment in the manual of rates for Janu- 
ary 1, 1960 unless the indicated devia- 
tion, up or down, was more than 5% 
or it was necessary to make an adiust- 
ment to reflect a change in the law.” 


ence which heretofore thas been reported 
to the Midwestern Independent Statisti- 
cal Service for certain midwest states. 
The board instructed NAII’s liaison com- 
mittee to negotiate a new arrangement 
with MISS officials. “An amicable 
agreement,” said Mr. Estep, “has now 
been reached. However, this arrange- 
ment does not remove MISS from the 
statistical field, but it does provide NAII 
members with the opportunity of report- 
ing all their experience to NAII if they 
so desire,” said the speaker. 

In closing Mr. Estep gave specific ex- 
amples of the alertness of NAII in keep- 
ing abrez ist of (and anticipating) legisla- 
tion injurious to member companies. 





Guy Fergason’s Guide 


Those attending NAII’s 15th annual 
meeting this week in W re gr et be ©. 
welcomed the handy “Guy’s Guide” to 
places to eat, theaters and places to see 
which was distributed to one and all by 
Guy Fergason, well known Chicago per- 
sonnel and management consultant. Pur- 
suing his hobby, ‘Mr. Fergason also took 
many camera shots of personalities at- 
tending the meeting. 
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Wohlreich & Anderson 
Ltd. 
55 JOHN STREET 
NEW YORK, N. Y. 
DIGBY 9-3020 


“WANDA” 





DO IT YOURSELF KIT 
FOR "ALL RISK" 


Buildings—Contents—U. & O. 
All Perils Included 
Flood — Earthquake — 
Burglary—Water Damage— 
Collapse — Transit 


"Wanda" will help you design 
a cover to fit your clients’ needs. 
All Risk protection available for 
principal and "other" locations. 


Written as First Loss, Full 
Cover or Parasol. Deductibles 
of your choice from $250 u 
"Wanda" know-how is available 
to all Brokers and Agents. 





Send me full information on “All 
Risk Protection.” 


Name 





Address 





City 





Phone 





Mail to "WANDA" 
55 John Street, N. Y. C. 


"Wanda solves the Producers’ 
problems” 
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Seek Remedies for the 
Assigned Risk Problem 


SNODGRASS, CA CARTON, SEARL 


Panel Speakers Disonas Separate Classi- 
fication Plan for All Such Risks, For- 
mation of Assigned Risk Company 


D. C., Oct. 28—Three 


presidents were out- 








Washington, 
midwest company 
spoken in giving their remedial recom- 
mendations to solve the serious automo- 
bile assigned risk problem in a panel 
discussion here this morning at the 15th 
annual meeting of National 
of Independent Insurers. 
P. N. Snodgrass, president, General Cas- 
ualty of Wisconsin, who told about the 
Youthful Driver Supplement in his state 
as “An Answer to the Under-age 
Assigned Risk Problem”; John H. Car- 
ton, president of the Wolverine and 
Federal Life & Casualty of Battle Creek, 
Mich., who argued for setting up a 
separate classification plan for all as- 
signed risks—“clean” or “unclean,” and 
William C, Searl, president, Auto-Owners 
of Lansing, Mich., who favored the 
formation of a company to. insure 
assigned risks exclusively. 

This discussion, one of the best at 
NAII’s meeting, held close attention. 
NAII company members attending share 
in the casualty industry's widespread 
concern over the worsening experience 
on automobile risks. As pointed out by 
Mr. Carton, loss ratios have jumped from 
an average of 79.6% for B. I. and 73.7% 
for P. D. in the 1938-51 period to 144.5% 
and 103.4%, respectively, in policy year 
1957. 

Snodgrass on Youthful Driver 
Supplement 


P. N. Snodgrass was glad to report 
that the Youthful Driver Supplement to 
Wisconsin’s automobile assigned risk 
plan, adopted in 1952, has been an un- 
qualified success. “It has answered the 
criticisms of legislators,” he said. a 
has eliminated most of the public ill-will 
generated by refusal of companies to 


Association 


They were 


accept youthful risks on a voluntary 
basis, and it has reduced the problems 
of the State Insurance Department in 
this respect to a minimum.” 

Admittedly the plan has its shortcom- 
ings—and Mr. Snodgrass pointed to 
some of them—but overall it is work- 
ing satisfactorily. As proof of the effect 
of its adoption he said a recent sampling 
of present Wisconsin assigned risks by 
the plan’s manager indicated there are 
now only 22% of applicants in the 
youthful category as compared to 52% 
prior to adoption of the Youthful Sup- 
plement. Furthermore, there are practi- 
cally no “clean” risks in the group. 

The supplement as now constituted 
provides (1) that any youth under 25 
years of age who is the named insured, 
may be granted insurance subject only 
to the underwriting rules of the com- 
pany to which application for insurance 
is made, and which apply generally to all 
classes of automobile insurance risks; 
(2) any insurance company writing this 
type of business shall receive credit 
against assignments otherwise distributa- 
ble to it through the Wisconsin plan for 
each such youthful risk voluntarily in- 
sured. To facilitate proper computation 
of credits by the plan’s manager, the 
company shall, within 10 days following 
issuance, renewal or cancellation of any 
such policy, notify the plan’s manager 
on form to be provided for that pur- 
pose. 

The manager in his regular report shall 
include a computation for each company 
of the number of such youth risks vol- 
untarily written and total premium 
credit under this supplement. Such 
credit is given to companies which vol- 
untarily accept youthful risks eligible for 
credit. Only the base premium of 
10-20-5 is credited and these credits 
carry over each year. 

“The result of this program,” said Mr. 
Snodgrass, “is that most of the principal 
automobile writing companies in Wis- 
consin write a sufficient number of vol- 
untary risks so that they receive no 
regular assignments.” 

The speaker also spoke about the re- 
vised Wisconsin Assigned Risk plan, 
approved by the Insurance Department, 
which encompasses uniform rates, sur- 
charges and policy provisions. He said 

(Continued on Page 42) 
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Vestal Lemmon’s Report 


(Continued from Page 35) 


very vitals of the state regulatory sys- 
tem. One is the question of whether 
the long-range public interest might be 
better served if the procedures for prior 
filing and review of every rate change 
were relaxed somewhat as to lines where 
competition is operative as a regulator. 
The objective would be to free both 
management and supervisory officials of 
some of the costly and unnecessary rou- 
tines they must now go through. 
“Another question concerns the proper 
function and role of the rating bureau 
concept. Questions propounded by cer- 
tain members of the Senate subcommit- 
tee and its staff indicated great interest 
in the idea of relegating rating bu- 
reaus to the status of advisory organ- 
izations only, thereby preventing even 
the members of a bureau from agreeing 
among themselves to adhere to a uni- 
form level of rates. NAII, of course, 
made no such recommendation; we have 
confined our suggestions to matters con- 
cerning the rights of bureau subscribers, 
and their relationship to the bureau.” 


The Competitive Picture 


Further along in this report Mr. Lem- 
mon gave a realistic picture of the com- 
petitive situation in the fire-casualty 
business, saying: “In the casualty field 
we have seen resignations by long- 
standing members from the National Bu- 
reau, the suspension of the rule re- 
quiring adherence by the remaining 
members to this bureau’s filings, the in- 
auguration and immediate revision of an 
automobile merit rating program, and the 
launching of an economy auto policy. 
In the fire field we have witnessed the 
appearance of some breaches in the 
ranks of the boards and bureaus, the 
changes in the structure of the regional 
and local advisory and rating organiza- 
tions, In the multiple line business we 
have observed pronounced shifts in ‘bu- 
reau filing procedures and assessment 
rules, and a succession of new and ‘new- 
new’ homeowner filings at low and ‘low- 
low’ rates. 

“These and other rapid-fire develop- 
ments are causing deep furrows in the 
brows of many fire and casualty execu- 
tives, particularly those of smaller com- 
panies. They may be prone to ask: 
Where are we heading? Will there be 
too much competition? What are the 
future prospects for small and medium 
sized insurers? 

‘No one but a clairvoyant can tell us 
what tomorrow will bring, but I per- 
sonally have tremendous faith in the 
ability of our companies to adapt suc- 
cessfully to changing circumstances. The 
going may not be soft, but then neither 
has it been easy in the past. The inde- 
pendent companies which cut their teeth 
on ‘vigorous, lawful competition’ (to 
borrow an NAIC phrase), should ‘have 
nothing to fear from it, provided, first, 
that the competition remains within law- 
ful bounds, and second, that the com- 
pais *s stay on their toes. 

“It is, of course, the duty of the Com- 
missioners to see to it that competition 
remains within lawful bounds—that is, 
that rate levels are adequate for those 
on whose behalf they are filed. The 
Commissioners must guard against the 
possibility of unfair practices designed 
to destroy competition and create a 
monopoly. 

“If the statutory rate-making bound- 
aries are enforced, the wide-awake com- 
panies, both small or large, should have 
no cause to fear the growth of com- 
petition. However, the managements of 
many companies will have to update 
their thinking, sharpen their wits and 
become more aggressive in finding addi- 
tional markets or lines. Increased at- 
tention must be devoted to insurance and 
general economic trends, shifts in con- 
sumer attitudes and habits, and ‘what 
the opposition is doing.’ The pressures 
will be on, too, to find more streamlined, 


More NAII News Next Wed) 


More of the NAII annual meeting x 
dresses and panel talks will be review, 
in our November 6 issue. They includ 
addresses of Congressman Phil M. La 
drum of Jasper, Ga., on “Labor- Manag] 
mient Keporting and Disclosure Act 
1959”; Irving Gilinan, vice  presider 
Institute for Motivational Research, 9 
“Consumer Attitudes Toward Insurang 
Companies”; Don O. W ood, presidey 
‘The Fyr-Fyter Co. on “How the Fp 
Equipment Industry Can Better Sen 
Fire Insurance Companies,” and _ 
talks by participants in the panel 9 
“Claims and Awards’—Mark O. Rober 
president-general counsel, Standard Mu 
tual of Springfield, Ill., on “Disclosure gj 
Policy Limits”; Verne Williams of \; 
ami News on “Exposing lk raudulep 
Claims Practices”; Arne Fougner, presi 
dent, Christiania General, on “Rehabj 
tation—Its Role in Third Party Liabil; 
Cases,” and Dr. Thomas D. Rees , 
“Keconstructive Plastic Surgery—Majo 
Facial Injuries.” 





economical procedures to replace inefj 
cient methods which heretofore maj 
have been taken for granted.” 

In this connection, Mr. Lemmon wa 
confident that NAII will continue to ful! 
fill a more and more important role a 
a source of information, advice and ail), 
and as a medium for bringing companied 
together to exchange valuable know-hoy 
and ideas. “One of the most gratifying§ 
characteristics I have observed abou 
our members, large and small, is the uw: 
selfishness they have displayed in thi) 
latter regard in giving the newer, ee 
experienced company a helping hand,” 
said. | 
Pointing, then, to the undesirable ris 
problem, the speaker emphasized: “Ou 
industry is now insuring more than 
million passenger cars under assigne) 
risk plans in the various states. In 19%) 
it paid out $1.54 in losses for every dolla} 
of premiums earned on private passenge 
car assigned risk bodily injury and prop! 
erty damage coverage combined. Thi} 
does not include expenses, either. Thr 
latest experience of NAII companies re} 
flects an inadequacy of 899% in thes) 
premiums. 

“The situation in North Carolina ap 
New York, compulsory insurance states 
is especially grave. In North Carolin 
the assigned risk plan received 123,6)) 
new applications the past year. In Nei 
York, for year ending June 30, 19% 
new assignments totaled 206,729. Tir 
assigned risk plan there has been apt! 
labeled ‘the biggest non-profit auto mp 
surer in the world.’ . 

“The worsening assigned risk situatic: 
is really not so much a problem as ! 
is a symptom, It is a symptom of tw 
basic maladies: The inability or unwil! 
ingness of our society to discipline it f 
motoring population properly and. the 
inadequacy of the auto insurance falt 
structure. Stated another way, mallp 
persons we are forced to insure ® 
assigned risks should not be driving @f 
all, and the remaining assigned risks op 
a class generally aren’t paying enoug') 
premium for the hazard they provide. 

“Speaking of sub-standard risks get 
erally, it seems to me that here is all 
area that fairly cries out for grealt! 
regulatory flexibility. In several statt 
the regulators’ attitudes toward tht? 
writers of this class of business seel'f 
to be a fear that they would charge & 
cessive rates. I submit that there is ™) 
justification for such an attitude whet) 
competition is permitted its free play. 

Turning to the question of how to sf 
the unfit driver off the highways, al 
keep him off, Mr. Lemmon said. hsp 
is one of the great unsolved riddles op 
our times. I hardly need draw a pictuth 
of the public menaces who are ite! 
forced down your underwriters’ throat: 
All of you can cite instances galot 
We of the staff know because we hi! 
been collecting examples you have sei 
in to us from time to time.” He clos 
by relating some of these examples. 
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TIMELY TOPIC— 


Reinsurance—any day, 
especially today, with 
1960 coming into view. 


We can do some special 
contract-building just 
to your exact measure. 


The essentials are here: 
geographical spread, 
experience, capacity 
and the will to co- 
operate. 


MULTIPLE LINES. 


EMPLOYERS REINSURANCE CORPORATION 


KANSAS CITY, MISSOURI 
21 West 10th St. 


NEW YORK CHICAGO 
107 William St. 


175 W. Jackson 
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Chubb & Son Ready With Its Plan 1V 


Integrated Personal Lines Program 


After long and careful study and re- 
search into the likes dislikes 
insureds with personal insurance needs, 
Chubb & Son, Inc. has developed a mod- 
ern and integrated personal lines insur- 
ance program incorporating in one plan 
Homeowners A and B 
plus a tenants po:icy, automobile insur- 
ance—a carefully designed policy and 
merit rating plan—all types of life insur- 
ance and a simple but comprehensive A. 
& H. program. 

Known as Plan 
became available in 
Ohio and Pennsylvania 
and will be ready in certain other states 
as soon as filings are approved. Chubb 
& Son’s objective in designing this pro- 
gram was to give every possible assist- 
ance to its local, independent agents so 
that they can more than hold their own 
in today’s highly competitive market. 

It’s a certainty that Plan IV was not 
put together as a defensive measure but 
rather as an aid for full and positive com- 
petition in the personal lines. 


To Be Sold by Vigilant and Colonial Life 


Under the new setup the automobile 
and homeowners insurance in Plan IV 
will be underwritten through the Vigilant 
Insurance Co., a member of the Chubb 
& Son Group, and the life and A. & H. 
coverages will be written by the Colonial 
Life ot America, the life member of the 
group. Aided by research as to public 
needs and desires, and influenced by ex- 
pressions in the past of many agents, 
the program emphasizes, according to 
Chubb & Son, complete flexibility. This 
is evidenced not only in the combination 
of coverages that can be included in Plan 
IV but also in the payment of premiums. 
Thus, it is possible under the plan to ar- 
range for premium payments at fre- 
quencies desired by the insured. 

No financing of premiums will be re- 
quired and only ene bill will be sent to 
the policyholder no matter how many 
policies are involved or what the pre- 
mium payment plan may be. Chubb & 
Sons’ 705 IBM equipment at its Short 
Hills, N. J. accounting headquarters, 
facilitates speed of action in the billing 
and all other phases of the program. 

Agents are given their choice of direct 
or indirect billing. If the insured fails 
to pay the bill on the due date the IBM 
705 sends a cancellation notice to the in- 
sured with a copy to the agent for fol- 
low-up and re-instatement if possible. 


and 


these coverages: 


IV, 
the states of Iowa, 
on October 15 


the new program 


Ready to Compete for Profitable Lines 


Chubb & Son points out that Plan IV 
contemplates an intensive solicitation of 
new business by its agents where, after 
cooperative analysis by agent and com- 
pany, there appears to be the _ best 
promise of profitable operations for both 
interests. It is felt that the personal lines 
coverages offered are equal to if not 
superior to the products of the inde- 
pendents and_ specialty companies. 
Furthermore, it is felt that wiflr the 
streamlined procedures adopted for the 
handling of Plan IV, the result will be to 
relieve the agent of detail work and give 
him the time needed in the field to keep 
control of his old accounts and go after 
new ones. 


Homeowners and Automobile Coverages 


As to specific lines, homeowners A and 
B forms will! be included under the plan 
but not Form C. Research indicated that 
most insureds want and need the A and 
B coverage plus the tenants’ policy. Thev 
can also obtain under homeowners $500 
in personal check forgery, $100 in fire 
department charges and $250 of vol- 
untary property damage insurance. 

Instead of following the National Bu- 
reau pattern in its automobile policy, 
Chubb & Son provides. for a one car 


of 


policy in Plan IV. If there is a second 
car in the family another policy will be 
required. 

The merit rating plan, carefully de- 
veloped, puts more stress on accident 
record than traffic violations as the con- 
tinuing determinate of what the insured 
will pay. Traffic violations are regarded 
as a factor at the intitial writing of the 
policy but subsequently the driver who is 
surcharged for violations at inception, 
has the opportunity on renewal of his 
policy to show that he is entitled to elim- 
ination of the extra charge. In this con- 
nection it is explained that after policy 
inception, the policy record of accidents 
and claims will furnish the information 
on which the company can base its debits 
and credits. In this way the company 
hopes to avoid the substantial policing 
problems required when motor vehicle 
bureau records must be searched. 


Surcharges and Credits 


Surcharges are described as “realistic. “ 
In Ohio, for example, they range from 
25% to 200%. The maximum credit is 
$25%-20% - Ba accidents in a three 
year period, 22.5% for four years and 
25% for five years of no accidents. 

The life insurance coverages, regarded 
as “highly competitive,’ embrace a full 
portfolio as afforded by the Colonial Life. 
For A. & S. there is a single basic policy 
which may be added by rider many addi- 
tional coverages, thus providing flexi- 
bility. 

The overall effect of Plan IV, in the 
opinion of Chubb & Son executives, is to 
emphasize the interrelation of protec- 
tion of interrelated personal risks. 





Guarantee of North America 
Sets Up New Committee 


Recent diversification of the Guarantee 
Co. of North America, one of the oldest 
of the Canadian companies, has led to 
the important development in its execu- 
tive structure. H. M. Rawlings, son of 
the founder and president and managing 
director, announces the formation of a 
five-man executive committee to direct 
the new areas of the company’s opera- 
tion. 

Up until 1955 the Guarantee special- 
ized in guarantee bonds, having pio- 
neered in the sale of fidelity insurance 
in North America. Since 1955 diversifi- 
cation has led to development into auto- 
mobile, liability, fire and casualty lines. 
These branches have now developed to 
the stage where they require administra- 
tive reorganization. 

“The appointment of the executive 
committee, each member of which has 
extensive business and financial experi- 
ence, will achieve desired flexibility and 
will facilitate rapid policy decisions in 
each phase of the company’s operations,” 
said President Rawlings. 

Members of this committee are: J. N. 
Cole, vice president and director, Wood, 
Gundy & Co., Ltd.; H. V. Gilbert, vice 
president of the Guarantee; J. W. Med- 
land, director of the Guarantee and man- 
ager if its Toronto office; J. M. Wells, 
vice president and general manager, 
Royal Trust Co., and Mr. Rawlings, who 
will act as chairman. 





Mutuals’ O. L. & T. Increases 

Revised O. L. & T. bodily injury lia- 
bility rates for the area and frontage 
classifications and revised storekeepers’ 
liability rates in Alabama and Kentucky 
were announced October 20 by the Mu- 
tual Insurance Rating Bureau on behalf 


of its members and subscribers. The 
revised rates became effective Octo- 
ber 21. 


The statewide rate level changes pro- 
duced by the revised area and frontage 
rates show an increase of 24.4% in Ala- 
bama and 4.1% in Kentucky. 





Black Reveals Peril 
To Health Insurance 


LOSS METHODS ARE OUTDATED 


Liberty Mutual Board Chairman Warns 
Boston Symposium on Medical Eco- 
nomics of Gov’t. Intervention 


S. Bruce Black, Liberty Mutual board 
chairman, delivered a major address on 
the crisis in health insurance before a 
national symposium held in Boston re- 


cently, Leading businessmen, insurance 
management, outstanding physicians, 


labor, government, academic and legal 
representatives from across the country 
interested in controlling extended dis- 
ability heard Mr. Black impart the pre- 
cise nature of the challenge to insur- 
ance. 

Mr. Black said at the outset that the 
day insurance fails to respond to man’s 
evolving social activities and needs, it 
will come under the province of govern- 
ment direction and control. Outdated 
methods of loss control in health insur- 
ance have placed industry before the im- 
minent threat of massive government 
intervention. Insurance management’s 
interest in group accident and ‘health, he 
pointed out, has been largely confined 
to saving of fractions of a percent in 
the expense loadings of rates, rather 
than in the 90 or more percentage points 
involved in losses. 

The health insurance industry must 
start right now to develop methods of 
loss control, Mr. Black asserted, as those 
proved essential in compensation insur- 


ance. Group A. & H. programs average 
three to four times higher costs than 
compensation, making control difficult 


but necessary, he added. 


Loss Prevention and Rehabilitation 


Methods 


Mr. Black proposed that loss preven- 
tion and rehabilitation methods already 
proved in compensation insurance, be ex- 
tended to the automobile insurance field 
where there is greater human and eco- 
nomic loss. Although victims of auto- 
mobile accidents receive adequate medi- 
cal care. there is no immediate certainty 
of who is responsible for the cost. Fur- 
thermore, because the amount of a ver- 
dict or settlement is influenced by the 
extent of disability at the time of settle- 
ment or verdict, there is not the same 
incentive for prompt and adequate use 


of rehabilitation services as is true of 
work disabilities. 
“Protection, by preventing automobile 


accidents and by minimizing the extent 
of disability of those injured through 
medical care and rehabilitation is as im- 
portant in automobile accidents as in 
work accidents,” Mr. Black said. “To 
find a wav to accomplish these objectives 
under our negligence system is a chal- 
lenge to insurance leadership.” 
Referring to the recently formed In- 
surance Institute for Highway Safety, 
Mr. Black said that this gives promise 
of progress in all areas. “With an 
initial annual fund of $1,000,000. it is 
supporting a variety of research and 
training programs in ‘highway safety,” he 
noted. : 


Loss Contro] in Health Insurance 


Enlarging upon one of his main recom- 
mendations—that effective ways of de- 
veloping loss control must be found in 
connection with health insurance—the 
speaker brought out: “Perhaps it is not 
entirely correct to say we should make 
a start. The fact is that some of us in 
the insurance industry, in business man- 
agement, and some people i in labor have 
been working toward our individually 


conceived objectives to reduce loss. In- 
dividually each of these interested 
groups has learned some facts. The 


field to be conquered is so large, and so 
complex, that any major accomplish- 
ments can be achieved only through the 
closest cooperation of all three groups 
in a unity of purpose which will keep 
our efforts aimed toward our common 
obiective. 

“We feel certain that if those people 





Flanigan Warns of 
Socialistic Three 


BOTH STATE AD AND FEDERA 





Lumbermens Mutual nal Commmiity Presid : 


in ASIM Talk Urges Careful Cop. 7 
sideration of This Problem 


The competition from state  fung 
being experienced by the insurance jp. 
dustry, “threatens greater socializatio, 
of all business,” President Norris ¢ 
Flanagin of Lumbermens Mutual (Cap 
ualty and American Motorists, said ; 
addressing a banquet of the Souther 
California chapter of the American S$). 
ciety of Insurance Management in Lg 
Angeles. 

“The threat of state and Federal goy. 
ernment in the insurance is 
not just a vague one. It is a develop. 
ment which is already here. Why 
assurance do you have that those whe 
advocate the further encroachment 4 
government in the insurance industny 
will limit themselves to our industry 
alone?” he asked. 

Mr. Flanagin said further: “Havin: 
successfully invaded our industry, wh 
would they not follow the course tha 
those who favor socialism have pursueif 


business ; 
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in other countries—the introduction of 
the state into such fields as transporte. 
tion, mining, oil, medicine and_ other) 


= e! 
fend com: 
Mr. He 


activities ? ‘home off 


“We in the casualty field know fulUA, 
well the serious competition we encoun AA. 















compensation and accident and healt}}) Richar 
insurance. : operating 
“In California we have witnessed the/pany’s w 
broadening of benefits under the unem-) subsidiar 
ployment compensation disability law to newly ¢1 
a point where some private companie this com 
are forced to retire from much of their/new divi 
business and others are’ withdrawing! budgetin 
completely from this field.” Mr. Flana-| 
gin 1? out that companies not in| Mr, H 
sured for UCD by private carriers auto-) ness in | 
matically must be insured under a tax} gree in 
sunnorted state fund. | tending 
“The slight monetary gain you rnighi{ Universi 
enjoy through patronizing a socialistic has bee 
insurance program,” he maintained phases ( 
“micht well prove to he the most costly} in the h 
saving you will ever effect. Hof sever: 
“T urge your careful consideration o/ compani 
this problem in its broad aspects,” Mr) nation, 
Flanagin concluded, “for unless vou dc Universi 
think deeply of it and act accordingly, |} veteran 
fear the move of state and Federal gov-| permane 
ernments into all business may wel) Mr. D 
gain momentum with startling rapidity’} tector o 
promotic 
manager 
who are now workin to develon a svs} is a grac 
tem for control of health, could unite} advertisi 
their efforts in a common purpose, theP Price Si 
contagion for preservation of health} surance 
would not be long in developing, as @} been act 
parallel to the contagion for safet’} sales, p: 
which has: played such an important rol} connecti 
in workmen’s compensation. . . .” Assistin: 
Plugging Gaps in Coverage who will 
agents, 
Refore closine, Mr. Black. expressel a 
himself as follows on industry  effortsjf— — 
to plug the gaps in coverage, partic} 
larlv for people over 65 vears of age} 
He broucht out: “Individual policies ath 
heing offered which are guaranteed for} 
life. Others are naid up at age 65 Both : 
management and labor are_ bringingp 
about extensions of group insurance to ‘ 
include railroad emploves. Experimentdl f 
plans of insurance and of medical cattP 
are being set up in many areas. They | 
experiment which Liberty Mutual com} 
ducted in 1949 to find a way to cover ‘ 
maior illness has now become a standati f 
product. Buvers of this form of insur P 
ance ‘have shown themselves to be will | 
ing to accept an appreciable degree of 
coinsurance involving the principles tha! 
small bills will be handled by the policy | 
holder with the bio expenses to be borne 4 
by the insurer. This form of insurantt § 
has had a_ phenomenal success. te 





number of persons with major medical © 


coverage increased 31% from 1957 fF 
1958. By the end of last year 16,375, 
people held this kind of protection.” 
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Thre CCO Creates New Production and 
8 Marketing Division; Henke Is Mer. 











“There are no circumstances, however 
unfortunate, that clever people do not 
extract some advantage from them.” 

LA ROCHEFOUCAULD. 


Presid nt 

ul Con , , : os i : 

lem The American Casualty Companies an- Miss Kiefer, advertising director for 
ounce the creation of a new production the past 10 years, will continue in this 

fe funddand marketing division of their agency capacity, with Robert K. Easterly ad- 

5 . Mepartment, with George C. Henke, for- vancing to the post of assistant adver- 

an nerly of Cleveland, as manager. tising manager. The advertising staff 

“talizatiog® [pn his new position, Mr. Henke will be also includes Donald _E. Young, staff 


Norris (ffesponsible for the planning, supervi- 
tual CapJgion and coordination of all marketing, 
Said i esearch, advertising and promotion ac- 
co... pvities. 

Souther arold G. Evans, ACCO president, 
rican SoMfaid the new unit was designed to co- 
it in [ofprdinate | all companies’ departmental 
Tales activities, to synchronize branch 
fice production, and to provide the 
eral goy. most effective, skillful and personalized 
siness ifgervice to agents in connection with their 
developfjocal marketing and production activi- 
_ Whafies, Services of the new division, Mr. 
ose whilEvans said, will range all the way from 
Ment oijgpecialized field services to consultation 
industriand help in the preparation of direct 
industngmail, radio, newspaper and other adver- 
‘ising programs for individual agents. 
“Havin’’ Mr. Evans further said the creation 
try, whylpf this new facility is in line with the 
ise thaltompanies’ expanded multiple-line under- 
pursue writing and account selling program, 
ction ofwhich embraces all types of personal 
nsporte;and commercial business. 

d othe!) Mr. Henke will head a group of ACCO 
home office specialists, including Eugene 
10w full A. Diemand, Gertrude M. Kiefer, Harry 
encoun A. Anderson, Melvin M. Locke, Thomas 
rkmen' fF. Sheehan and Charles B. Watkins. 

| healt} Richard Fischer, vice president and 
‘operating head of ACCO, Inc., the com- 
ssed the pany’s wholly owned premium financing 
also is a member of this 









e une bsidiary, 

law to) newly created team. The activities of 
mpanie this company will parallel those of the 
of theirnew division in order to facilitate easy 
drawing) budgeting of insurance premiums. 

Flana-§ Respective Careers 


not in, Mr. Henke began his insurance busi- 
rs attto-) ness in 1929 after receiving his B.S. de- 
a tax} gree in business administration and at- 

tending graduate school at New York 
niversity. During the past 30 years ‘he 
‘has been actively engaged in many 
‘phases of the insurance business, both 
‘in the home office and on the field level 
‘of several major multiple line insurance 


He holds the CPCU desig- 


University of Richmond. A U. S. Navy 
‘veteran of World War II, he holds the 









‘permanent rank of lieutenant. 
v well Mr. Diemand was advanced from di- 
pidity’} tector of the accident and health sales 


promotion division to sales promotion 
manager for all company divisions. He 
a Svs} is a graduate of the sales promotion and 


artist, and James O’Toole, copywriter. 
This division handles the publication of 
the “American Arrow,” a magazine for 
agents, and advertising material for all 
departments. 

Mr. Anderson was promoted from west 
coast manager of ACCO’s A. & H. divi- 
sion to A. & H. production manager at 
the home office. He has been a member 
of the home office staff and has had 
wide experience in all A. & H. lines dur- 
ing the past 20 years. 

Mr. Locke was promoted from re- 
gional marine supervisor to production 
manager for all property lines. He is a 
navy veteran and studied at the Massa- 
chusetts Institute of Technology. He 
has been in the insurance field for 14 
years and was active in various capaci- 
ties in the crime, fidelity, fire and ma- 
rine lines, and has taught these subjects 
in the American Casualty School for 
agents. 

Mr. Sheehan, production manager of 
all casualty lines, started in the insur- 
ance business in 1952. After graduating 
with honors from Drake University, he 
earned the CPCU designation. He began 
as an underwriter and rapidly advanced 
to a supervisory position and specialist 
in the rating and servicing of larger 
risks. 

Mr. Watkins, fidelity and surety pro- 
duction manager on a nationwide basis, 
was promoted to that position after 
serving as regional bond manager in the 
midwest. He has been in bonding lines 
for 20 years. 

ACCO’s new marketing division will 
center all of the company’s sales and 
research activities into one closely inte- 
grated, efficient operation. 

This ties in with the company’s over- 
all program which is: (1) To market its 
product of insurance at a competitive 
price; (2) to continually improve that 
product to meet changing needs; (3) to 
be in the vanguard in the initiation of 
time and money saving procedures; (4) 
to make full use of every advertising, 
promotion and public relations tech- 
nique; and (5) to encourage and help 
agents to concentrate their time in the 
most essential area—the continuous, ag- 
gressive and professional selling and 
servicing of insurance. 









































| unitefadvertising course of Charles Morris 

se, the) Price School and has been in the in- A. V. LINDE DIES 

health} surance business for 14 years. He has Arthur V. Linde, who retired on April 

, a8 ij been active in all phases of production, 1 as assistant secretary of the Aetna 

safety} sales, promotion and agency work in Casualty & Surety, died October 18. He 

nt rol} connection with A. & H. insurance. had served the company for 44 years. 
Assisting him will be Joseph Sherman, Mr. Linde was a member of the Aetna 
who will head the direct mail for ACCO Men’s Club, City Club of Hartford and 
| agents, Avon Country Club, 
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When his agency's most important class became 
unprofitable to the companies in his office, he 
carried on active selling campaigns and broadened 
his sources of premium income. 





NEW YORK 




















Surety Bonds Gaining 
In World Acceptance 


C.R. SMITH TELLS BOND WRITERS 





A.I.U. Man Cites Foreign Construction 
and Financial Practices as Examples 
at New York Meeting 





Surety bonds have become and _ will 
continue to be a general rather than an 
exceptional requirement in construction 
and other fields throughout the world, 
Charles R. Smith, American Interna- 
tional Underwriters Corp., told the Asso- 
ciation of Bond Underwriters of the 
City of New York recently. “There is 
and will be an expanding need in many 
countries for more constructed projects 
of mills, factories, roads, public buildings 
end substantial engineering works,” Mr. 
Smith said. He added: “Many more of 
our American builders are utilizing such 
opportunities abroad for profit.” 

In countries where public buildings 
and construction has been usual for 
many years, Mr. Smith continued, some 
form of performance guarantee is a nor- 
mally accepted requirement. “In Ger- 
many and Switzerland, we find surety 
companies furnishing small performance 
forfeiture bonds. In the sterling area, 
contractors have long been required to 
put up bank guarantees. In such widely 
separated places as Cuba and Japan, 
builders must purchase government se- 
curities and deposit them with the owner 
until the work is completed. 

“In small independent countries it has 
been felt that performance guarantees 
were not needed. Here, the building was 
customarily done by wealthy family 
building concerns which divided tlhe work 
among themselves. With no competition 
there was little need of bidding cheaply, 
especially with political influence often 
present to cure failures.” 

Those conditions were not capable of 
accommodating the large construction 


programs begun in many places after 
World War II, Mr. Smith stated. At 
first, many jobs were let without bidding 
and some cost far too much. In other 
cases, builders failed and created losses. 
“Since much of the money for these 
programs were coming from the United 
States, our customs and practices were 
influential and many of them were 
adopted. Among these was surety bond- 
ing as we apply it here. 

“Many countries saw a great develop- 
ment of general business activity with 
new and strange faces coming upon the 
scene in substantial numbers. In some 
countries insurance brokers and agents 
appeared for the first time. Local com- 
panies began to develop both for insur- 
ance and_ bonding needs. Among 
strangers, personal acquaintance and 
mutual trust did not exist to constitute 
acceptable guarantees. Again, bonds 
were the answer.” Mr. Smith concluded 
that in many areas now, fidelity, cus- 
toms, court and supply bonds are com- 
mon. 





NEW AUTO RATES ENDORSED 

The Virginia State Grange has en- 
dorsed proposals for a graduated scale 
of automobile liability rates to be based 
on the individual driver’s accident rec- 
ord. 

Joe B. Cox, state master, said the 
grange hoped drivers with bad records 
would “either have to modify their driv- 
ing habits or face excessive rates.” 





Time to Retire 

Automobile insurance underwriters 
would probably agree that anyone over 
80 is safer in a horse and buggy; that 
is, if he doesn’t live in Chickasha, Okla., 
where recently, a 90-year-old motorist 
struck a horse and rider with ‘his car, 
knocking them into a ditch. A _ short 
distance away he barely missed an ambu- 
lance, but collided head-on with a 
wrecker. 
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IAAHU Directors to Revive Hoodoo 


Day in 1960; Sets 1961 Meeting Date 


The board of directors of the Interna- 
tional Accident & Health Association at 
its meeting October 24-25 in Chicago, 
covered a lot of items in their agenda 
under the chairmanship of Gail Shoup, 
Lincoln National, Grand Rapids, board 
chairman, and Oakley Baskin, Mutual of 
Omaha, Buffalo, IAAHU president. 

One action taken—to revive the “Black 
Cat” week in 1960—will be a “shot in 
the arm” for A. & H. producers, Origi- 
nated by The National Underwriter, it 
has not been promoted for a number of 
years. However, the special committee 
set up to handle it, headed by Harold D. 
Walters, Illinois Mutual Life & Casualty, 
Bloomington, Ill., reported that lit- 
erature for the week, to end with May 
13, the only Friday the 13th in 1960, is 
now being prepared by an advertising 
agency. Kits of instructions, which will 
go to general agents and managers, are 
being readied; so is a “Hoodoo News, 
which will be widely distributed. Ap- 
plications for membership in the Black 
Cat Club, open to those who write 13 
or more accident or A. & S. policies dur- 
ing the week, will be supplied to one 
and all. Qualifiers will be presented 
with certificates of membership suitable 
for framing. ; 

Mr. Walters advised the board that 
The National Underwriter has turned all 
rights in the promotion over to IAAHU, 
which will promote the activity annually 
from now on. Qualification for 13 years 
will constitute life membership. Both 
IAAHU members and non-members will 
be eligible to participate in the Hoodoo 
Day promotion. 


Legislative Matters 


Legislative matters received close at- 
tention at the meeting, concern being 
expressed over the possible spread of 
cash sickness laws which now pay as 
high as $65 a week in New York State. 

Seunding a warning on the Forand 
bill, President Baskin said that it will 
undoubtedly pass in the next session of 
Congress unless there is a “flood of pro- 
test” to legislators. He urged IAAHU 
zone chairmen to contact all locals with 
the recommendation that they make up 
a list of legislators in their district and 
send it to all members with the request 
that they express themselves on the bill 
before Congress reconvenes. 

Bruce Gifford, IAAHU managing di- 
rector, reported that it has been pointed 
out that A. & S. agents are not “em- 
ployes” under the terms of the Social 
Security Act. The executive committee, 
he said, had considered the matter and 
decided the status quo is a blessing, not 
a burden. 

Richard Michaels, Federal Life & Cas- 
ualty, Buffalo, expressed the opinion that 
even more dangerous than the Forand 
bill is the seepage of the Canadian na- 
tionalized hospitalization system into the 
United States. “What happens on one 
side of the border has a tendency to 
happen on the other side, sooner or 
later,” he declared. 

His visits in Canada have convinced 
him, he said, that the average Canadian 
is delighted with the new system, which 
completely hides the true cost of hos- 
pitalization. “Many Canadians in border 
areas work in the U. S.,” he pointed out, 
“and they are constantly ‘talking up’ the 
system to Americans.” 

Mr. Michaels also reported that the 
Metcalf bills force a 40% premium in- 


crease on private-enterprise insurance 
companies while exempting The Blues. 
“You can imagine what this price advan- 
tage means in competition,” he said. 


Alabama Workshops and Institutes 


Reporting on association projects in 
Alabama, John Galloway, Provident Life 
& Accident, Birmingham, described a 
series of successful workshops put on 
by the association for hospital adminis- 
trators and admission clerks. December 
2-4, Birmingham and Mobile will stage 
institutes for such people from through- 
out the state. One hour will be devoted 
to allowing hospital people to tell what’s 
wrong with insurance company pro- 
cedures. Two hours will be spent ex- 
plaining what the industry is trying to 
do. A final hour will be devoted to 
questions from the floor to a panel. 

“These workshops and institutes have 
done wonders in clarifving areas of mis- 
understanding,” Mr. Galloway reported. 
“There are many things clerical person- 
nel in hospitals do not understand about 
insurance. We’ve even found that many 
of these people do not even know the 
difference between individual and group 
coverage.” 

He also reported that the Alabama 
association has been supplving programs 
on A. & S. for the educational TV out- 
lets, which, in that state. are supposed to 
have 250.000 viewers. “The stations have 
been delighted to get our programs,” he 
explained, “and at no cost to us.” 


William Steiger Resigns 


The resignation of William Steicer, 
field director for the association. effec- 
tive December 1 was announced. Charles 
Ray, vice president, Associates Life, In- 
dianapolis, urged appointment of a new, 
full-time field organizer. 

The board gave its approval to the 


1961 annual convention committee to 
hold the gathering in the Waldorf- 
Astoria Hotel, New York. This com- 


mittee is headed by Julius L. Ullman, 
Page 42) 
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The American Dental Association and 
the Health Insurance Assoication of 
America are working together to develop 
the “sorely needed statistical base” vital 
to any extension of dental care plans 
already in existence, Joseph F. Follmann, 
HIAA’s director of information and re- 
search told a New York state legislative 
committee on October 29. 

Mr. iFollmann spoke on behalf of the 
HIAA before a hearing of the state joint 
legislative committee on health insurance 
plans at the state office building in New 
York City. The association includes com- 
panies writing 93% of the health insur- 
ance in force by insurance companies in 
the state. 

Pointing out that the ADA and the 
HIAA have been working cooperatively 
“for the past year,” Mr. Follmann said: 

“Should it become possible to develop 
such statistics, progress toward more 
insurance company coverage for dental 
care would be appreciably aided.” 

Mr. Follmann said “three obvious prob- 
lems” exist in the insuring of dental 
care. 

“One is that a portion of dental work 
is elective and at times a matter of cos- 
metics rather than medical necessity. .. . 

“Another is that most dental care is 
not, or need not be, either sudden or 
sizeable in its occurrence. It occurs, or 


can occur periodically, the cost is regu 
lar and not usually sizeable, and, hence! 
more subject to family budgeting in mod. 
instances than to an insurance mechan) 


ism. 
“The third,” said Mr. Follmann, 4j 


that often where costly work is neede 


it is the result of needs which have x 


cumulated for a period of years prior 
the inception of the insurance protectio, 
and hence a pre-existing condition whic) 
is generally recognized as not being af; 
subject for sound insurance practice’ 

The immediate future will see furthe- 


experiments at insuring dental care, th; 


spokesman declared, and the answer ma 
be found by including certain dent; 


care protection as part of major medic) 


expense insurance, which provides hig 
benefits to help absorb the cost of serio: 
illnesses. 


“Some possibilities would seem to pred 


sent themselves in this direction since } 


would seem that by such a plan the mord. 


serious and costly forms of dental care 


which present hardships to many indi) 
viduals, and hence become a fit subjech 


for insurance, could be included with ; 
medical care program, leaving the mor 
routine, less costly, anticipatory, con 
trollable, cosmetic, and luxury forms oj 
care to be borne by the individual as th 


least costly, most expeditious manner of 
handling such costs,” said Mr. Follman: 





North Amer. Accident Issues 


Guar. Renewable Series 

North American Accident of Chicago 
announces a complete guaranteed renew- 
able income protection portfolio and a 
major medical expense plan for indi- 
vidual and family members. 

Allen V. Dowling, president, said that 
the non-cancellable and guaranteed re- 
newable plans will ‘be sold to men ages 
21-55, with accident benefits payable for 
two years, five years or lifetime and 
sickness payable for two years or five 
years. Elimination periods vary from 
none to 90 days. The company will 
write up to $400 monthly indemnity ($900 
all companies). 

North American’s major medical ex- 
pense policy, also guaranteed renewable, 
will be sold to adults, ages 18-59 (indi- 
vidual or family), unmarried, dependent 
children, 30 days to 18 years. Deductibles 
and maximums, respectively ; $250-$5,000; 
$500-$7,500; $1,000-$10,000. 

President Dowling emphasized that 
both plans offer world-wide protection. 





OUR 


for full details. 
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Are You Participating in 
SPACE TRAVEL CAMPAIGN ? 


National Casualty of Detroit, which company we have rep- 
resented for over 50 years, is now conducting an exciting Space 
Travel Campaign. It’s designed to stimulate agent and broker 
interest in selling more A. & H., Automobile Accident, Family 
and Individual Hospital insurance. 

To qualify as a cash prize winner in this campaign you need 
only to submit $100 of paid new business premiums or only 10 
new business applications written on the lines mentioned above. 
Regular Group business does not count. 

The contest runs until November 20. Why not participate 
in it and increase your commission income? Phone or write 


JAMES R. GARRETT, INC. 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY, COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


REctor 2-4567 


NEW YORK 38, N. Y. 








October 30, rfl 
Follmann Testifies at N.Y. Legislative 
Hearing on Dental Care Ins. Problemy 


Fe 
d 





G. S. Parker Gives Radio Talk 
On Major Medical Insuranc 


Gerald S. Parker, accident and healti) 
secretary of The Guardian Life, wal 
a guest on the Fitzgerald radio shov! 
over station WOR, New York, on Octo} 
ber 20. In an interview with Pegeer 
Fitzgerald, Mr. Parker outlined the de 
velopment of major medical insuranc 
and gave several case histories from 
Guardian files illustrating the value 0 


major medical coverage when a famil} 


is confronted with large medical bills. 

Mr, Parker explained how the dedu- 
tible principle permitted companies to 
provide true insurance against seriou 


claims without using up valuable pre} 


mium dollars in the administrative ex 
pense of handling small claims. In an 
swer to a question about the growth 0! 
major medical, Mr. Parker said, “Ever 
though this kind of insurance is onl 
about 10 years old, some 15,000,000 peo 
ple in this country already have majo 
medical coverage.” 
The Guardian issued its first majo 
medical policy in January of 1955, ani 
early this year introduced three nev 
contracts in its centennial series—s) 
named in honor of the company’s ap- 
proaching 100th anniversary. 





J. F. Kirby of Federal L. & C) 
Retires; Accepts New Post, 


James F. Kirby, assistant vice preside!) 


of Federal Life & Casualty, stationed 


the Arnold & Yearwood Agency, 110 Eas} 


42nd Street, N. Y.. will retire effectirt 
October 31, after 37 years in the instr 
ance field. 


Mr. Kirby started his insurance caret!) 
in 1922 with the Aetna Life. In 1925 ht) 
joined the accident and health depaty 
ment of the Metropolitan Casualty. Hy 


resigned in 1949 to become ‘A. & H. claitti 
auditor for Federal L. & C. In 1952! 


was promoted to assistant vice presidet! : 
in charge of underwriting and claims") 
its New York office. He has been a mem)” 
ber of the Accident ‘& Health Club o) 


New York since 1935. 





Mr. Kirby plans to make his home # 


Middletown, R. I., where he will becom) 


associated with: the Newport Real 
Trust Corp., one of the leading real estat! 
and insurance agencies in Newport 
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New Trade Journal Ads 


Started by Sayre & Toso 


Sayre & Toso, Inc—W. B. Brandt & 
€o:,, Inc., nationwide organization, has 
Jaunched a new trade journal advertis- 
ing series designed to furnish agents 
and brokers with the latest information 
on the company’s wide range of cover- 
ages and services. ; ; 

All ads in this series will carry the 
headline “Yes!terday at S & T,” or in 


| the case of the company’s two affiliates, 


Holland-America Insurance Co. and Mis- 
sion Insurance Co., “Yes!terday at Hol- 
land-America,” and “Yes!terday at Mis- 


” 


sion. 
Sayre & Toso Vice president L. J. 
Hoagland points out: 

“The theme in the ‘Yes!terday’ ads will 
accent the positive. Copy and art treat- 


| ment will often be in news column style, 


sometimes dramatic, occasionally humor- 
ous, but always intended to be informa- 
tive and helpful to producers. 

In addition to these ads, “Yes!terday” 
bulletins from S & T and its affiliates 
will carry the same headline. These 
mailers will be used to bring producers 
more detailed information on policies, 
rate changes, timely sales tips, etc. 

The new campaign was prepared by 
Sayre & Toso’s advertising agency, The 
Wyman Company, Inc. of San Fran- 
cisco. 





PATTERSON TO HAWAII 


Promoted by Combined of America to 
Resident V.P. in Charge at Honolulu; 
25% Stock Dividend Approved 
One immediate effect of the recent 
Hawaiian convention of Combined Insur- 
ance Co. of America was the appointment 
of Warren B. Patterson as resident vice 
president in charge of Hawaiian opera- 

tions with headquarters at Honolulu. 

Mr. Patterson, previously a CICA vice 
president, has been stationed at the head- 
quarters of Combined American of Dal- 
las, of which he also was assistant vice 
president. 

W. Clement Stone, Jr., Combined’s 
executive vice president-sales, told share- 
holders at their recent meeting to ap- 
prove a 25% stock dividend, that one of 
the major decisions resulting from the 
convention was to increase the Combined 
Group’s sales force from 350 managers 
and 750 salesmen to 1,000 managers and 
3,000 salesmen by 1961. 

At this meeting, both President W. 
Clement Stone and his son expressed 
gratification over the fact that, while top 
management was busy in Hawaii, the 
Combined Group’s “second team’”—the 
men and women whom the company is 
developing as new managers under its 
manpower development program — had 
kept sales going at a high level. 

Al Allen, field assistant to W. Clement 
Stone, Jr., reported that during a three- 
week period embracing the Hawaiian 
convention, 67,000 policies were sold, 
comparing favorably to a_ three-week 
period in May and June when 68,000 
policies were sold under the leadership 
of the “first team.” 

Mr. Stone, Jr. commented that the rec- 
ord of the upcoming managers indicates 
that the company has a “tremendous 
strong base with a high proportion of 
potential managers.” 

Following the shareholders’ meeting, 
the CICA board of directors announced 
the appointment of ‘Michael J. Ritt, sales 
Promotion manager, as assistant secre- 
tary of the company; Herbert Moreland, 
claims supervisor, as assistant secretary 
and Earle Kneifel as assistant treasurer. 


New Alaska General Agent 


Harold L. Bodenheimer, associated 
with Century Insurance Service of An- 
chorage, Alaska, has been appointed 
general agent for the North American 
Accident. 

He is the company’s first agency ap- 
Pointment in Alaska. Born in Chero- 
kee, Okla., Mr. Bodenheimer attended 
the University of Illinois. He is a five- 
year resident of Alaska and was in the 
Seneral contracting business before en- 
tering insurance in 1956 with Continental 
Assurance, 





Konikow’s Agency Takes 


Honors in Monarch Contest 
Monarch Life’s Manhattan Agency, 
headed by Gershen Konikow, CLU, 
ranked first in the New York region in 
the company’s annual 8-weeks’ summer 
sales contest, being the leading general 


agency, leading underwriter with total 
points and leading underwriter with the 
most A. & H. points. 

The agency also ranked second in the 
entire country among general agencies. 
As a reward Mr. Konikow was among 


29 other regional award winners who 
were feted recently at the home office 
in Springfield, Mass. 

Phineas Brown of Manhattan Agency 
ranked first in the entire country for 
the most A. & H. points in the contest 
as well as being second with total points. 
He stood first in the agency for combined 
A. & H. and life production. 

Melvin Gerard, same agency, was third 
in total points. Eleven out of the 12 
Manhattan Agency associates qualified 
for prizes. 

Mr. Konikow, who has been with Mon- 
arch since 1953, has compiled a superior 
record in both sales and management. 


Host to Insurance Brokers 


Insurance broker friends of the Dillon- 


Kuh Agency, Inc. in downtown New 


York were guests at an afternoon party 
recently in their honor at the firm’s 
offices in 116 John Street. The agency’s 
new owners, Wm. H. McGinley and H. 
E. Schweitzer, were hosts, assisted by 
Al Nassau, brokerage department man- 
ager. About 40 to 50 brokers and com- 
pany friends attended. 














+ 
J, 











The Mutual of Omaha 
Criss Award Presentation 





DR. THOMAS 





Dr. Dooley joins a distinguished group of past 


recipients including: 


DR. PHILIP S. HENCH 
DR. EDWARD C. KENDALL 


Cortisone 


MR. W. EARL HALL 


Traffic Safety 


The award will be presented to Dr. Dooley as part of the 
Golden Anniversary Award Dinner being held in Omaha the 


night of November 10. 


Mutual 5 


By 
OF OMAHA@— 


A. DOOLEY, recipient 


For the first time you will have an 
opportunity to see this presentation over a 


nation-wide television network. This year’s 
award will be presented to Dr. Thomas A. 
Dooley, youthful American doctor, famous 
for his work in the jungles of Laos. 


A SERVICE TO HUMANITY 


This nationally famous award has become sym- 
bolic of Mutual of Omaha’s service to humanity. It 
is given in recognition of outstanding contributions 
to the field of public health and safety. 


Such humanitarian activities are, of course, 
over and beyond Mutual’s direct service to its mil- 
lions of policyowners. Through its career represen- 


tatives, Mutual offers the broadest, most modern 


anywhere. 


DR. HOWARD A. RUSK 


Rehabilitation 


DR. JONAS E. SALK 


Polio Vaccine 


line of health and accident coverage available 


Selling for Mutual of Omaha then, is more than 
just a job. It is a career —a career representing 
a company which is dedicated to relieving human 
suffering by providing financial aid during sickness 


or accident. 


If this is the kind of career you’re looking for, 
one that’s both satisfying and rewarding, why not 


write Mutual of Omaha for full details? 







Mutual Benefit Health & Accident Association 
V. J. Skutt, President 
Home Office — Omaha, Nebraska @ The Largest Organization of Its Kind in the World 
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Wm. Harmelin Reports Progress by 
GNYA in Continuity of Coverage 


William Harmelin of New York, prom- 
inent life insurance agent and chairman 
of the accident and sickness committee 
of the Greater New York Insurance 
Brokers’ Association, recently 
to his association the substantial progress 
made by his committee in helping to 
maintain continuity of accident and sick- 
ness insurance for policyholders dealing 
through brokers whose accounts have 
been terminated. 

Based on efforts originating with Mr. 
Harmelin’s committee, the Health Asso- 
ciation of America addressed a 
last spring to its member companies re- 
minding them that one of the recom- 
mendations adopted by the board of the 
HIAA in October, 1958, was that its 
member companies recognize the prob- 
iems rising out of the termination of 
agency relationships and that they strive 
toward the continuation of coverage. As 
a result, a number of companies have 


reported 


letter 


changed earlier practices and have so 
recorded themselves. 

Members of the Greater New York In- 
surance Brokers’ Association as well as 
all other producers are advised that 
where there is an account termination the 
producer should not wait until premium 
renewal date of his accident and sickness 
policies but should immediately submit 
the question of renewal attitude with 
respects to the accident and sickness 
policies. 

Where the desired results are not 
forthcoming Mr. Harmelin and his com- 
mittee offer their wholehearted cooper- 
ation not only to GNY members but to 
all producers. Mr. Harmelin emphasized 
that it is not the desire of the associa- 
tion to in any way interfere with the 
normal underwriting practices and 
prerogatives of any carrier. 

E. J. Faulkner, president of Woodmen 
Accident & Life, and chairman of the 
special committee on continuance of 
coverage of the HIAA has approved Mr. 
Harmelin’s plan. 





Assigned Risk Plans 


(Continued from Page 36) 


the transition to this new plan “has 
been exceptionally smooth.” Complaints 
concerning premium charges are practi- 
cally non-existent, according to the In- 
surance Department. 


Carton for Separate Classification 


In advocating that all assigned risk 
business, for rating purposes, should 
have a separate classification plan, John 
H. Carton recommended adoption of the 
following program: 

1. Provide a separate classification for 
all assigned risks. This approach, he 
felt, is justified and feasible under the 
rating laws. Furthermore, it is con- 
stitutionally sound and in the public 
interest, 

The separate classification plan for 
assigned risks would be uniform for all 
insurance carriers as well as within rate 
making classes. In this connection Mr. 
Carton proposed a study to be.made on 
a state-by-state basis to determiné~the 
various classes and rates to be charged 
as well as the commissions to be paid 
thereon. 

To each carrier sub- 
stantially carries its share of the as- 
signed risk business, he recommended 
that it should be operated through either 
an assigned risk pool operated by the 
companies or by a separate corporation. 

As to uniformity for assigned risk 
rates Mr. Carton pointed to the 1957 
amendment of the Wisconsin plan to 
provide for such uniformity both as to 


insure that 


rates and coverage. The rates for 
“clean” risks are 10% over the bureau 
manual rates for voluntary business. Ad- 


ditional surcharges are applicable to “un- 
clean” risks. He also noted that this 
year South Carolina adopted a require- 
ment (effective January 1, 1960) that 
rates for assigned risks be uniform for 
all companies. However, this law is si- 
lent cn question of coverage. In Mary- 
land the assigned risk plan is now being 
set up to provide for uniform rates and 
coverage which has industry support. 

Two of the chief reasons why com- 
panies should support rate uniformity 
are: (1) there is no competition for 
assigned risk business and thus no rea- 
son why rates should not be uniform; 
(2) “no matter how diligently we try to 
explain to the public the ramifications 
and the variations of the respective rat- 
ing plans, commission differentials, etc., 
the public simply will not swallow a 
program as being ‘equitable and fair in 
the public interest’ which provides that 
‘unclean’ assigned risks assigned to one 
company may pay a rate substantially 
less than a voluntary risk in another 
company.” 


Mr. Carton said the final answer to 
the assigned risk problem may well be 
some variation of the company-operated 
assigned risk pool, or the separate com- 
pany proposal. In closing he expressed 
amazement that Florida legislature had 
enacted a provision last Spring setting 
a 15% minimum commission for private 
passenger assigned risks. “This setting 
of a fixed minimum .. . is clearly un- 
sound and against public interest. It 
inevitably forces rates up and this has 
already occurred in Florida.” 


Searl for Assigned Risk Company 


William C. Searl presented some co- 
gent arguments in support of the forma- 
tion of an assigned risk company. He 
brought out: “Such a company would re- 
quire relatively little in the way of staff- 
ing. Certainly it would not need sales 
or advertising departments; it would 
probably require few underwriters. Its 
primary need would be for a top-notch 
experienced executive and a well-organ- 
ized claims department. Its basic oper- 
ating expense could be expected to be 
quite modest. The pecuniary benefits to 
be derived from it by participants are: 

“To Tt would establish a situation in 
which denial of adequate rates for as- 
signed risks would obviously be most 
difficult to sustain in the courts; the 
likelihood of litigation over filings for 
needed rate increases would thus be 
reduced. 

“2. It would result in an overall effi- 
ciency in handling assigned risks.” 

From the standpoint of the public and 
the industry as a whole, Mr. Searl said 
that a separate company “would make 
possible or facilitate a concentrated 
frontal attack on the assigned risk prob- 
lem itself by providing an assembly point 
for factual data from case _ histories 
which could serve as a basis for under- 
standing the problem and for dealing 
with it appropriately and effectively. 

“Formation of an assigned risk com- 
pany would be an entirely new approach. 
Although it is not, despite my evident 
optimism, entirely without hazard, it is, 
in my opinion, very much worthy of our 
serious consideration and deserves fur- 
ther study.” 





Golf Winners Among the 
Ladies at White Sulphur 


A dozen of the ladies attending the 
recent White Sulphur Springs casualty- 
surety convention won golf prizes in the 
tournament in charge of Mrs. Howard 
Slayback (O’Hanlon Reports) New York. 

The best low gross score was turned 
in by ‘Mrs. Morris Moughon (Martin A. 
Hayes & Co.) of Nashville. 

Low net prizes, seven in all, were 
awarded to Mrs. Alan O. Robinson 
(Yorkshire Insurance Co.) New York; 


The membership goal for the Interna- 
tional Association of A. & H. Underwrit- 
ers is being set at 10,060 for 1960 by mem- 
bership chairman Rollie Slotten, Inter- 
State Assurance of Des Moines. He 
says “that a doubling of membership can 
easily be obtained with new organization 
tools developed this year.” 

A membership report has been sent out 
to all principal officers of the IAAHU, 
showing their exact membership in re- 
lation to other associations. 

Minnesota and Wisconsin, North Da- 
kota and South Dakota, Illinois and In- 
diana are competing for top honors. A 
challenge exists among these states to 
extend the membership quotas assigned 
by the association. The winners will re- 
ceive handsome cups at the next IAAHU 
convention. 

The how-to-do-it is being discussed 
at a series of regional seminars. Leaders 
at the pilot seminar in Lansing, Mich., 
in September, developed the techniques 
to be used in 20 seminars concluding in 
mid-November, 

Bruce Gifford’s Comments 

Managing Director Bruce Gifford said 
that all who accept offices in the asso- 
ciation do so with the realization there 
will be some work attached. With no 
increase in effort, but with the member- 
ship building aids, program techniques 
and other new facilities that will be an- 
nounced and explained at these meetings, 
what might have been an average ad- 
ministration can be turned into one that 
will be long remembered for excellence. 

Present at the Lansing seminar were 
IAAHU Board Chairman Gail Shoup of 
Lincoln National Life; IAAHU Presi- 
dent Oakley Baskin of Mutual of 
Omaha; Vice President Webster Hurley, 
Bankers Life & Casualty of Hempstead, 
L. I.; Gibson Wright, vice president of 
the Wright agency, Eau Claire, Wis.; 
President-elect Kenneth Stoakes, Loyal 
Protective Life of Los Angeles; mem- 
bership chairman Rollie Slotten, and 
IAAHU Managing Director Gifford. 

Mr. Stoakes led the first seminar held 
in Seattle, October 8. On October 12 
he presided at Portland, Ore., while Mr. 
Baskin conducted a similar meeting in 
Birmingham for Alabama, Mississippi, 
and Georgia association members. New 
Orleans and Dallas seminars were also 
given October 14 and 16, respectively, 
under Mr. Baskin’s guidance. 

In the East, Mr. Hurley led a seminar 
October 16 at Newark for New York, 
southern New York, Philadelphia and 
New Jersey members. On October 19, 
Mr. Baskin met with Springfield, IIL, 
and Kansas members at Kansas City, 
Mo., while in Omaha, Mr. Stoakes and 
Mr. Wright conducted a meeting that 
included Denver and Iowa members. 

A seminar, led by Mr. Stoakes, is 


scheduled for November 13 at Los An- 
geles and will include all California 
associations. 


Additional meetings are set for Man- 
chester, N. H., to include New Hamp- 
shire, Vermont, Rhode Island, Southern 
Connecticut and Hartford associations. 
Seminars at Pittsburgh, Buffalo and 
West Virginia, to be led by Mr. Baskin, 





Mrs. John C. Conklin (Conklin Agency) 
Hackensack, N. J.; Mrs. William A. 
Waters (Hall & Henshaw) New York; 
Mrs. Robert T. Schaller (Continental 
Casualty) Chicago; Mrs. H. Sharp Min- 
ister (McElroy, Minister, McClure & 
Kientz) Columbus, O.; Mrs. Robert L. 
Braddock (General Reinsurance Corp.) 
New York, and ‘Mrs. Robert W. Lawson 
(Steptoe & Johnson) Charleston, W. Va. 

Two additional prizes for nine holes of 
golf were awarded to Mrs. Robert Z. 
Alexander (American Insurance Co.) 
Newark, and Mrs. Travis (Lytle W. Gos- 
ling & Co.) San Antonio. Putting prizes 
were won by Mrs. John B. Wornall. Jr. 
(Employers Reinsurance) Kansas City, 


and Mrs. C. W. Olson, Jr. 


have not yet been scheduled. 
new set of name badges with the 
IAAHU imprint is now available for each 
state and local association to use at 
meetings and sales congresses. 


_ Also, two sets of six folders on sell. | 
ing, generally, and A. & H. selling have | 
been developed. These can be ordered |, 
by state and local associations to be! 


used as handouts at meetings. The idea 
is to insure good attendance at meetings 
and provide members with a continuing 


flow of sales aids. Mr. Slotten pre. 
pared the folders. 
Additional seminar topics covered | 


were local association publicity, attend- 


ance and hospitality, programs and sales [ 
round 


congresses, leading producers’ 
table, education and organization of off- 
cers and committee chairmen’s duties, 


New Orleans A.&H. Assn. 





Elects Officers, Directors | 


The recently organized Greater New 
Orleans Association of A. & H. Under- 
writers has elected the following officers: 
President—A. Donald Johnson, American 
Casualty; vice presidents—Thomas A. 
Tomeny, Occidental Life, and R. A 


Mackenroth, Jr. of Streety-Mackenroth, | 
Mattie | 


Inc.; secretary-treasurer—Mrs. 
Herrick, Mutual of Omaha. 


Directors elected include Yale Sham- / 
Edward C. 
Robert Ef 


berg, World Insurance Co.; 
Linck, Continental Casualty; 
Demmons, Pan American Life, and 
Charles J. Egan, Jr. of Isitz-Eagan In- 
surance Co. 

Vice President Tomeny is now organ- 
izing a membership drive while Vice 
President Mackenroth will be program 
chairman in the coming year. A charter- 
ing ceremony is planned for December. 


JAAHU Directors Meet 


(Continued from Page 40) 


president, W. L. Perrin & Son, Ine, 
New York, and program chairman will 
be William B. Cornett, 





Reporting to the board for the commit- 


tee, Webster Hurley, Bankers Life & | 


Casualty, Hempstead, Long Island, set 

the convention dates as June 16-22, 1961 
The 1960 convention will be held at 

the Conrad Hilton Hotel, Chicago. 


The matter of an A. & S. persistency 


award, also discussed, had ‘been author- 
ized at IAAHU’s French Lick annual [ 
meeting. The special committee, headed 
by Richard Plasschaert, American 
United, Newark, reported to the board | 
that it had discussed this award with | 
the LIAMA which had suggested the | 
possibility of a three way sponsorship 
: LIAMA-NALU-IAAHU. Mr Plas- 
schaert’s committee will meet again on 
November 17 in New York to discuss 
the possibility of such cooperation. 
The board also received a report on f 
audio visual aids, drafted by William 0. F 
Peterson of St. Paul, who gave it to 
R. W. Osler, vice president of Rough P 


. 
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director of A. & F 
S. sales and service to The Prudential. | 
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Seminarsto Push L[AAHU Membership 
Toward Goal of 10,060 for 1960 
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Notes Co., to present in his absence. 
Mr. Osler also displayed a motion pic- 
ture film training program. 

Milton Rose, Paul Revere Life, Los} 
Angeles; Messrs. Peterson, Michaels 
Hurley and Osler were appointed 
committee to gather information from 
board members on their personal expeti- 
ences with the use of audio-visual ma > 
terial for a report to the next  boaré 
meeting. It was also suggested that the 
committee make arrangements with pro 
ducers of some of the films to show them F 


7 





at this meeting. 

Despite the offer of free rooms, the | 
board declined the invitation of the) 
Americana, Miami Bach, to hold i8 p 
1961 fall meeting there. Problems % © 
travel were the deciding factor. The § 
board’s next meeting was set for Feb § 
ruary 13-14 in Chicago. 
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— . .. ROBERT J. SALISBURY, 
Reed Roslyn Heights, N.Y. 
bert Ef 
e, and) 
ran In- | 
one Tl **I’m really enthusiastic about The 
e Vice f Travelers Premium Budget Plan,” says 
rogram | Agent Bob Salisbury. ““My prospects are, 
— f too, for there’s tremendous appeal in this 
—"o new plan that lets them wrap up all their 
personal or business insurance in a single 
{ program and pay for it by the month with a 
single check. 
Inc. El “My first Premium Budget Plan 
wil interview was with a young couple who 
fA ke had just moved into a new home. Here are 
lential. | the results: Automobile coverage, Home- 
mmit- & owners policy, Mortgage Redemption, a 
ey 4 Family Life Insurance policy, and 
> "1961. & Accident Insurance . . . all possible 
eld at f because premiums could be put on a 
. 3 pay-by-the-month basis.” 
stency & 
uthor- MR. SALISBURY found out how effectively 
mo The Travelers Premium Budget Plan can 
net help build premium volume. This new 
‘hoard & method of merchandising and financing 
| with f all the personal and business lines of 
d_ the F insurance also cuts red tape and helps 
“ Phe meet competition on all fronts. And it will 
in-o E save you expense dollars in the operation 
iscuss of your office. Find out what The 
" Travelers Premium Budget Plan offers 
rt 8 you by writing our Manager in the branch 
ret office nearest you. 
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MOTIVATING MERCHANDISING eel 


in the hands of a skilled underwriter 
MAKES THE SELLING JOB EASIER! 


Ours is a sales promotion-minded Company. 
The merchandising display on this page is 
indicative of how we support the man in the 
Field. Available — at no expense to the Union 
Central agent or the broker — are thoroughly 
researched, carefully tested prospecting pro- 
cedures and sales presentations for every 
conceivable selling situation that may arise. 
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, WE PROYIDE complete coverage, too... 






































THE UNION CENTRAL LIFE INSURANCE COMPANY, Cincinnati 


Security for the American Family since 1867 
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